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| . IS YOUR OPPORTUNITY to secure an unusual 


agency contract if you can meet our qualifica- 
tions. Contact the Home Office of the Group ior 


further information. 


AUTOMOBILE Retrospective Contract Agents 


The St. Louis Insurance Group offers facilities for attractive Retrospective Automobile Com- 
mission Contracts. 


MOBILE HOME Agents 


The St. Louis Insurance Group offers attrac 


tive Agency Commission Agreements for Fire, 
Theft, Combined Additional Coverage, Vendors 


Single Interest and Collision on Mobile Homes. 


CREDIT LIFE Agents 


The St. Louis Insurance Group can arrange agreements at attractive Agency Commissions for 
Credit Life, Health & Accident Insurance Applying to Automobiles and Mobile Homes financing. 


ST. LOUIS INSURANCE 


4144 LINDELL BLVD. OLIVE 2-2000 ST. LOUIS 8, MO. 


Unusual Agency Contracts... . 
I 
| 
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| 
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This current America Fore—Loyalty Group advertisement will 
tell 100,000,000 readers of the national magazines below about the 
importance of buying insurance through an independent agent. 
* THE SATURDAY EVENING POST * NATIONAL GEOGRAPHIC 
* READER'S DIGEST * LIFE * TIME 
* NEWSWEEK * FORTUNE 
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30 Fire 90 30 Fire 500 
& Cas Stocks & Cas. Stocks 

January 31 . 265.4 355.0 264.4 41.7 

February 28 265.8 343.5 268.4 40.8 

March 31 ....... 276.9 *44,| 271.7 42.1 

April 30 281.7 45.7 272.9 43.4 

May 3? 3... 283.9 47.4 272.6 44.| 

June 30 276.8 47.4 279.4 45.2 

July 31 270.7 47.9 285.1 47.2 

August 31 : 252.6 45.2 

September 30 . 245.1 42.4 

October 31 ..... 223.0 41.1 

November 30 .. 231.9 41.7 

December 31 240.0 40.0 


The index of 90 stocks is based on Standard & Poor's daily stock price 
indexes of 50 industrial, 20 railroad and 20 public utility stocks combined. 
The 90 stocks and the 30 fire and casualty stocks were at 100 in June, 1944. 


* Standard & Poor's new 


February 28, 1957 is 43.3. 


index of 500 stocks. 


building cost index 


Comparable figure for 


Avg. June 
1939 1958 
Boston 210 703 Minneapolis 202 653 
New York 219 730 Kansas City 209 628 
Buffalo 205 713 St. Louis 208 670 
Baltimore 198 689 Atlanta 186 737 
Philadelphia 196 670 Dallas 171 601 
Pittsburgh 219 659 New Orleans 194 683 
Cincinnati 209 670 Denver 195 598 
Cleveland 206 679 Seattle 196 651 
Chicago 205 628 San Francisco 183 635 
Indianapolis 206 688 Los Angeles 167 648 
Detroit 208 718 ye 
Milwaukee 209 704 National Average 200 680 


This index (1913 = 100) applies to construction only and does not in- 
clude building fixture items such as plumbing, heating, lighting, sprinkler 


system, etc 


It is based on average costs under normal conditions with no 


allowance for overtime, premiums on materials, or special conditions. It is 
the composite of four types of buildings, frame, brick, concrete and steel 

and therefore should be used only as a trend as it is not applicable to 
Furnished courtesy of the American Appraisal Company. 


specific buildings. 


Best’s Insurance News 


"EXECUTIVE 


insurance stocks 


Over-the-counter Market 
Furnished through the courtesy of The First Boston Corporation. 


Fire & Casualty Companies 
Aetna Casualty 

Aetna Insurance 
Agricultural 
American 
American 
American Insurance 

American Re-Insurance 

American Surety 

Bankers & Shippers Insurance 

Boston Insurance 

Camden Fire Insurance 

Continental Casualty 

Continental Insurance 

Employers Group Associates 
Employers Reinsurance 

Federal Insurance 

Fidelity & Deposit Co. of Md. 
Fidelity-Phenix Fire Insurance 
Fireman's Fund Insurance 

General Reinsurance 

Glens Falls Insurance 

Globe & Republic Insurance 

Great American Insurance 

Hanover Insurance 

Hartford Fire Insurance 

Hartford Steam Boiler Insp. & Ins. 
Home Insurance 

Insurance Co. of North America 
Jersey Insurance Co. of N. Y. 

Kansas City Fire & Marine Insurance 
Maryland Casualty 

Mass. Bonding & Insurance 

Mass. Protective Association 
Merchants Fire Assurance 

Merchants & Manufacturers Insurance 
National Fire Insurance 

National Union Fire Insurance 

New Amsterdam Casualty 

New Hampshire Fire Insurance 

New York Fire Insurance 

North River Insurance 

Northeastern Insurance 

Northern Insurance 

Northwestern Insurance 

Ohio Casualty Co. 

Old Republic Insurance Co 

Pacific Indemnity 

Pacific Insurance 

Peerless Insurance 

Phoenix Insurance 

Providence Washington Insurance 
Providence Washington Insurance, Pfd 
Reinsurance Corp. of N. Y 

Reliance Insurance 


Insurance 
Equitable Assurance 
Home Assurance 


Republic Insurance 
St. Louis Insurance ‘'B'' (g) 
St. Paul Fire & Marine Insurance 


Seaboard Surety 

Security Insurance 

Springfield Fire & Marine Common (h) 
Springfield Fire & Marine (Preferred) 
Standard Accident Insurance 

U. S. Fidelity & Guaranty 

U. S. Fire Insurance 

Westchester Fire Insurance 


Life Companies 
Aetna Life 
American National Life (f) 
Bankers National Life 
Business Men's Assurance 
California-Western States Life (f) 
Columbian National Life 
Commonwealth Life (Louisville) 
Connecticut General Life 
Continental Assurance 
Franklin Life (d) 
Government Employees Life (i) 
Gulf Life 
Jefferson Standard Life 
Kansas City Life 
Liberty National Life 
Life & Casualty 
Life Insurance Co. of Va. (c) 
Lincoln National Life 
Mass. Indemnity & Life (b) 
Monumental Life (old) 

(new) (k) 
National Life & Accident (a) 
North American Life (Chicago) (d) 
Philadelphia Life (a) 
Republic National Life 
Southland Life . 
Southwestern Life 
Travelers 
United States Life 
West Coast Life (e) 
(a) Adjusted for 20% stock dividend. 
(b) Adjusted for 33!/,% stock dividend. 
(c) Adjusted for 4% stock dividend. 
(d) Adjusted for 5% stock dividend. 
(e) Adjusted for 25% stock dividend. 
(f) Adiusted for 10% stock dividend. 
'q) Adjusted for 3% stock dividend. 


(h) After | for 10 preferred stock dividend and 3 for 


dend 
(i) Adjusted for 2!/,% stock dividend. 
(k) After 33'/,% stock dividend. 


1958 Range Bid Price 
High Low 7/31/58 
140 125 137 
70'/4 50 63 
30%, 22'/2 
36!/g 25'/2 33 
363, 27 31 
26% 20 25'/g 
39 25'/4 36'/2 
135% 167% 
54'/2 45\/2 49 
33'/ 283, 
32 24'/, 29 
90!/2 72 89'/2 
533, 44 52'/2 
64'/2 49'/2 63'/2 
4054 27 37\/2 
46'/, 38 45'/2 
98 90!/2 
56 47", 55\/4 
56!/2 44 52 
60 47 57'/2 
32'/4 26 3134, 
21 15 18!/2 
37\/s 303, 36'/g 
40% 30!/2 37%, 
166 128 164 
100 72 
35! 2 41%, 
110 90 107 
34% 24'/2 31% 
28 22 243); 
38'/g 29 373, 
403, 39%, 
70 60 64 
60 46 56 
12% 85/4 
66 76'/2 
38 273/44 37 
47'/2 37'/2 44 
42'/2 35 39'/4 
30% 2334 27'/2 
35'/2 32'/4 34'/ 
%, 7 8'/2 
86 72 85 
77 65 74 
22'/2 18 21'/2 
13 10'/, 1034 
61'/2 45'/2 57 
53'/ 43 48 
307, 17%, 28 
70'/2 57 67 
1934 11% 18!/s 
37 27 34 
10'/2 14!/s 
45 34 
56/2 40 
20% 17'/2 18 
51%, 42\/4 49 
74%, 59 69 
26'/4 21 26 
333/, 257%, 33\/4 
10! 106 
53 
663/, 63>), 
29 22'/2 26'/2 
30 26'/4 29\/4 
1958 Range Bid Price 
High Low 7/31/58 
20! 172 199 
23% 18!/2 19'/2 
76'/2 60 73 
92 71 88 
Wt 64 107 
16!/2 235% 
307 233 304 
139 109 133! 
69%/, 67'/2 
116 67'/2 112 
26'/2 20'/2 23% 
68'/2 80'/, 
1,420 1,050 1,400 
35% 27'/ 347’, 
24 16'/4 20'/ 
112'/2 89 10234 
200 171 198 
52 40 43 
94 70 
70 66 64 
90 77%, 887, 
19% 15% 16% 
63 50!/2 
56 34 
100 67 % 
12 92 108 
853%, 72%, 
39%, 26\/s 34%, 
37 31%, 35'/4 
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U.S.F.&G. AGENTS 
This is one of a series of advertise- 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
WEEK ... designed to increase your 
prestige with the insuring public. 
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Deane Munro 

is a special agent in F&D’s 
Omaha branch. His 
personnel record shows 
that by background and 
training he’s well-qualified 
for the job. But he has 
other important qualifica- 
tions, too. A respect for 
the value of his work, and 
the determination to do 

it well. A sense of respon- 
sibility, and loyalty, 

to FD agents and their 
clients. And just plain 
integrity. In short, he’s a 
typical example of the 


kind of men who make up | : 
F&D's field organization. All 4 


of which adds up to another 
good reason why F&D 


is good to do business with. 


Fidelity and 
Deposit Company 


Bonding and Insurance 
Baltimore, Maryland 
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company developments... 


M eM M 
ARKANSAS Admitted 

Bountruside Ca Columbias UTAH _ Admitted 
Transit Cas, C St. L M en. Ins. Co. of Trieste & Venice , 


CALIFORNIA Admitted 
Atlant N atl. Ing Fin VERMONT Admitted 
# 2a Je Ins. C Tacoma. Wash Argonaut Ins. Co. Mer Fark, Calit 
rovident Ins. Co. of N. Y 
a Tatcha Ltd N.Y.N.Y VIRGINIA Admitted 
j Fireman's Ins. C f Wash., D. C Wash., D. C 
COLORADO Admitted Provident Ins. Co. of N 1 ¥.. NeY 
Prov f N. Y N.Y. N.Y 
WEST VIRGINIA Admitted 
DELAWARE _ Admitted Washingt ns. Cory 
mous" WISCONSIN Admitted 
DISTRICT OF COLUMBIA Admitted Texas Hardware Mut. Fire Ins. C wir dh 
Protection Mut. Ir 
WYOMING Admitted 
cotton States Mut. Ir 


Provident Ins. C fN.Y N. Y N. Y 


INDIANA Admitted DOMINION OF CANADA Admitted : ‘ 
Araonaut Park Cali Americar 9s. Co. of Reading, Pa Reading, Pa. 
Mortgage Guar. Ir Cort Milwaukee, W 

ALBERTA f Admitted 
ILLINOIS Admitted American Reciprocal Insurer 


NEWFOUNDLAND Admitted 


London Ena 
. Co. Ltd Lond CNG 


Examined 


Ford County Farr Ballefont Admitted 
Midwest Mut. Ins. C Dodge City ns. © N n, Germany 
QUEBEC | Admitted 
MARYLAND Admitted American Reciprocet ‘titer 
merce & Industry Ins. C N.Y. Se. 


Liberty Mut. Fir 


eonventions ahead 


Examined 


MISSOURI Receivership OCTOBER 
Eagle Reciprocal Exchang Kansas City 2-3 Mt. States Assn. of Mut. Ins. Agents, Albany Hotel, Denver. 
2-4 Alaska Ins. Agents Assn., Anchorage. 
MONTANA Admitted 2-4 Calif. Assn. of Independent Ins. Adjusters, Statler, Los 
American Premier Ins. C Rochester Mine Angeles. 
{ J Mut. Bel Air, Md. 5-8 Conf. of Mut. Cas. Cos., Chalfonte-Haddon Hall, Atlantic 
Md. Nat}. Ir Bel Air. Md City. 
i Mortgage Guar. Ins. ¢ Milwaukee, Wisc. 5-8 Natl. Assn. of Mut. Ins. Cos., 62nd, Haddon Hall, Atlantic 
n Mut. Ir Ch City. 
y Gen. Ins. Co. Sioux Fa 5 DB. 5-9 American Mutual Ins. Alliance, advertising-sales, Chalfonte- 
Haddon Hall, Atlantic City. 
i NEBRASKA Admitted 6-9 Natl. Assn. of Ins. Agents, Jung; Roosevelt, New Orleans. 
Carriers Ins. Exchange Des Moines, lowa 7 Insurance Economics Society of America, Edgewater Beach 
merce & Industry Ins. C N: ¥., NEY. Hotel, Chicago. 
| Mid-America F & M Ins. C Kansas City, Mo. 7 Transportation Ins. Rating Bureau, Haddon Hall, Atlantic 
] rity Gen: Ins. C Sioux Falls, S. D City. 
8 American Society of Ins. Management, In., Delaware Valley 
NEVADA Admitted Chapter, Sheraton, Philadelphia. 
Hartford Mut. Ins. C Bel Air. Md. 12-15 Natl. Assn. of Cas. & Surety Execs., Greenbrier, White 
Sulphur Springs. 
‘ NEW HAMPSHIRE Admitted 12 Assn. of Cas. Accountants & Statisticians, fall, Statler, N. Y. 
Arr Mut. Liab. Ins. C Newton, Mass. 14-16 Ind. Assn. of Mutl. Ins. Agents, Marott, Indianapolis. 
20-24 Natl. Safety Council, Congress & Exhibition, Conrad Hilton, 
A NEW a Examined Congress, Morrison, La Salle, Chicago. 
ve Cas. Reins. Assn. of America —eyc @& Ins. Accountants Assn. of San Francisco, 6th, St. Francis, 
Excess Rein ssn. San Francisco. 
Frontier Co-op. Fire Ins. Assn. of Niagara 
| County, N. Y. Ni Tonawanda NOVEMBER 
; Home Indem. Co. ¥i6. 5-7 Mich. Assn. of Mutl. Ins. Agents, Pantlind, Grand Rapids. 
12 Ins. Federation of IIl., Palmer House, Chicago. 
NORTH DAKOTA Admitted 12-13 Wisc. Federation of Mutl. Ins. Cos., Schroeder, Milwaukee. 
Government Employees Ins. Co. Wash. D.C. 13-14 Cas. Actuarial Society, Statler, Hartford. 
16-18 Ky. Assn. of Ins. Agents, Kentucky Hotel, Louisville. 
OHIO Admitted 16-19 Ind. Assn. of Ins. Agents, Claypool, Indianapolis. 
Provident Ins. Co. of N. Y. N.Y. N.Y. 17-18 


Ill. Assn. of Mutl. Ins. Agents, Abraham Lincoln, Springfield. 
Indianapolis, Ind. 17-19 Mutl. Ins. Technical Conf., Boston. 


18 The Ins. Inst. of America, 50th, Sheraton McAlpin, N.Y.C. 


United Public Ins. Co 


Examined 18-20 lowa Assn. of Mutl. Ins. Assns., 78th, Fort Des Moines Hotel, 
Republic Indem. Co. Columbus Des Moines. 
18-20 Natl. Fire Protection Assn., fall, Richmond. 
PENNSYLVANIA Admitted 19-22 Miami Ins. Conf., 6th, Miami Beach. 
Nationwide Gen. Ins. Co. Columbus, Ohio 20-21 Conf. of Mutl. Cas. Cos., accounting and statistical, office 


Provident Ins. Co. of N.Y. ... 


methods and personnel, Conrad Hilton, Chicago. 


For August, 1958 
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When we speak of our coast-to-coast claim service network we’re talking about exclusive 
State Farm agents and full-time salaried State Farm field claim representatives. There 
are 9,000 of these men in the field (although we could squeeze only 7,000 dots onto the 
map). Thus, each agent knows his policyholders will continue to enjoy “Hometown 
Claim Service” even when far from home. We believe this kind of claim service is one 
reason why over 5 million motorists now insure with State Farm. 


For information on any aspect of State Farm operations, write Director of Public Relations, 
STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY. Home Office: Bioomington, Illinois 


STATE FARM 


INSURANCE 
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Pirect cluto Underwriters on 


page is taken from a compre 
hensive study of the underwriting 
experience of the four principal 
independent direct automobile writ 
ers for the five vears ended Decem 
ber 31, 1957. The author shows a 
table of combined actual underwrit 
ing results and a proforma table 
adjusted to manual rates. The break 
down of the premium used by the 
author in the calculation of manual 
rates allows 60% for losses and loss 
for underwrit 
ing expenses which leaves 2'26¢ for 


expenses and 371.2% 
underwriting profit and contingen 
cies. Unfortunately, manual rates 
are not currently producing a loss 
ratio anywhere near 60% and in 
profit 


stead of a small there 1s a 


substantial loss. When manual rates 
again produce a loss ratio of only 
OO%. 


will 


larger underwriting margins 


likewise accrue to the direct 


writers, 


eee The professional agent should 
be able to prove he 1s worthy of the 
designation by possessing not only 
skill, but a high code of ethics and 
be willing to pursue and state when 
needed, objective facts regardless of 
immediate self-interest, says our au 
thor on page 20. Often, the way an 
agent handles a risks analysis can 
be an 


indication of Professional 


Competence. Clients are interested 
in getting complete protection against 
all their insurable risks, and it is up 
to the analyst to gather all the facts 
and suggest the best plan, keeping 
in mind the insured’s total exposure. 
In many cases this will mean that 
fire, 
marine, or casualty, has to face the 


the here-to-fore specialist in 


fact that insurable risks cut across 
all lines, including, as well, life and 
accident and health. 


For August, 1958 


eee (Creative Thinking, or “brain 


storming,” as it is often called, can 
profitably to all 


phases of insurance. In essence, this 


be applied 


very 
organized thought stimulation is the 
thinking up of a different and/or 
better way of doing something 

In approaching creative thinking, 
a definite pattern should be followed. 
Collect problems, record sudden so 
lutions, select the problem to be 
tackled and try the ideas selected is 
the general procedure suggested on 
page 27. A series of questions 
evolved to help pile up ideas is given 
how to 
analyze and simplify the problem, 


along with information on 


isolate the main facts, and how one 


goes about incubating, evaluating 
and integrating ideas. Interesting 


this method has 


work are 


examples of how 
put to 


this extremely helpful article. 


heen included in 


eee ()f all salesman 


persons, the 
has the biggest stake in careful driv 
ing. He is on the road a greater 
proportion of the time and covers 
more miles than most other persons. 
Furthermore his livelihood depends 
directly on his means of transporta 
tion. In addition to these facts, care- 
ful driving has other bonuses to pay 
Pro 


motions or Opportunities to better 


the salesman who exercises it. 


himself may often come to the man 
who has not lost time recuperating 
from an accident. These conditions 
are true today and will be intensified 
in the vears ahead when the number 
the road and the miles 
driven are greatly 


of cars on 
increased. See 


page 33 for some reflections on 


Good Driving. 

eee An experienced adjuster can 
usually tell at an early stage whether 
a claim arising out of a business 


interruption policy can 


disposed 


of as a routine matter or whether 


there is such evidence that prompt 
precautionary steps should be taken 
Problems arise in Bustness Inte) 
ruption ( 
placement; how 


laims in the areas of re 


much imeome 


was 
actually lost: where less than the 
entire operation is suspended ; when 


losses occul 


scope of coverage; the relationship 
of fire sales to stock surance, co 


surance; and appraisals 


1 


will be found on page 41 


onverting to Punched Cards 


from a manual system their method 


of mortgage loan billing, accounting 


and statistics, took one less 


COMMpany 


than a month, and only a few minor 
needed The 


operation 


| 
changes were Various 


steps of the appear on 
page 59, 
eee order t VWultiple Ling 


cle ribed on 


»enter 
Selling, the company 
page 63 taught their part-time cas 


ualtv agents to also write life cov 


erages. In addition, they recruited 


and replaced until they wound up 
with a field force capable of market 
ing all lines. In the home. office, 


casualty, fire, hail and life operations 
all function under one management 
team. One man is in charge of all 
sales activities, there 1s 
tuarial department, one policy serv 
ice department, and the samc 


holds 
true for claims accounting and in 


heads all 


vestments ; one underwriter 


the lines. 
eee The 


basis of insurance is the 


law of large numbers—if a large 
enough group of risks is looked at, 
it is fairly easy to predict 
will be. 


vears there has been such 


the 


recent 


what 
loss Hlowever, in 
concen 
tration on increasing the volume of 
business on the books, that there has 


heen a great tendency to lose sight 
of the law of large numbers and the 
fact that unless the business a com 
pany writes is profitable, it doesn’t 
help no matter how much of it there 
is. Does it follow that rates should 
and all 
compames, voluntarily or otherwise, 
be made to abide by them ? 
the that not showing a 
profit should be dropped. But what 
Don't Just Stand 


Do Something, admonishes 


be made by the bureaus 
Perhaps 
lines are 
ever Is decided, 
There 
our author on page 105. 


11 


the editors’ cormur 
| 
— 
| 


publications 


Getting On—Safely 


This is a pamphlet aimed at mak- 
ing life safer for oldsters. It em- 
phasizes the special environmental 
aids and personal practices that can 
help prevent accidents to elderly 
persons. An insert sheet gives hints 
to the adult who has responsibility 
for the care and safety of an older 
person, The pamphlet has room for 
an imprint of a firm name. 


12 pps.; information on quantity 
prices available from the National 
Safety Council, 425 North Michigan 
Ave., Chicago 11, Illinois. 


An Insurance Guide for Municipalities 
prepared by the Florida Association 
of Insurance Agents. 


This is the second in a series of 
books designed to help independent 
local agents obtain, retain and prop- 
erly handle the insurance needs of 
political sub-divisions. It deals ex- 
tensively with how 
should 


a municipality 
insurance repre- 
sentative and insurance companies. 


select its 


Comprehensive treatment is given 
to the liability of a municipality 
both proprietary and governmental. 
There are also chapters on all forms 
of insurance from fire and extended 
coverage to aviation and bridges and 
tunnels. 


The first in the series of these 
books was ‘An Insurance Guide for 
School published over a 
year ago. Another book in process 
of preparation is “An Insurance 
Guide for Boards of County Com- 
missioners.” 


Boards” 


{3 pPps.; $200 per copy. Available 
from the Florida Association of In- 
surance Agents, 514 Franklin Street, 
Tampa 2, Florida. A limited supply 
of “An Insurance Guide for School 
Boards” is also available at $2.00 
per copy from the same source. 


Fire Protection Standard Codes 

No. 13 Sprinkler Installation—176 
pps; $1.25 per copy 

No. 13A Sprinkler-Maintenance—24 
pps; 50¢ per copy 

No. 30 Flammable Liquid Code— 
64 pps; 60¢ per copy 

No. 82 Incinerators—24 pps; 50¢ 
per py 

No. Air Conditioning and 
Ventilating Systems of other than 
Residence Type—24 pps; 50¢ per 
copy 

No. 101 Building Exits Code—256 
pps; $1.50 per copy 

No, 241 Building Construction Op- 
erations—12 pps; 35¢ per copy 

No. 410 Aircraft Fire Hazards— 
Electrical Systems—50¢ per copy 


No. 410B Aircraft Fire Hazards— 
Breathing Oxygen Systems—50¢ 
per copy 

No. 481 Production, 
Handling and Storage of Titanium 


32 pps; 


All of the above Standards are 
prepared by the National Fire Pro- 
tection Association, 60  Battery- 
march Street, Boston 10, Mass. 


Processing, 


50¢ per copy. 


Workmen's Compensation Law 
Pamphlet 


This a 
Virginia 


new edition of the 
workmen's compensation 
pamphlet incorporating —im- 
portant changes in the law of that 
state. It contains not only a digest 
and complete text of the workmen’s 
compensation law, but also pertinent 
supplementary laws, including all 
amendments enacted by the 1958 
legislative session. 


law 


$7.50 per copy; available from 
the Editor, Law Publications, Asso- 
ciation of Casualty and Surety Com- 
panies, 60 John Street, New York 
38, N.Y. 


Handbook of Accident Prevention 


This handbook on occupational 
safety has been written for small 
businesses lacking full time safety 
specialists. Its style also makes it 
effective for use by key employees 
in small organizations. Included is 
such new material as a description 
of radioactive hazards and ways to 
protect against them. 


93 pps.; quantity prices available 
from the National Safety Council, 
425 North Michigan Ave., Chicago 
11, Jil. 


Get 


ORGANIZE YOUR REFERENCE COPIES OF COURANT 


COURANT BINDERS 


. . . Get the full value out of your back issues, your file of reprint material, 
and fact packed articles. Organize your facts and keep old copies of 
COURANT in sturdy simulated leather binders. One binder in dark blue 
imprinted in bronze will keep twelve issues neatly organized for quick reference! 


Price: Only $2.00 
ALFRED M. BEST COMPANY, INC., 75 FULTON STREET, NEW YORK 38, N. Y. 


ORDER NOW FROM: 
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THe 
NERO M NEARY 


THIS POEM PAYS OFF PREMIUMS 


by helping Producers cure COVERAGE ANEMIA* 


“The burnin’ of Nero McNeary” may selling aids included in The American 

start clients chuckling, but it will leave Insurance Group’s new “Coverage- 

them wondering: “Just how out-of-date to-Value” Promotion Kit. This kit con- 

is my property insurance?” Used as a tains the material a Producer needs to 

mailing piece or delivered in person, detect and cure Coverage Anemia. 

this booklet helps make it easy to sell To find out what this new promotion 

adequate coverage. package can do for you, contact your 

Nero’s sad tale is just one of the many American Insurance Group branch office. 
*Underinsurance resulting from 
f increased property values. 


NEWARK, NEW JERSEY 
THE AMERICAN INSURANCE COMPANY + AMERICAN AUTOMOBILE INSURANCE COMPANY + ASSOCIATED INDEMNITY CORPORATION 
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stock underwriting 


lines 


NDER MULTIPLE LINE underwriting more and more 
compames are writing additional classes of business 


and It is not unusual to | 


ave individual carriers report 


underwriting experience on as many as twenty-five 
separate lines. Votal premiums advanced by better than 


8% 


in 1957 to $8,040 million in the stock company tield 
with every line but inland marine showing an increase 
\lthough virtually all classes of business were in rising 
loss eyeles in 1956 and 1957 it is still very helpful to 
look behind the aggregate figures to ascertain the extent 
of profit or loss and the underlying trends in the various 


individual lines, 


leven these averages submerge the wide 
differences that exist among individual companies but 
they at least point up the general conditions faced by 
carriers in the various fields 

By its very nature the fire and casualty business 1s 
one of cyclical movement in which a profitable period 
for any class of business becomes the base for a reduc 
tion in rates while an unprofitable period brings about 
higher rates. Normally, 


experience on the various lines do not 


the swings in underwriting 
coincide, with 
the result that, particularly under multiple line under 
writing, unusually good experience on some lines offsets 
unfavorable experience on other lines 

Unfortunately, 


there 1s normal about the 


current period as virtually all major classes of business 


nothing 


have reported rising loss cveles at about the same time 
\lthough 


evident in 1955, 


the trend toward highet 


losses first 


industry felt their full impact. Stock carriers which re 


1 
became 


it was not until 1956 and 1957 that the 


* Combined Loss and Expense Ratios 


1953 1954 1955 1956 1957 
sn M 4.2 2.4 
ind M 4 
A and Hea 8 88 88 0.4 90.8 
Sr pA 94.8 75 19 
Workmer 97 8 96 
M B Liat 9 94.3 82 
Mis | - 3 eke 3.9 96.7 
Auto. B Lia 7 76.8 102 109 ay 
Auto. F L 73.2 88.2 92.4 )( 5 
Aut 85.4 76.8 00.2 
Auto. Fire, T 8 70.2 73.6 4.5 06.4 
Fidelit 3 88.8 88.5 72 93.7 
Suret 82 83 4 71.7 
Glas ; 4 949 ? 99 
B ary & T RY 4 ? 73.9 949 
Boiler & Ma 4.3 80 ? 20) 2 
redit - 3 
Livestock 86.3 87.2 84.2 83 
Totals 93.1 93.6 94.9 100.5 102.9 
Prem. Writ. (Millions) 7,000 7,144 7,662 7,991 8,640 
* Losses and adjustment expenses incurred to earned pre 


mium expense r rrea ft written premuim 
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ported a statutory underwriting protit ot 
i 1954 1055. 
deficit in 1956 and a loss of $358,545,000 in 1957 
Major source of trouble lies in the 
of the 
derwritten and was responsible for 


In 1954 


S387 184,000 


watched it shrink in turn into a small 


field 


total business un 


automobile 
which accounts for about 
ust over S300 
million of the underwriting loss the automobile 
lines produced a protit of nearly $300 million. Automo 
bile bodily injury lability went into the red in 1955 


and has since deteriorated alarmingly loss ot 


with a 
more than $225 million in 1957. Auto property damage 
hability and auto fire and theft went into the red in 
1956 and showed further deterioration in 
did not hit the red 


though substantial rate increases have already been ap 


while 


auto collision until leven 


proved in most states and additional rate increases are 


being sought, it will take some time to get the liability 
portion of this important line back into the black. Over 
all auto premiums were up nearly 10% in 1957 and are 


expected to continue to rise, 
While rates 


which 


are the tundamentals 


there 
factors which often assume importance, 


and losses upon 


insurance additional 


operates, are many 


Some ot these 


are evident in the recent experience on fire lines. “Trends 


only become 
fully aware of them after they have assumed significant 


ake some time to develop and often we 
The combined loss and expense ratio on 
straight fire business was a phenomenally low 84.2% in 
1949 and 1950. 


reductions but stepped up competition which manifested 


This not only set the stage for rate 


itself in several ways including looser underwriting, 
broader contracts, acceptance of term business on an 
installment basis, higher commissions, discounted rates, 
etc. The impact of these deteriorating influences were 
not at once apparent and as late as 1954 the combined 
loss and expense ratio stood at a very satisfactory 
91.5%. It rose nearly three points in 1955 and really 
gathered momentum by jumping more than six points in 
1956 to reach 100.7. It rose fractionally to 101.0% 
in 1957. Lower rates, inadequate insurance to value and 
rising losses pushed the loss ratio, including loss ad 
justment expenses, from 47.0% in 1951 to 
1957, but during the same period commissions in 
to 27.0% and other underwriting 
expenses rose from 16.7% to 18.8%. 


55.2% in 


creased from 25.4% 
During this period 
yearly premium volume on straight tire business re 
mained at approximately $1,300,000,000 for the stock 
carriers. 

Some of the lack of growth in straight fire is due to 
diversion of business to multiple or package policies. 
In 1957 some 410 companies reported $195 million 
premiums written under the new multiple peril category 
on homes and 264 companies reported $26 million com 
mercial multiple peril. Underwriting experience on 
these two new categories was disappointing, with a 
combined loss and expense ratio of 99.7¢¢ on home and 
123.8% on commercial risks. 
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Extended coverage premiums were up nearly 2% to 
top $511 million but the line was still nearly 5 points 
in the red in 1957. Introduction of higher rates and the 
use of mandatory deductibles in many territories has 
helped bring the combined loss and expense ratio more 
nearly under control but more insurance to value is 
still needed. Vagaries of weather are unpredictable and 
the line is recognized as the most hazardous under- 
written, with wide swings in experience to be expected. 
The last several years have been unusually unkind, with 
only 1952 out of the red. The statutory loss for the last 
five years stands at about $385 million for the stock 
carriers, 

Ocean marine volume was up better than 11% 
in each of the last two years but underwriting was 
unprofitable in both years with 1957 nearly a point 
worse than 1956, Inland marine volume has fluctuated 
within a narrow range in the last two or three years due 
to the diversion of premiums to home owners policies 
and other package forms. Experience deteriorated in 
each of the last four years to boost the combined loss 
and expense ratio from 90.8% in 1953 to 107.0% in 
1957. 

All casualty lines except automobile bodily injury 
and property damage liability were profitable in 1957 
but all but two showed rising loss ratios and two showed 
a profit margin of only one point. Profits on accident 
and health (except group), workmen’s compensation 
and fidelity and surety (lines often written by specialty 


Net Premiums Written 


Totals $7,991,071 $8,640,093 


To 


Increase 


operating figures of many specialty companies. 
orthodox multiple line carriers generally 
higher losses than the industry averages. 

Full supporting tables of experience by line 


Thus the 


reporte 


by con 


carriers) improved the industry averages as did the 


pany will appear in Best's <lggregates and Averages. 


STOCK UNDERWRITING BY LINES 
Class t t 


° Premiums Losses Adj. Comm. 
Business Earned Ined. Exp. Incd. 
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Totals $8,325,467 


| 


—$358,545 
* Last 000 omitted. {To premiums earned. + To include Federal income taxes. 
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(Last 000 omitted) 
1956 1957 
: traight Fire $1,332,478 $1,335,718 0.2 
; Extended Coverage 502,222 511,192 1.8 
Allied Fire Lines 84,742 76,864 14.3 A 
Home WMoltiste Pari 149,165 195,136 30.8 
Comm. Multiple Per 16,204 26,192 61.6 j 
7 | 
: ean Marine 173,190 193,190 11.5 
nland Marine 309,218 305,953 3 
Accident & Healt! 584,702 677,940 15.9 i 
Work. Compensat 125,906 788,905 8.7 
: Misc. B. |. Liab. 431,971 467,558 B.2 
i Auto. B. I. Liab 1,289,305 1,461,067 13.3 ; 
: Auto. P. D. Liab. 614,839 647,166 5.3 : 
- Auto. Physical Damage 1,209,793 1,302,172 7.6 
2 M P. D. Liab. 103,100 112,495 9.1 = 
Fidelity 72,000 91,317 26.8 
Surety 158,416 168,068 6.1 
Sle 34,28 | 40,533 18.2 
: Burglary & Theft 99,562 106,114 6.6 | : 
5 Boiler & Machinery 48,344 51,527 6.6 
All other 51,634 60,986 18.1 
iH 
i 
{| 
i 
t *Stat. 
: Acq. Taxes P.orL. Cent 
: Fire 512 $1,327,010 51.6 3.6 27.0 6.6 = 3.4 $18,609 1.4 ig 
Extended Cov 484,377 50.1 8.1 28. 6.9 3.1 36,51 -7.5 
: Allied Fire Line 442 97,626 60. 4.2 21.3 5.2 2.9 528 0.5 : 
Home Multiple Per 410 131,130 51.7 6.1 26.8 6.3 2.8 26.484 20.2 i] 
: Comm. Multiple Per 264 18,352 80.4 5.8 16.5 8.3 3.3 1.299 -39.8 im 
: Ocean Marine 236 188,340 68.8 5.7 7.3 3.7 15 ~7,411 3.9 i 
nland Marine 446 307,904 57.9 6.6 23.1 8.0 3.2 ~20,721 6.7 
im 
Acc & Hea Th 2 2 
Non-can. A. & H 27 3 
a Hos. & Medica 09 6 ee 
4 Group A. & H 4 ) 
Work C mt 328 7 5 
Misc. B. I. Liat 482 441,990 2.7 ~1,777 -0.4 
Auto. B. |. Liab. 466 1,389,901 2.9 ~226,429 
bi Auto. P. D. Liak 469 634,288 2.8 -36,954 —5.8 } 
f Auto. Collisior 563 887,552 2.6 4.645 -0.5 
Auto. Fire, Theft 574 383,353 —33,003 -8.6 
Misc. P. D. Liat 108,336 2.8 1,882 
= 
: Fidelity 24 77,744 41.2 9.4 19.4 | 
Surety 161,043 30.9 6.2 29. 
Glas 409 33,956 46.7 5.6 27.6 
: Burg. & Theft 424 99,239 43.3 6.5 26.6 | 
Boiler & Mci 24 48,074 30.¢ 2.3 17.6 i 
Credit 24 8,503 18.9 11.4 24.4 
Livestock 4 |,687 47.7 17.7 
Reins. Unsegregated 24 44,036 62.6 2.1 31.7 1.4 0.6 1.2 
; Misc. Unsegregated . 55 mao 35.9 2.3 25.1 20.9 4.7 219 6.2 a 
( 
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... Ag-Empire’s” new work-speeding 
Easy-Write Policies 


It’s the simplest, easiest-typing policy ever to enter the life of a busy gal (or 
agent). Policy, certificate and daily reports fastened “snap-out” style at bottom 
permits making corrections in the typewriter without sacrificing the time- 
saving “‘snap-out™ feature. Unique short back reduces mailing weight. There’s 
nothing quite like it for getting work out on time. 


And there’s nothing quite like the other extra helps you get from ““Ag-Em- 
pire’ :— broad coverages, expert fieldman help, efficient claims handling, full 
promotion helps — everything you need for successful, profitable selling! 

Yes, Mr. Agent .. . after you have filled out and mailed the coupon, the “Ag- 


Empire” man will bring you a sample policy and the complete ““Ag-Empire” 
story. No obligation. 


Agricultarel Stak 


The Agricultural Insurance Co., Dept. B-858, Watertown, N.Y. 


As a Quality Agent, I am interested in teaming-up with a Quality 
Company. You may contact me. 


Name 


~ « ast, 
Wie, 
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Direct 


Auto 


Underwriters 


S. ALEXANDER BELL 
Managing Partner, Insurance Dept. 
Peat, Marwick, Mitchell & Co. 
Certified Public Accountants 


EXPLAIN the phenomenal 
| piers and development of the 
independent direct automobile in- 
surance writers and their ability to 


write business and prosper at a so- 


called “deviation” from manual rates 
we have made comprehensive studies 


the underwriting experience of the 
four principal independent direct au- 
tomobile writers (Allstate Insurance 
Company, Insurance Ex- 
Mutual Insur- 
ance Company, State Farm Mutual 


\utomobile 


Farmers 


change, Nationwide 


Insurance 


Company ) 
for the five years ended December 
31, 1957 as shown in their annual 


statements 


Net Rate 


These COMIpalles W rite automobile 


msurance at a net rate except in 
those states where statutory provis- 
ions require them to write at a gross 
rate. the latter states they pay 


policyholders’ dividends to bring the 


In 
rates into line with their general rate 
level. Therefore, in the following 
analysis of the underwriting exhibits 
of these companies, we have shown 
the 


net after policvholders’ dividends, 


premiums written and earned 


18 


In response to our request, each of 
these four companies furnished us 
with their average “deviation” from 
Qn the basis of these 
the 
amount of written and earned pre 
miums which would 
charged by these companies had they 
written their at 
rates; we then applied against such 
adjusted their actual 
incurred. In 
this manner we have restated their 


manual rates, 


“deviations” we recalculated 


have been 


business manual 


prenuums 
and 


losses 


expenses 


in 
such a manner as to be capable of 


exhibit 


combined underwriting 


comparison with the breakdown of 
the premium dollar on which manual 
rates are based, 


\ summary of these calculations 


which shows a comparison of the 
actual results of the combined un- 
derwriting operations of these four 
companies for the years 1953 


through 1957 and a pro-forma com 
parison of the combined results ad 
justed to manual rates follows: 


Combined Actual U1 A ig Operations 
Yea nded Dece 

6 1954 
tNet premiums written SR48 646,098 $750 ? $676,70%,7 $509,616.99 16.343 
tPremiums earned 7\¢ 6,084 648 5,84 83,29 | 10,472,183 

Breakdow 1 
+Losses it red .. Ree 
+Loss expenses incurred 15.7 14 3.43 

Expenses imcurred 5 5.04 
Potal os 100,09 4 89.49 68 
t Including policy and membership fees, les le to holde Rati to premtiun 
earned Ratios to premiums writter 
Pro-forma Combined Underwritir eration Adjusted to Manual Rate 
Year ended Decembes 
sh 1 53 
Premiums writtet $1.060,8 ¢ S845. 885.880 62,021,238 $62,929,439 
Premiums earned 1,018,972,243 810,644,806 116,02 6 ) 

Dreakdow1 f Premium Dollar 
tLosses incurred 47.10 48.7 4$3.29° 10.48 43 
t+Loss expenses incurred 12.56 11.38 10.80 1 

Expenses incurred 0.40 0.7 ¢ 21.24 20.30 0.04 
Potal 80.96 1.1 1 
ied paq 38 
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to make MORE MONEY writing truck and bus insurance... 


Hundreds of agents are now earning high EXTRA income with just the com- 
missions on the automatic renewals. 

Truck and bus operators know of Markel; know of the “save-through-safety” 
program and are just waiting for an alert agent to present the material. 

If you can dial a phone or ring a doorbell you can write Markel insurance. 
Markel handles all the details, all the follow-through. 

Be a self-starter. Mail the coupon today. See how easy it is to make 
extra money the easy one-call Markel way. 


Vv! AR KEL SERVICE, INC. 


Look for this - “ELIMINATES THE CAUSE TO ELIMINATE THE ACCIDENT” 
symbol of safety HOME OFFICE: Richmond, Virginia. Exclusive representatives for 

on America’s the AMERICAN FIDELITY & CASUALTY COMPANY, INC., the largest 
trucks and buses [=> alm stock company in the worid specializing in motor carriage coverag> 


MARKEL SERVICE, INC. 
RICHMOND, VA., DEPT. BN-858 


GENTLEMEN: YES. | AM INTERESTED IN SELLING 
TRUCK AND BUS COVERAGE THE EASY MARKEL 
WAY. WITHOUT OBLIGATION, SEND ME AT ONCE 
ALL THE DETAILS ON MARKEL SERVICE AND THE 
12-POINT PLAN TO PROFITS 


(PLEASE PRINT) 


STATE 


2 YOU DON'T HAV. E AN EXPERT | 
| 
| 


WILLIAM PEET, CPCU 
Manager Survey Department 
and Director of Research 
Minnesota Offices 
Marsh & McLennan, Incorporated 


UST BECAUSE MANY \GENTS are 


true professionals, it does not 


necessarily follow that all agents 
are; just because a person has dem- 
ability to 


and get some people 


onstrated his pass some 
examinations 
to certify to his character, that is no 
guarantee that he will conduct him 


self in a professional manner, 


Not Enough 
Why Well, 


the reason is that 


stated, 


while knowledge, 


not simply 


skill or whatever you wish to call it 
is certainly an element of the 


] 


fessional, by itselt 


pro- 
it isn't enough, 


There must be in addition, as | see 


More strict 


it, two 


adherence to oa high ethical code, 


and the willingness to pursue and 


state when needed, objective facts 


regardless of immediate self-interest. 
The Code ? The CPCI 


certainly a statement of high prin- 


pledge iS 


ciples, but | wasn’t thinking so much 
of that, though, as | was the Code 
of Ethics of the National 
of Insurance 


\ssociation 
Agents; there is no 
nobler set of ethical standards in any 
profession 


20 


Well, how 


years 


The objective facts ? 
this 
an agency was in competition with 


about one ? Some avo, 


another agency and with a large 
direct-writing mutual for a profitable 
line of business. The bids were very 
close, the insured couldn't 
that the 


played what they 


decide, 
second 
thought 
was their trump card. The insured 


and about time 


agency 


was in a business which exposed 
him to severe competition from pro 
ducer cooperatives, so the second 
the 


agency asked 


Two additional basic qualities 


insured if he 
wanted to sell out to the cO-Ops, if 


in short he wanted to encourage al 
un-American way of life and award 
his business to a 


company which 


didn’t pay its share of taxes. 


Insured Was Upset 


The insured was understandably 
upset, and transmitted doubts 
both to the first agency and to the 
direct-writer. The latter proceeded 
to fight back, showing how there is 
nothing in our Constitution which 
detines what is either an American 


his 


or un-American way of doing busi- 
ness and showing further that if 
tradition means anything a mutual 
company was our first insurer; and 
that mutual companies do pay taxes 
and so on, 

The first agency, on the other 
hand, sent the insured a brief and 
dispassionate written analysis of the 
federal income tax law as it affects 
corporate insurers, showing the in 
sured how under one set of circum- 
stances it might work to the advan- 
tage of a stock, under another of a 
dividend-paying mutual, insurance 
corporation. The first agency closed 
by saying that in its opinion the in- 
sured had little if any stake in such 
matters: that on the other hand, 
they hoped he would rather decide 
on the basis of the service he could 
expect. They then outlined the ana- 
lytic, engineering and claims service 
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that 
service was available in the insured’s 


could deliver, and how 


they 


sole interest as opposed to the offer 
ings of any insurance company. 
| would like to say that the first 


agency got the business then and 
there, but they didn’t—then. The 


direct writer did. A few years later, 
however, the first agency was called 
in by the insured and awarded all 
his business without further solici 
tation. The insured said that they 
had so impressed him with their fair 
statement of the facts on the former 
occasion, that when the price argu 
ment of the direct writer proved 
only a mask for skimpy service, he 
needed no further excuse to switch 
his account. 

No, the only way we can demon 
strate our right to be called “profes 
sional” is to prove it to the public. 
It is my sincere conviction that the 
days of any independent local agent 
who isn’t willing to prove it—or is 
incapable of proving it—are num- 
bered. In other words, the continued 
existence of any agent, and by ex 
tension, of the American Agency 
System, will upon that 
agent’s ability to demonstrate by 


depend 


deeds, not words, that he possesses 
the three qualities of skill, ethics, 
and objectivity, that entitle him to 
professional status. Risk analysis ts 
one way in which we can do this. 
Note that I call it risk analysis—not 


For August, 1958 


ompctence 


policy analysis—not surveys—risk 
analysis. 

Risk analvsis has been called an 
entire philosophy of insurance sery 


ice. Now 


in the insurance vocabulary 


if there is any one word 
that is 
overworked above all others, it is the 
We give 


word “service.” “Service” 


when we collect premiums, we give 
“service” just because we're a local 
agent. Nonsense. Some of us do 
give service, sure. But those who 


give service don’t have to be talking 


about it all the time: they demon 
strate it bv actions. Like the word 
“professional,” the word “service” 


thing. 
Not the pipe dream of some over 


connotes a positive, living 
zealous director of agency relations. 

Let us see how risk analysis may 
he used as one indication of the fact 
that professional competence does 
that it holds 
a place no less important than med- 


exist in our business; 


ical diagnosis and thus is service in 
action, 

What is risk analysis? Obviously, 
it is our purpose to discuss only 
insurable risks here. Insurable risks 
mean simply the chance of financial 


divorced from an 


chance of 


loss attendant 
gain. Which 
brings us to the kinds of insurable 
\s an individual. As 
\s a corporation. 


financial 


risk we face. 
a firm. 

There are only four basic insur 
able risks, and they are absolute. 


1 


he variables are the degree to whicl 
risking entities are exposed to these 
risks. To illustrate municipal 
corporation and a business corpora 
tion would have the same degree ot 


exposure to the risk of lability were 
| 


It not for the law. which decrees 


that as a general proposition munici 
pal corporations are subject to lia 
bility only when operating in thet 


proprietary as Oppose d to thei FOV 
ernmental capacity 


Four Basic Risks 


The four basic risks are 
1. The risk of lability for damag 


2. The risk of loss, damag 


struction of property 
3. The risk of loss of earnings, or in 
creased expenses 

4. The risk of impairment of public 
or employee relations 

the occurrence of an in 
Note that 
| am now talking about hazards and 
perils, not risks. The 


caused by 
surable hazard, or peril 


hazards, or 
perils are the component parts which 
go to make up the sum of these parts, 
or the risk. lor example, the risk 
of liability can arise from many haz 
Existence lf 
build a building by mistake on the 


ards, or perils: you 


land of another, the very existence 
of that building exposes you to a 


1 on the 
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possible claim by the landowner for 
damages. 

Operation of a home, a_ business, 
and automobile, a boat or an air- 
plane. 

Use of products, or completed op- 
erations. 

Exploitation of nuclear energy (this 
is the newest—what next?) 

Bodily injury to persons, and per- 
sonal injury arising from activities 
causing no bodily injury but recov- 
erable in damages like false arrest, 
libel, malicious prosecution, discrim- 
ination and loss of consortium. 
Assumption of liability of others, 
not only the kind covered by stand- 
ard policies, but the kind arising 
from purchase and service orders. 
The more hazards giving rise to 
liability as one possible result, the 
greater the risk of liability. 


Want Complete Coverage 


Our clients and prospects are in- 
terested in getting as complete 
protection as possible against their 
insurable risks, not in the reasons 
why some insurance company says 
in the qualifying adjectives, the con- 
ditions and the exclusions of one of 
its policies that some of the hazards 
making up the risk cannot be com- 
pletely covered. It is our job to tell 
our insureds how they can cover 
these risks as completely as possible 
through use of the insurance mecha- 
nism. Only after we have told an 
insured or prospect about the varied 
hazards which in his case go to make 
up the four basic risks, can he de- 
cide intellingently which of those 
hazards expose him to sufficiently 
serious losses to warrant insuring. 
The decision is his, but the responsi- 
bility for assembling and presenting 
the facts is ours. 

How do we assemble and present 
the facts? Well, we have already 
shown that the first—the vital—step 
is to determine all possible hazards 
to which the risking entity is ex- 
posed. This can be done by resort 
to a questionnaire. The analyst has 
many prepared forms of question- 
naire he can use, or he may devise 
his own. The important thing for 
him to determine is that the ques- 
tionnaire he employs gets all per- 


tinent information from the risking 
entity. 

Second, if the risking entity—a 
contemplated new business, for ex- 
ample—is not yet in existence, we 
should furnish a proposal, showing 
exactly how in our opinion they 
should spend their insurance dollars. 


If in Existence 


If on the other hand, the risking 
entity 1s already in existence, as is 
usually the case, most analysts feel 
that we should take an important 
intermediate step before presenting 
the proposal, or report: we should 
analyze all existing policies, leases, 
purchase order forms, service con- 
tracts and other pertinent documents 
in relation to the hazards as we know 
them. Note I said that most analysts 
are of this opinion, for some are not: 
they feel that in making an analysis 
for a prospect rather than a client, 
it is much more effective, and less 
confusing, if they obtain not only 
hazard data, but also extremely de- 
tailed rating and operational data, 
to the end that they will present a 
complete insurance proposal without 
ever having audited a single policy! 
One of the largest accounts ever ob- 
tained was by this method, so don't 
sell it short. 

The fourth step (or third, if we 
eliminate the comparison with exist- 
ing coverage carried by a prospect) 
is the preparation and presentation 
of a written report. This report may 
be very complete, along with policy 
record cards, and here we often hear 
what I consider to be a correct use 
The report 
may be brief, covering key points 
only. It may or may not take the 
form of, or be accompanied by, a 
proposal of insurance where the risk- 
ing entity is a prospect rather than 
a client, 

This matter of proposals of insur- 
ance brings us to another important 
point. Should the analysis and re- 
port deal with premium cost, or not ? 
There are two schools of thought 
about this. The one holds that it 
destroys the professional nature of 
a risk analysis and report to bring 
in cost. Its adherents point out that 
doctors in rendering medical reports 
based upon their diagnoses would 
not dream of injecting any discus- 
sion of cost of treatment or surgery. 


of the word “survey.” 


Best’s Fire and Casualty News 


1] 

| | 
| | 4 

: 

| 


Nor should we write off this atti- 
tude as merely ivory-tower stuff: 
after all, what intelligent buyers of 


insurance will realize, if it is properly 
presented to them, is that it is of | 


primary importance to them to ob- 
tain the best in diagnosis and treat- 
ment of their insurance problems. 
Once having done so, the true cost of 
their coverage will be the 
cause of the peculiarity of the insur- 
ance mechanism itself: all 
does in buying insurance is to trans- 


fer risk of loss, which is uncertain, | 
into a pooled fund (the insurance | 


carrier) in return for 


the protection engineering deficient, | 


the claims not paid or the insurer 
goes bankrupt, his real cost may 
skyrocket—he didn’t really transfer 
his risk because the premium didn't 
cover it! 

The other school believes that it 
is pointless for an agent or broker 
in making a risk analysis to avoid | 
premium cost. Its adherents point | 
out that a basic difference between 
insurance and medical, or legal, serv- 
ices is that insurance has to be sold; 
that the only justification for a risk 
analysis and report is that it is an 
If that 
is so, they argue, better that the | 
whole ball of wax be rolled up at 
once 

What ought to be done 
What they can do 
How much it will cost 


aid to the sale of insurance. 


Depends on Individual 


Agents and brokers are not fee 
consultants, yet they do have to sell 
insurance. In spite of that, | haven't 
been in this business long enough 
to have come to the conclusion that 
either approach is in all cases the 
right one. That depends upon the 
individual. I am somewhat inclined 
to the view that properly used, the 
no-premium method accomplishes 
what those who believe we should 
be a true profession most earnestly 
desire: the ability to create the kind 
of confidence clients need in us for 
them to be impervious to price sell- 
ing by others. 

The next question an analyst has 
to answer is whether he is going to 
incorporate protection engineering 
(Continued on the 


next page} 


lowest | 
over the long pull. This is true be- | 


any one | 


a fixed loss | 
(the net premium) which he hopes | 
will remain constant. He only hopes, | 
because if the coverage is inadequate, | 
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as | prefer to call fire and safety 
engineering 
port. 
two-fold purpose : 


in his analysis and re- 
Protection engineering has a 


To prevent losses 

To reduce insurance costs 
Actually, some may feel that the 

two the pre- 

vented are reflected by directly re- 


are same, for losses 


duced costs to insureds buying on a 
retrospective rating basis; by in- 


directly -reduced insured 


costs to 


What 
your 
clients 
don't 


know 
can 


hurt 
you 


Suppose a client of yours had a 
fire today. If his insurance proved inade- 
quate, could you expect much future busi- 
ness from him? 

Suppose another client is carrying more 
insurance than he actually needs. Some 
other agent could show him how to save on 
premiums, which certainly wouldn’t help 
your cause. 

When your client doesn’t have proper 
coverage, you stand to lose some business. 

What's the 
pared specifically for insurance purposes. 


When The American 


Appraisal Company, your clients will gain 


answer? An appraisal pre- 


you recommend 


the benefit of our 63-year leadership in the 
field. Appraisals are thorough and detailed, 
based on facts that will stand investigation. 


American Appraisal reports for your 


clients are good protection for you. 


LEADER IN PROPERTY VALUATION 


The 
AMERICAN 
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Company’ 
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buying on experience or flat 
rating basis. Yet the two are differ- 
ent: it is our first duty to prevent 
losses. Lf that can be done effectively 
enough for an entire hazard class, 
insurance may not be needed at all. 

Certainly the cost-theory people 
can ill afford to omit protection en 
gineering, for it does directly affect 
true insurance costs. Even the no- 
cost school, while they may only 
refer to it or make it the subject of 
a separate report, must recognize 
the importance of engineering at 
some time or other: for aside from 
loss prevention, they too are under 
obligation to their clients to deliver 
lowest true cost; and you can't do 
that if your engineers don’t know 
what they’re doing. 

Before we leave our consideration 
of what risk analysis is, let us return 
for a moment to what | conceive to 
be the four main risk subdivisions : 
Liability 
Property 
Karnings and expenses 
employee and public relations 


Sound Reasoning 


The reasons | believe these sub 
lor 
| defy you to name one 
kind of insurance 
written to cover it, that doesn’t fall 
Note that | 


didn't qualify the word “insurance” 


divisions to be sound are many. 
one thing, 
hazard, or one 


into one of the four. 


by adding the words “property and 
casualty.” | do not believe it pos 
sible for you to analyze the insurable 
risks faced by your neighbor, your 
grocer or your town’s chief indus 
trial corporation, and by logical pro 
gression to tell him how he should 
spend his premium dollars, if vou 
analyze only part of his risks and 
talk about only part of his premium 
dollars. 

To put it another way, insurance 
is insurance, and any insurance car- 
rier or broker who hopes much 
longer to specialize in life, in acci- 
dent and sickness or in property and 
casualty—let alone in fire, in marine 
or in “casualty” (whatever the word 
“casualty”? means ) 
the dark. 


is whistling in 
If you don’t believe this, 
observe the mergers of life and prop- 
erty and casualty companies that are 
occurring right now all around us. 
It is of equal significance that the 
most powerful 


two multiple-line 


stock companies in the business have 
been operating upon that principle 
for vears. It is doubtless true that 
of the 
heen by property and casualty com 


much recent movement has 
panies to create or acquire life affilt 
ates. That movement has doubtless 
heen based in many instances upon 
the economic motive of acquisition 
of more profitable lines. Yet those 
involved in it who are most far-see 
ing must recognize the handwriting 
on the wall; they recognize the sim 
ple truth that insurable risks cut 
across all so-called “lines.” 


Simplicity 

This leads me to the second reason 
why the “risk” approach to analysis 
is sounder than either the “line” or 
“personal-business” approach — in 
vogue by text writers. The reason 1s 
simplicity : it is easier for an analyst 
to start by thinking of the hazards, 
or perils, that go to make up a risk 
than it is to try to start with line 
policies with their myriad exclu 
SIONS, and 
For example, if | 
know exactly the hazards of lability 
to which John Jones is exposed be 


exceptions, conditions 


qualifications. 


cause he owns a home, a power boat, 
a car and a business, | can much 
easier determine which policies—un 
endorsed or more often endorsed 
he needs to cover those hazards than 
| can working the other way around. 
A third advantage of the risk ap 
proach is derived because it focuses 
our attention on entire risks. This in 
turn causes us to cast a more critical 
eve upon policies which, taken by 
themselves, nught look 


Take, for instance, the hazard 


otherwise 
fine. 
of property loss due to criminal acts. 
The hazard is commonly subdivided 
by insurance companies into infidel 
itv, forgery, burglary, robbery and 
theft. A good illustration would be 
the X Jewelry Company. X had a 
serious exposure to loss of valuable 
property by criminal acts. To cover 
this peril, they had fidelity in Com 
pany A, $300,000 limit and a jewel 
er’s block policy 
$500,000 limit. 


in Company B, 
policies were 
well-written in excellent companies, 
Moreover, the combined premiums 
were so low as to be invulnerable to 
rate competition from comparable 
carriers, In fact Company ©, though 
willing to write both lines, quoted 
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a total premium 150 higher, or in 
this case $1,800 a year, and they 


were the closest competitor. Yet the 


even though he could have also used 
\ and B, and he got the business. 


agent recommended Company C, | 
| 
| 
| 
| 


lirst, he pointed out to that f \ 
B's: block policy excluded infidelity 
Next, he assured X\ that in the case g 5 + 
of a criminal loss of questionable 
origin, it Is a prerequisite to recovery 
that the insured prove the origin of | aaa ee 
the loss: infidelity, if claim is made | 
under the fidelity contract: theft and | 
not intidelity if it is made under the | 
OCck poles, 
approached us with your new pro- 
) per cent of a hypothetical (but | 


very possible) loss was a small pre gramme? We are quite sure that both 
to msure coverage: tor Com 
pany ©, covering both infidelity and 


you and he would appreciate our 
theft, would have to pay any inven 


tory loss resulting from a criminal | service now and in the years to come, 

What hazards, or perils, combine especially if you are looking tor a 

to make up our four risk subdivi 

ong-term association. 

sions?) We have already indicated | 5 


some of those giving rise to liability 


\s for property, we must discuss 


not only fixed property, but all | 
a property, including money. We must WE OFFER THE SERVICES OF A GROUP OF 
discuss) value, for insurance on 
property is important direct AMERICAN COMPANIES OF HIGHEST CHARACTER 
proportion to the extent that it cov 
ers major values. We must detine | WITH CAPITAL AND SURPLUS 
: what is meant bv such terms as 
“coinsurance,” “all risk,” “aetual IN EXCESS OF $250,000,000 
cash value,” “replacement cost” and | 
“extended coverage” before we ever 
s use any of these terms in content. | 
We must forget about “fire,” “ima 
rine” and “casualty” insurance, and 
; group together all insurable hazards 


which can conceivably cause loss, 


damage or destruction to property. 


ue We must talk about property that 
| needs insurance protection regard 
; less of whether such property is in | 


cluded or excluded under standard 


policy forms for example, architect's | C 
mis fees and underground wiring under | New England Reinsurance orporation 
a coinsurance building form—they 
can both constitute quite an item, 60 BATTERYMARCH STREET 
you know. And are we going to BOSTON 10, 


overlook flood, collapse, water dam MASSACHUSETTS 
age and earthquake just because 

some underwriters say they are un- 
Ay insurable? Better not, if they are 
hazards which apply to the risk be- 
ing analyzed. 
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How about loss of earnings and 
Well, sure, we 
immediately think of business inter- 
ruption from fire and like perils, 
maybe even of extra expense. But are 


increased expenses ? 


Boiler business interruption, or out- 
age 

Death or disability of key personnel 
of a corporation 

Loss of rents, or of an advantageous 
long-term lease 

Death or disability of the head of a 
family 

Staggering medical expenses to a 
family 

to mention a few others, any less 
important sources of lost earnings 
or increased expenses ? 

Then let's take a look at the risk 
of impaired employee and public re- 
lations. Maybe you think that be- 
cause the happening of an insurable 
peril here—disability or superannua- 
tion of good old Joe, clerk third class 

doesn't directly affect the corpo- 
rate pocketbook, it isn’t important 
to Joe's employer. Well, if you don't 
think it’s important, ask Joe’s em- 
ployer sometime where he spends the 
greatest chunk of his company’s in- 
surance dollar. On liability, property, 
business interruption ? Not by a darn 
sight, if the employer is a good-sized 
corporation: it’s on group and pen- 
sion benefits for a few hundred, or 
thousand, good old Joes. Why? Be- 
cause the employer is in competition 


with countless other employers for 
the 


the best labor market has to 


offer: the more attractive the fringe 
benefits, the better his labor force, 
is the theory. 

As for public relations, medical 
payment is a coverage which should 
never be overlooked by any business 
which invites members of the public 
to its premises. Or how about ma- 
rine insurance on outgoing freight 
shipped F.O.B. the insured’s fac- 
tory? In_ both an injured 
member of the public who couldn't 
collect under lability, or a customer 
who technically owns the goods but 
never gets them—insured corpora- 
tions could lose many times more in 
lost goodwill than they could ever 
hope to save by successfully defend- 
ing an action for damages. 

Two facts should become apparent 
by now concerning the “risk” ap- 
proach to insurance hazard analysis. 

One is that as | said previously, 
hazards covered by all so-called 
“lines” of insurance—property, life, 
liability, accident and sickness, ma- 
rine—must be analyzed if the risk 
analysis is to be comprehensive. 

The other is that in order to use 
this approach, we must of necessity 


cases 


do violence to many kinds of insur- 
ance policy. 
serve to illustrate : 

An automobile policy may cover : 
1. Liability 

2. Property 

3. Lost earnings and increased ex- 


A few examples. will 


penses (family protection and medi- 
cal payments ) 
4. Public 


ments ) 


relations (medical pay- 


A boiler policy may cover: 

1. Property (perhaps on a replace 
ment cost basis ) 

2. Liability 

> 

3. Lost earnings or 


increased ex- 


penses 
A homeowner's policy covers: 

1. Liability 

2. Property (and incidentally, on a 
modified replacement cost basis ) 

3. Increased expenses (additional 
living expense ) 

and so on. Many others. Yet who 
is more likely to leave out an im- 
portant point in making a risk anal- 
The who starts 
policies, or the man who determines 


ysis? man with 
that a given insured is exposed to 
the risk of lost earnings due to al- 
most any insurable peril ? 

So much for what risk analysis is, 
or should be. What agents should 
make risk analyses? To make them, 
an agent will have to possess the 
skill and knowledge required of a 
professional. If he doesn’t demon- 
strate in addition strict adherence to 
ethics, and unswerving devotion to 
objective truth, he will not earn the 
confidence of the public he serves. 

Contrariwise, the agent who rec- 
ognizes the inseparability of the three 
attributes of the true professional : 
skill, ethics, and objectivity, and 
proves it in the risk analyses he per- 
forms, will have truly given one in- 
dication of professional competence. 
There are others. Furthermore, risk 
analysis is a true philosophy of in- 
surance, 
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MODERN APPROACH to crea- 
tive thinking has already been 
applied very profitably in a wide 
variety of areas. It is not “best” for 
any one or two areas. It seems to 
work equally well wherever there 
are problems to be solved. 


Principles Have Been Used 

The principles of creative think- 
ing have already been used in our 
field—in developing products, in 
developing sales methods, in de- 
veloping recruiting and training pro- 
cedures. For example, we've come 
a long way from the assessment 
policy issued by the Presbyterian 
Ministers Fund back around 1759. 
Today we have ordinary life, term, 
endowment, life paid up, annuities, 
and many combinations of these. 

We've also come a long way from 
the time when insurance was sold 
only to take care of final expenses. 
Today we sell it to provide an in- 
come for the widow, to educate the 
children, to pay off the mortgage, to 
provide an income for retirement, 
to safeguard estates and businesses, 
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All along the line in the long 
history of our business, there were 
men who were dissatisfied with the 
status quo—and it was men of this 
type who developed the policy con- 
tracts that are sold today—who de- 
veloped the fundamental techniques 
that are used to sell them. 

So creative thinking as been used 
in our field. However—and this is 
the essential difference between crea- 
tive thinking in the past and creative 
thinking today—today we have a 
planned approach to creative think- 
ing, an approach that can be con- 
sciously followed with some degree 
of success by everyone. 

Creative thinking is thinking up 
a different way of doing something— 
a better way. But it doesn’t neces- 
sarily have to be better as long as 
it solves a problem. 


Chewing Gum Passport 


‘or example : At the end of World 
War I, a young doctor who had been 
director of the medical and surgical 
departments of the American Red 
Cross in France, ordered 
hurriedly into Italy. He had no time 
to secure a passport, so he took a 
wrapper from a package of Wrigley’s 
Spearmint, slapped all the postage 
stamps he could find on it, and pre- 


sented it at the border. The French 
authorities, impressed with the 
official look of the spears and stamps, 
waved him on. From then on it was 
easy. He went everywhere on his 
Wrigley chewing gum passport. 
Now that’s an example of crea- 
tive thinking as I have defined it. 
This doctor had a problem: he 
needed a passport yet had no time 
to get one. So he asked himself, 
“What can I use instead of a pass- 
port? What can [ make look like a 
passport?” He came up with an 
answer—and it worked. 


New Methods Developed 


Now, of course, I gave this ex- 
ample because I regard it as an 
amusing little story. But fortunately 
for the people who later became his 
patients, and fortunately for the field 
he chose to specialize in—psychiatry, 
this doctor continued to exercise the 
ability that this story shows he had. 

His name was Doctor Charles 
Burlingame. He developed new 
methods of treatment for people who 
are unable to stand the stresses and 
strains of our highly competitive 
society. He became the head of an 
institution for treating such people 
the Neuropsychiatric Institute of 

(Continued 


the next paae) 
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The Hartford Retreat, also called the 
Institute of Living. 
Creative thinking is 


what pro- 
duced the 


accordion-fold 
roadmap. For years we all had 
trouble with roadmaps We'd open 
them, 


Socony 


select a route, and then have 
quite a time trying to fold them back 
the way they were. Frequently we 
just gave up and jammed the map in 
the glove compartment 
in the back seat 


or threw it 


THE 


STANDARD 


INSURANCE 
COMPANY 


STANDARD INSURANCE 
BUILDING 


TULSA, OKLAHOMA 


An aggressive multiple line 
company operating under an 
American tradition the 


Agency System. 


“Bring Your Insurance 


up to Standard” 


Socony changed all that with an 
accordion-fold. There's nothing new 
about an accordion-fold. But this is 
the first time it was used for a road- 
map. Socony solved a problem for 
motorists by folding its maps in a 
different way. In this case, creative 
thinking produced a different way 
that was also a better way. 

But anyone who thinks that 
Socony, with the new fold, improved 
roadmaps as much as they could be 


inproved is wrong. How about 
sso’s “upside-down” map? This 
was designed for motorists who are 
driving south on a vacation. New 


York’s at the bottom and Miami's at 
the top. And all the place names and 
route numbers are printed so the 
driver can read them as he traces his 
route up the map. He doesn't have 
to change right to left or left to 
right. He simply points himself and 
the map at Miami and away he goes. 

To repeat, creative thinking is 
thinking up a different way of doing 
something—a better way of doing it. 
One more example—this one 
from our own field and concerned 
with prospecting, 

At Monarch, one of our pieces of 
sales promotion merchandise is a 
key-case. It has our seal on it and 
comes ina box. Here’s how one of 
our general agents teaches his men 


to use it for when 


prospecting, 
they're delivering a policy. 
He tells them to put it down right 
in front of the new policyholder—in 
the box, As they're going through 
the policy, explaining it, the policy- 
holder will look at the box every 
once in a while, wondering what's 
in it. He becomes curious about it. 
When they finish with the policy, 
they say, “Mr. Jones, everything 
in this policy is guaranteed.” Then 
they pick up the box and_ say, 
“Here's that’s 
This is a guaranteed 
key-case. Any key-case you buy will 
eventually wear out and you'll have 
to buy another one. But this key- 
case is guaranteed for life, for when 
this one wears out, just call me and 
I'll see that you get another one.” 
The agent 


something — else 
guaranteed. 


hands over the key- 
case but keeps the box, 

I'm told that the policyholder 
usually is amused and remarks on 
the fact it’s a nice key-case. 

Then the agent goes after pros- 
pects, and as he talks he breaks the 


corners of the box. He may say, 
“Mr. Jones, you'll recall that a 
friend of yours suggested [ call on 
you, If it hadn't been for him, you 
might never have found out about 
this type of policy. Now you have 
an opportunity to perform the same 
service for some friends of yours. 
If they like it, fine; if not, at least 
they'll know about it. Who should | 
call on first? Your dentist perhaps ? 
What dentist do you go to?” 

With the corners of the box 
broken, he flattens the lid and _ sits 
there holding his pen over it, wait 
ing to write the names right there 
on the inside of the lid. He doesn't 
bring out printed cards, or a sheet 
of paper, or a notebook, The thing 
he’s going to write the names on is 
tied right into the ont he’s just 
presented to the policyholder, I’m 
told it makes it a little bit harder for 
the policyholder to refuse to give 
him any names. 

A Better Way 

So here is a different way of using 
this key-case—much better than 
simply handing it over. \ different 
and better way to use this case—in 
solving the problem of getting re- 
ferred leads. 

It's been said that selling insur 
ance is not a problem, it’s a pro- 
cedure. What's new about creative 
thinking is that it too is now being 
approached as a_ procedure that 
everyone can follow in seeking a 
solution to a problem. A remarka- 
ble man named Alex Osborn devised 
this new procedure, 

Mr. Osborn is one of the found- 
ing partners of Batten, Barton, 
Durstine and Osborn, one of the 
largest advertising agencies in the 
world. He wondered why it was 
that some people were more creative 
than others. And he made up his 
mind to find out. 

He got in touch with hundreds of 
people who had thought up new 
products, or thought up new manu- 
facturing methods, or thought up 
new sales and advertising ideas, or 
thought up anything that was new 
and different and better. 

He asked them, “How did you 
happen to think of that?” “How did 
vou go about thinking of it 7” “What 
did you do first?” “What did you 
do next?” “How many other ideas 
did you think up on the same prob- 
lem?” 
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Then he analyzed these case 
histories to find out what they had | 
1H) COMMON and he discovered there | 
was a fundamental procedure prac 
tically all creative people followed. | 
\nd here it is. 

\. Collect problems 

Creative people carry some kind 
of note book. All of us indulge in 
wishful thinking—from “IT wish | 
could spend a couple of weeks in 
lorida every winter” to “I wish | 
could increase the size of my aver 
age sale.” Whatever these wishes 
are, write them down in your note 


hook. 


Write It Down 


Write down all the problems you 
think of that you'd like to do some 
thing about. And write them down 
when you think of them, 

\Whenever a sales interview 
doesn't proceed as you would have 
liked it to—-whenever you leave a 
prospect or policyholder without se 
curing any reference leads, make a 
note as to what the obstacle was. 

Whenever you are irritated by 
something or frustrated by some 
thing, write it down. 

In other words, until we have 
some idea what our problems are, 
until we have them stated so we can 
look at them, we can't begin to solve 
them. The note book won't solve 
vour problems for you but it will 
enable vou to pin them down. 

Bb. Record “sudden” solutions 

Once a problem is written down, 
we begin to think about it. Every- 
one’s experienced those sudden 
flashes of illumination that seem to 
come from nowhere. Something’s 
heen bothering you and then sud- | 
denly, when you're not expecting it, 
a solution comes into your mind. 
Capture it. Don’t let it get away. 
Write it down in your note book. 


Maybe It Can Be Changed 


On second thought it may appear 
to be impracticable—or too expen- 
sive or time-consuming——or too un- 
conventional, Write it down any- 
way. Who knows—maybe it can be 
changed in some way so as to be 
usable, 

C. Select the problem 

look over your note book, run- 
ning down the problems you've col- 
lected. You'll find some are long- 
range problems. Perhaps you want 
to become a general agent or man- 
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.to get full information on the recently announced PLM Premium 
Budget Plan. You will find the PLM plan for instalment payment of 
premiums one of the strongest and most flexible in the country. It can 
benefit you—the local agent—in five important ways. To begin with, it 
can make your job of selling easier and it can help you sell larger policies. 
Why not write us today for all the facts about the new PLM Premium 
Budget Plan. 
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Creative Thinking—Continued 


and 
there things one 
must he’s judged fitted 
for a managerial position. 


ager. that takes time, 


number of 


Usually, 
are a 


do before 


Other problems are short-range, 
to increase the size of 
your average sale. By short-range I 
simply mean problems on which you 
can get results as soon as you think 
of a solution. Think of it tonight and 
you can put it to work tomorrow, 
But whether you select a long- or 
short-range problem, the first thing 


such as how 


you do is focus your aim. Decide 
just what the problem is. 

It’s been said that a problem well 
stated is half solved, so write it out 
clearly and in as few words as possi- 
ble. Preferably, write it in the form 
of a question—for when you are 
asked a question, or yourself 
a question, you automatically begin 
to think of an answer. 

Suppose you feel you need more 
income, Perhaps you have a son or 
daughter in college and another one 
entering in the fall. Or a relative 
needs your financial support. Or any 


ask 


The BUFFALO INSURANCE 


DENOTES MORE 
THAN STRENGTH ... 


COMPANY has 


ample strength to handle your large risks. More than 
strength, the ‘BUFFALO’ has back of it the experience 


of 90 years service. 


The ‘BUFFALO’ has the COURAGE, VITALITY 
and the STAMINA to be one of the most progressive 
companies in the entire Fire and Casualty field. 


Find out more about “THE BUFFALO PLAN” 


that can increase the profits of every 


responsible Agent. 


The coupon will bring 


complete information. 


BUFFALO INSURANCE COMPANY 
Buffalo 2, New York 


220 Delaware Avenue 


Buffalo Insurance Company, 220 Delaware Avenue, Buffalo 2, N. Y. 


Ym interested in providing better coverages and improved services. 
Please send, without obligation a copy of ‘“'The High Road” which 
explains BUFFALO PLAN”. 
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of a number of reasons 
or illegitimate. 

The problem is, stated as a ques- 
tion, “How can | my in- 
This is what you are going 
This is the 
try to 


legitimate 


increase 
come 
to set your sights on. 
problem you are going to 
solve. 

The next step is to gather perti- 
nent Facts are the material 
with which creative people 
when they are trying to solve prob- 
lems. You take off from the facts. 
They provide the springboard. 

For this problem, I suggest some 
of the relevant facts are these: How 


Why do 


facts. 
work 


much do you make now? 
you need more income? Do you 
need it now or just when? Exactly 
how much more do you need? 

This step and the next—analyzing 
and simplifying the problem—really 
go hand in hand. 


In analyzing the problem, ask 
yourself, “Why am I not making 


Be honest 
down the 


more money right now ?” 
with yourself 


and write 


reasons. 

Perhaps you keep running out of 
qualified prospects. Perhaps the 
general class of people you call on 


has less discretionary income to 
spend. Perhaps your average size 
sale isn't as large as it should be. 


Perhaps your closing ratio is too low. 

What this sort of analysis does is 
get your mind going in the direction 
of simplification. You are breaking 
the problem down into its separate 
units. and probably 
are are 
not doing as well as you'd like to. 
And if today’s method of creative 
thinking has any “secret,” it is to 
attack one unit of the problem at a 
time. 


There may be 


several reasons why you 


Pile Up Iccas 


Whe you go on to the next step, 
which is to pile up the ideas, you 
don’t go in with vour over-all prob- 
lem “How can I increase my in- 
come?” but with these separate prob- 
lems : “How can I get more qualified 
prospects?” “How can | upgrade 
the class of people I call on?” “How 
can I increase the average size of 
my sales?” “How can I improve my 
closing ratio?” And any others you 
may have. Of course you go in with 
one question at a time. 

Pick a time and a place when you 


can have an undisturbed hour or so, 
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and sit down with a pad and pencil, 
for you're to write down every idea 
that you get 
it may seem, 


no matter how craz\ 


Suspend your critical judgment. 
Judging the ideas comes later. If 
you do it now, it will inhibit your 
thinking. Open up your mind and 
give every idea the green light, for 
the aim is quantity. You get good 
ideas only by having a lot of ideas. 

And the way to get lots of ideas 
is by asking yourself questions. At 
the end of the article is a checklist 
of such questions. Not all apply to 
all problems, but a list like this acts 
as a spur to get you to think of your 
own. 


Set a Quota 


If you made a record of any 
“sudden solutions” to this problem, 
now is the time to bring them in. 
They may give you more ideas. Set 
a quota. Go after ten, then five more, 
then five more. And go back over 
the questions, back over the ideas 
you've already thought up. You'll 
come up with more Don't 
give up. Don’t be half-hearted. Ex- 
ercise in piling up ideas increases 
your ability to pile them up. 

At the end of your allotted time, 
stop. If it’s a particularly difficult 
problem, forget it for a day or two. 
Your mind will keep perking on it. 
More solutions will occur to you. 
Add them to your list. 

This all sounds like a lot of work 

and at times it is. But most of 
our problems are relatively easy of 
solution. So in actual practice, cre- 
ative problem-solving isn’t as pedes- 
trian as | am making it sound. 

You'll do what all creative people 
do—you'll start thinking up solu- 
tions while you’re focusing your aim, 
while you're getting the facts, while 
you're analyzing and_ simplifying. 
You may pick your time and place, 
sit down, and in two minutes have 
the ideas you need. 

Go over your list of ideas, looking 


ideas. 


for ways to combine them to make 
better ideas. 

If, in your analysis of the prob- 
lem, you broke it into two, three, or 
more units, take the solutions to 
each unit and put them all together 
to see what they look like. 

At this point—and for the first 
time—you judge the ideas. You 
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bring the cold light of day to bear 
on them. But don’t ask “zl this 
idea work?” Instead, ask “Could 
| make this idea work ?” 

You'll throw away most of the 
ideas, most likely. But don’t regard 
them as One threw 
away may be the one that led you 
to think of one you kept. 

That’s why quantity of ideas is 
so important. It stands to reason, 
and experience bears this out, that 
if you've got twenty ideas you've 


useless. you 


got a better chance of having a good 
one than if you have only five ideas 
to choose from. 
D. Try the idea selected 

The final step, of course, is to try 
out the best ideas. This is what all 
the other steps have been for. This 
is the crucial test that will determine 
whether the idea is good or no go rd. 
If it works, it is good. And if it 


doesn’t, it isn’t. Ideas should be 
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Satisfaction Guaranteed 


Autoglass For reliable auto glass service — 
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Dealer 
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WE INSTALL 


AUTO GLASS 


" . Yes, the gypsy has the right idea. Insurance adjusters who want reliable 
Satisfaction Quaranteed 

claim service on auto glass send their policyholders to an A.I.D.— 
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reliable auto glass service Autoglass Installation Dealer. A.I.D. dealers adhere to a strict set of 


“Standards for Customer Service’’—installing quality auto glass promptly 


and efficiently to set a pace for the entire auto glass industry. 


Your Autoglass Installation Dealer is listed in the Yellow Pages 
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sign he displays at his shop. It’s a guarantee of mutual satisfaction 
and good will for you, your policyholders and your A.LD. dealer. 
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E. R. KLAMM 
Accident Prevention Director 
Allstate Insurance Companies 


OO MANY DRIVERS fail to realize 
good driving means to 
themselves personally, to the com 
pany work for and to. their 
Let's reflect for a 
moment on the influences we have 
The hard dollar fact is 
that traffic accidents are more costly 


they 
communities. 


as drivers. 


in terms of damages than any other 
type of accident. Economically, they 
kill off more productive vears of lite 
than heart disease does, and heart 
disease is our country’s No. 1 killer. 
Businesswise, thes 


cause material 


and human waste in such colossal 
proportions that protits are drasti 


cally reduced. 


Social Influence 


Qn the other side of the ledger, 


drivers also have a detinite social 


influence. The individual driver can 
change the entire life of every mem 
ber of his family and of anyone he 
encounters on the road. Accidents 
not only wreck cars and property, 
but they also break up homes, run 
down neighborhoods and divert pub- 
lic tax money from more construc- 
tive uses. 

The net result of traffic accidents 
is strictly on the red side of the 
balance sheet: loss of precious man 
power, a less productive and pros- 
and a weakened 
security nationally and individually. 
Only sensible, skillful 
driving will show more black than 


pere us economy, 


sober and 
red. 

The importance of the common 
sense rules of defensive driving can 
hardly be over-emphasized. When 
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ood Driving 


you're on the road, full attention to 
your driving is a must. Courtesy, 
alertness and adaptabiliy to chang 
ing conditions 


must take priority 


over everything else No WOrTTVvinyg 


about business, no day dreaming, 
no foolish moves in retaliation or at 
the last se You 


can potential accident sitt 


‘cond or to save time 
avoid 


tions well in) advance nuply by 
watching tratfic all around vou, giv 
ing the other fellow 


a break. antict 


pating moves of other drivers, and 


taking only your share of the road 


Salesmen 


Salesmen, since they use the roads 
as much as they do, and since their 
need for sound and efficient driving 
is so vital to their should 
step to the front in courteous, care 


ful driving 


SUCCESS, 


Here are the consequences good 


or bad, depending on what you make 
them—wherevet you drive a ear 
Your security, Vour pre luction, you) 
future, 


your insurance 


rates, and your company’s profits. 


company’s 


Let's delve first into this question 
of personal security. The security 
of your jobs, your homes, your fami 
But 
distant, fleeting thought. 


lies is at stake. this is not a 
If youre 
disabled in a traffic accident, you 
may wind up unable to hold your 
job or support vour family. If you're 
killed, you'd be a loss that could 
never be overcome, both as a family 
provider and as a husband or father. 
Aside from the physical pain you 
might suffer, you'd be inflicting 
painful financial burdens, household 
responsililities and personal grief 
on your families. This can happen 
it has happened! 


Let's move to another f: 
problem yout produ 
to your 
you look at it, w 
always risk 
permanently 
rarily halt 
tiveness 
a hazy. 
tionwide surve 
Medical Association 
idental 
than one-t 
hospital cases al 
of $2,000 per pat 


accident cases usual 
more costly, and 


hospital 


tvpe of 


Promotions 
\\ here ve! 


snagged, both 


vour production 


vou and vou 
pany suffer, and eventuall 

hit where it really hurts 

por kethook This not only 

to this week or next mont] 

to the future in terms of promotion 
Lost opportunities today due to tr: 
fic injuries can tip the scales in favor 


ot somebody else that boost 


upward. Just as in ; business 
operation, production pay 

you don’t produce—regat 
reason—vyou just don’ 


Your personal fut 


possibilities 
Medical 


of the savings or income vou had 


and material 


bills might 


~ 


gains 
consume most 
planned for a home, a college edu 
cation for your children or family 
vacation trips. Your disability could 
also put increased demands and 
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Good Driving—Continued 


pathetic limitations on members of 


your family, hopes big and small 
snuffed 


words, 


dimmed 
entirely® In other 

settle 
what your full caps 


which might be 
out 
would 


you 
less than 
ibilities would have 


have to for 
achieved, and others who depend on 
you would have to settle for less, too, 

In these day s of intlated opere ating 
expenses, high taxes and tough com- 
petition, one major factor in making 


a profit is the elimination of waste. 
The elimination of wasteful accidents 
profit 

For 
a salesman doing $50,000 
worth of business can have one acci- 


dent and his disability together with 


can actually more 
than the 


example, 


provide 
» direct result of sales. 


the claim settlement costs of his case 
could far exceed the 
The 


money. He 


amount of his 


sales. company wants to make 


wants to make money. 
His chances are bound up with the 
company’s 
Of course, profits also result from 
public 
policies, 


chances. 
acceptance of a company’s 
Any 


vested 


products and services. 
company, therefore, 


interest in public 


has a 
since it is 
the traffic 
accidents. 
from loss 
of good will or loss of life and limb 
can out of 


safety, 


responsible in part for 
movement which 


Loss of customers either 


breeds 


carve a sizeable chunk 


company 


re fit 


ABI 


PERIENCE 


EX 


OGDEN, UTAH 
515 Eccles Building EXport 2-8911 
(Dey oF Night) 


= 
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(Dey oF Night) 
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428 South Main DAvis 2-2541 


| SALT LAKE CITY 


Furthermore, there are many un- 
insured costs borne by the company 
which are really never accounted for, 
but which are present all the same 
whenever accident occurs. 
There’s a rule of thumb in industry 
that for every dollar of direct acci- 
dent there are five more 
dollars in hidden costs. 

For example, there’s the cost of 
lost time of workers who needed the 
in the accident or 
needed the assistance of the injured 
There’s the cost of 
to material or equipment. 
There’s the cost of decreased output 
of the injured salesman after his 
return to work, when he can’t pro- 
duce at his normal rate for a while. 
There's the cost of a learning period 
for a new replacement 


costs, 


goods damaged 


salesman. 
damage 


on the job, 
when his production is considerably 
below par. All of subtract 
from profits. 

very aspect of the traffic prob- 
lem mentioned alarming 
proportions now. Consider then, 
what it’s going to be like in the fu- 
ture, with the upward population 
trend, the increasing number of 
people reaching driving age and the 
growing number of cars that will be 
on the road. At present, we have a 
population of around 172 million, 
about 67 million registered vehicles, 
and nearly 77.5 million licensed driv- 
ers. According to the U. S. Bureau 
of Public there will be an 
excess of 80 million vehicle registra- 
tions by 1965 and by 1975 more than 
90 million. By 1966 there will be 
approximately 193 million people in 
the country, of which 90 million will 
be licensed drivers. 

Since the problem will be even 
more acute in the next twenty years, 
one can see how much value will be 
placed on good driving by the in- 
surance industry, business in general 
and by public officials. 


these 


exists in 


Roads, 


The time is not too far off when 
drivers will have to meet exacting 
requirements to earn and maintain 
their driver licenses. More rigorous 
driver control, including revocation 
of the driving privilege, is gaining 
momentum as a means of eliminat- 
ing those drivers who cannot or will 
not drive safely. The license is be- 
coming a very precious commodity, 
and it will be even more precious to 
salesmen whose livelihood is de- 
pendent on it, 


OPERATIONS SUSPENDED 


AFTER 72 YEARS of service, the Fire 
Insurance Salvage Corps of Balti- 
more, suspended operations on June 
30. The Corps was formed by fire 
insurance companies and their 
agents to protect and save property 
endangered from fire, 
any insurance, 
of the 
panies. 
many 


regardless of 
with the entire 
borne by the com- 

Such corps were formed 
cities, of which twenty-two 
were supported by the insurance in- 
dustry. 


cost 


service 


Over the years, the opinion and 
aims of the fire service have changed 
and salvage operations are now rec- 
ognized as a fire department func- 
tion. Up-to-date fire departments 
reduced the need for separate 
salvage corps as the spreading of 


have 


covers and other salvage operations 
at most fires are handled by the fire- 
men responding to the first alarm. 
Today there are only seven other in- 
surance supported salvage corps in 
It is reported these will 
also be eliminated, The equipment 
and apparatus of the Baltimore 
Corps will be offered to the City for 
distribution to the fire department. 


existence, 


WORK INJURIES 


THE AVERAGE INJURY frequency 
rate (disabling injuries per million 
man-hours) for employees of mem- 
ber companies of the National 
Safety Council was 6.27 in 1957, a 
2% reduction from the previous 
year. It was the third time the all- 
industry rate was lower than 7. 
However, the average injury sever- 
ity rate (number of days lost per 
million man-hours) was 740 in 1957 
Of the 40 basic in- 
classifications, 21 either re- 
duced their frequency rates or 
showed no change, while 19 cut 
their severity rates or remained the 
same. 

As in 1956, the communications 
industry turned in the best results 
with both a low employee frequency 
rate of 1.00 and the lowest severity 
rate of 70. The electrical equipment 
industry was second best fre- 
quency and the storage and ware- 
housing industry second best in se- 
verity. 


a 1% increase. 
dustry 
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Gets Better FIRE ana BURGLARY Protection 
and SAVES $5,000 a year 


Controlled Companies of 


AMERICAN DISTRICT 
TELEGRAPH COMPANY 


Executive Office: 
155 Sixth Avenue, New York 13, N. Y. 


A Nationwide Organization 


Ralph N. Brodie Company 


San Leandro, Calif. 


Safeguards Its Property 


Ralph N. Brodie Company is a pioneer developer of liquid 
meters and measuring instruments used by the petroleum indus- 
try. Consistent growth since 1927 led to the erection in 1952 of 
the company’s large and thoroughly modern plant at San 
Leandro, California. 

A combination of ADT Automatic Protection Services stands 
guard over the entire premises to detect and report fire, burglary 
and other dangerous conditions. Central Station Sprinkler Super- 
visory and Waterflow Alarm Service safeguards the sprinkler 
system against human failures and summons the fire department 
automatically when water flows. ADT Burglar Alarm Service 
guards doors, windows and vault against unauthorized entry 
and automatically notifies protective forces in case of attack. 

Like the Ralph N. Brodie Company, thousands of business 
concerns from coast to coast use and endorse ADT Automatic 
Protection because they know that it gives greater security for 
property, profits and employees’ jobs than can be obtained other- 
wise, and at less expense. 


Moy we show you what ADT can do for you? 


Whether your premises are old or new, sprinklered or unsprin- 
klered, an ADT specialist will show you how an appropriate 
combination of ADT Automatic Protection Services can guard 
your property, effectively and economically. Call our local sales 
office if we are listed in your phone book; or write to our 
Executive Office. 


open site to permit continued expan ~*~, 
sion, We have ynusvdl degree of 
jsolation- This multiplies the impo™ 
tance of ADT Automatic protection 
Services in soteguardind our highly 
specialized machine tools, precision 
tories: while largely eliminating 
human ne our protection 
problem ADT saves us oppro*™” 8 
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MOVIE ON PROTECTION 


THE BEHIND-THE-SCENES STORY of 
modern automatic fire and burglary 
protection is told in a color movie, 
“When Every Minute Counts,” re- 
cently released by American District 
Telegraph Company. Filmed in 
Hollywood by Jerry Fairbanks Pro- 
ductions in cooperation with the Los 
Angeles Fire and Police Depart- 
ments, it shows how latest electric 
and electronic safeguard 
property by summoning police or 
fire fighters in the first crucial min- 
utes after fire strikes or burglars 
attack. Twenty-two minutes long; 
available in 16mm color for general 
showings, in black and white for 
television. Requests for local show- 
ings should be made through the 
ADT Executive Office, Sixth 
Avenue, New York 13, N. Y. Two 
weeks notice should be 
given in requesting loan of a print 
for a definite date, and two alternate 
dates should also be included. 


systems 
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advance 


FIRE PREVENTION CONTEST 


THAN 1,500 cities, industrial 
firms, military units and government 
divisions are expected to participate 
in the National Fire Protection As- 
sociation’s 1958 Fire Prevention 
Contest. The contest, an interna- 
tional competition to provide recog- 
nition for excellence in the field of 
fire safety education and perform- 
ance, is in its thirty-first year. City 
entries are classified and judged ac- 
cording to the size of the community. 
The only prerequisite to entry is a 
fire prevention program. Entry 
forms, returnable by November 30, 
are available from the NFPA, 60 
Batterymarch St., Boston 10, Mass. 

Top winners among cities last 
year were Phoenix, Arizona and 
Ottawa, Ontario. The Tumpane 
Company of Terre Haute, Indiana 
took honors for industrial plants, 
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HIGHWAY STANDARD 


PACIFIC MERCURY has introduced a 
highway standard, for use with both 
its Neon and transistorized flasher 
lights. It has a heavy steel base to 
prevent tipping and a specially de- 
signed hood to give daylight visibil- 
ity to the warning lights. To thwart 
theft, the warning light locks onto 
the standard. Designed for use on 
construction projects, road or street 
hazards or for use as an in-plant 
warning signal, the unit occupies 
less space than conventional warn- 
ing barricades; diameter of the base 
is eighteen inches. 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


SS FIFTH AVE., NEW YORK 


TRAIN SUMMER 
REPLACEMENTS 


A VACATION TIME FILL-IN can't af- 
ford to take neither for 
himself nor his company. Although 
they may be closely related, opera- 
tionally, to a substitute’s own duties, 
many times the fill-in may encounter 
certain aspects of his temporary 
work that are not wholly familiar to 
him or that require a little time to 
get acquainted with in order to per- 
form safely. Some of the time, too, 
the vacation time fill-in is expected 
to perform his own regular work 
along with his new duties and this 
extra responsibility reduces his abil- 
ity to perform safely and efficiently. 
There also may be unpredictable 
characteristics about the fill-in’s new 
machine or equipment which, if not 
pointed out to him, may result in 
otherwise avoidable accidents. It is 
a well known fact, in industry, that 
the best way to prevent accidents is 
to control the causes of them. It is 
therefore, important that a summer 
fill-in be thoroughly and carefully 
introduced to his new and temporary 
work. The time thus spent will re- 
sult not only in fewer accidents but 
maximum work 
well. 


chances 


performance as 


—Loss Control 
-Amer. Mut. Liab. Ins. Co. 


SAFETY BOOKLET 


A COMPLETE LISTING OF 1958 laws 
on vehicle safety equipment is now 
available from R. E. Dietz Company. 
The bulletin gives requirements for 
automotive lights of all types, re- 
flectors, flares, warning markers, 
and includes a special section on turn 
signal regulations. 

For free copy of bulletin, write 
Automotive Lighting Division, R. E. 
Dietz Company, 225 Wilkinson 
Street, Syracuse 1, New York. 
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fire losses 
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790 L 


+) 


609 
1047 1948 1949 1950 1951 1952 1953 


National Board of | 


1956 
$68,752,000 
August 74,930,000 
September . 70,118,000 
October ... 81,121,000 
November . 80,481,000 
December . 96,485,000 

1957 
January . 115,272,000 
February 95,569,000 
March . 104,565,000 
85,994,000 
79,045,000 
69,710,000 
Total ... $1,022,042,000 


1956 
January .... 2,954 
February 2,652 
March 2,940 
2,970 
3,094 
Five Months .... 14,610 
3,555 
September ....... 3,653 
( Ictober 3,476 
November ....... 3,603 
December ....... 3,858 
Twelve Months .. 39,628 


Estimates provided by 
Safety Council. 


Four M 

1958 
ALL TYPES .. 28,100 
Motor Vehicle .. 10,330 
4,700 
9,900 


Other Public .... 4,200 


For August, 1958 


1954 1955 1956 1957 


These estimated losses, from the 
‘ire Under- 
writers, include an allowance for un- 
insured and unreported losses. 


1957 
$77,814,000 
78,364,000 
72,264,000 
77,753,000 
75,321,000 
91,519,000 

1958 
99,918,000 
103,853,000 
102,722,000 
99,061,000 
85,633,000 
90,048,000 


$1,054,270,000 


Losses by Years 
1948 $715,074,000 1953 
1949 651,534,000 1954 
1950 648,909,000 1955 
1951 730,084,000 1956 
1952 815,134,000 1957 1,023,190,000 


$864,863,000 
870,984,000 
885,218,000 
989,290,000 


motor vehicle 
deaths 


1957 1958 


2.880 2,740 
2,480 2,360 
2,890 2,630 
2,950 2,600 
3,000 2.910 


14,200 13,240 
3,310 

3,240 

3,690 

3,330 

3,450 

3,570 

3,710 


38,500 
the National 


accidental 
deaths 


onths 
1957 Change 
29, 0) 
11,200 —8% 
4800 —2% 
4400 —5% 


every month 


ideas 


that 


pay off 
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loss prevention! 


FOR YOUR CLIENTS . . . a subscription to SAFETY MAINTE- 
NANCE is a monthly reminder of your 
constant interest... a source of 
tested safety methods and procedures 
which will speed production and cut 
costs. 


FOR YOURSELF. . . SM is a channel of proven aids to loss 
prevention . . . a means of establish- 
ing sound safety programs in plants 
where you have a stake. Your own 
imprint and safety message can reach 
your clients each month. 


Write for special discount rates. 


Single subscription: 
$4.00 a year 
$6.00 for two years 


SAFETY MAINTENANCE 


AMERICA'S PIONEER MAGAZINE IN ITS FIELD 
enother publication of 


PATON STREET, MEW YORE 
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Auto Underwriters—tron 


The breakdown of the premium 
dollar used in the calculation of man 


ual rates 1s approximately as_ fol- 
lows: 
penses 60.00 


(On the basis of this breakdown we 
wave calculated the savings effected 


hy these companies during each of 


the five vears under comparison, 
and 


from savings in operating expenses, 


hoth from selection of risks 
nad he am 11) oft SAVNOS 1) 

and the amount aVINgs passed on 
to their policyholders caleu 


lations follow: 


Year ended December 31 
6 54 1905 
Maar $8 6 $810,644,8 $729,116,02 
Act 7 7 86,084 6 N R3 x 1X 
17 8.961 45.8 14 ] 
t 7 486,386,884 4 +f 4 137 
67 5 44 3 ) 
s ( 7 4 43,1 879 f } 6.8 4 
1,8 34,59¢ 
\ 4 S08 634,9 136,8 
S Q7 4 2 836 18 6,38 7 
+ (] R74 67 798 
Q] ) 18.2? 1 39 7 
(41,5¢ 18¢ 4 754 4 
Ratios to premiums earned at manual rates: 
Say 
4° 
4 3 
I ] 4 
Less 2 ( 6 
20 0° 


The following would appear to be 
indicated by the foregoing analysis. 

These companies during the tive 
vears under review increased their 
proportion of the writings of auto 
approxi- 
mately 180 to about 23% in 1957 
of the total written in the United 
States. The total written includes 
insurance on commercial vehicles of 


mobile insurance from 


which these companies write only a 
very small proportion ; therefore it 1s 
very likely that with regard to pri 
vate passenger automobile insurance 
these companies wrote in 1957 in 
excess of 250% and perhaps as much 
the total written in the 
United States. During the year 1957 


as 30% of 


AND COMPANY INCORPORATED 


SIANARGEN ERALGAG ENTS 


ESTABLISHED 1944 


these companies wrote their business 
at a “deviation” from manual rates of 
approximately 20°. This 
tion” may have been slightly higher 
in 1953 and 1954 but for the purpose 
of this analysis the present rate of 


“devia 


“deviation” was assumed to have 
held through the entire period. They 
were able to deviate because, first, of 
the reduction in operating overhead, 
principally acquisition expense 
and, second, hecause of the selection 
of risks to the hazard. 


This total annual saving to policy 


minimize 


holders ranged from approximately 
$125,000,000 in 1953 to $203,500. 
OOO in 1957. 

The success of these companies in 
accomplishing their phenomenal 
growth in volume of business ap 
pears to be a result of their ability 
to deviate from manual rates, prin 
cipally because of the reduction in 
acquisition costs. 
1953, 1954, and addition 
thereto, they were able to etfect sub 
stantial 


During the years 
1955 in 


savings from. selection of 
risks, most of which they also passed 
on to their policvholders as a part of 
this “deviation” from manual rates. 
The same situation as prevailed dun 
ing the vears 1953 through 1955 also 
held true during a number of prior 
vears and probably through the en 
tire post-war period of spectacular 
development of these companies. An 
entirely different situation developed 
during the years 1956 and 1957. In 
stead of realizing a saving from se 
lection of risks, these companies 
barely broke even and as a result diel 
not make good their “deviation” out 
of current operations but had to pay 
a part of it out of their surpluses 
Reference to the preceding analy 

sis of savings effected will show that 
the savings effected through reduc 
tion of expenses during the five-year 
period varied but little and averaged 
16% of the manual 
A study of the years pre 


approximately 
premiums. 
the 
would probably indicate a simular 


ceding period under review 
situation. To make good the existing 
“deviation” the companies must also 
from the 
minimum of 44 to 5% of the total of 
manual premiums involved or 5% to 
0% ot This 
they have not done in 1956 and 1957 


save selection of risks a 


their own premiums. 
and as a result sustained a combined 
loss from underwritine of over 28 
milion dollars. If they are unable 
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Total 100.00% 
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to reduce thet 


the 
succeeding years by hetter risk se 


r loss ratio during 


lection they will be compelled to re 


from 
20% to 15% of the manual rate, un 


duce the average “deviation” 


less the average manual rate is also 
increased sufficiently to permit them 
to retain a 20% 


“deviation” and 


still increase their own premium 
rates by approximately 54% or 0%. 
What actually happened is that in 
the competitive struggle for the pri 
vate passenger automobile insurance 


dollar, the automobile insurance cat 


riers writing at manual rates failed 
to adjust their rates during the vears 
1955 and 1956 to meet the rising cost 
\t the same 
time they have reduced the rates for 


of bodily injury claims 


lo re 
tain their leverage to build volume, 


phy sical damage coverages 


these four direct writer companies 


were compelled to follow the same 
policy, only at a 20% 
\ 


“deviation.” 
a result, during the vears 1956 
and 1957 they found themselves “de 
viating” beyond what their ability to 


effect savings would justify 


Rate Increases 


In 1957 an average rate increase 
in automobile lability coverages of 
approximately 17° was effected on 
a national basis by companies writ 


Ing at manual 


rates, together wit! 


smaller increases in the automobile 


In 1958 


physical damage coverages 


additional rate increases have taken 


place and are being contemplated, 


estimated to another 


approximate 


20% of the automobile habilitv coy 
erage rates. The effect of these in 
creases, however, will not become 


apparent in the financial statements 


of insurance companies until the end 
of the vears 1958 and 1959 


These 
four direct writer companies will no 
doubt follow the national rate in- 
creases but will probably endeavor to 


retain the same average “deviation” 
of about 20% as in the past. 


The trend of the experience of 


these four direct writers during the 


five-vear period under review would 


indicate that, regardless of the rate 


levels which may exist in the auto 
mobile 


insurance 


industry as a 
whole, any additional business these 
at the 
auto 
mobile insurance carriers will be at 


four direct writers may secure 


expense of the balance of the 


most average rather than preferred 


For August, 1958 


ANNOUNCING THAT 


OUR UNDERWRITING AND SERVICE 


FACILITIES HAVE BEEN EXTENDED TO 


INCLUDE GENERAL FIRE LINES. 


Insurance 


FOR THE LAWYER 


. a current pamphlet describes the methods 
used by our agents to fully protect the attorney 
from loss. Six steps are explained 


(> Ohio Farmers Companies 


OHIO FARMERS INSURANCE COMPANY 
FARMERS INDEMNITY COMPANY 


Le Roy, Ohio 


THE COMPANIES WHOSE SLOGAN Apond Good Man bo know 


risks. Therefore, any further savings POPULAR PRIMER 
which these four direct writers may 

effect to make good their “deviation” —-\ 
must come out of operating expenses — In 
rather than loss ratio. 


The 
To Insurance 
Robert E 
\ngeles, Calif., Past 
National Association of In 
\gents, has had a 
printing, due to widespread demand 
of this historical and factual review 


PRIMER, \gencv System 
Eco 
Battles, of 


President 


Relation 
Since to date 
they have not been able to effect a 


nomics” by 
Los 
of the 
surance 


saving in expenses in excess of 16% 
of the manual premiums, it is obvi 
that rates are 
raised beyond the minimum neces- 


second 


ous unless 


manual 


sarv for the industry to break even, of the agent's functions in the dis 


they will have to reduce their “de tribution of insurance and the serv 
viation” to ne which he his 


10% 


than Ices 


to avoid further losses. 


more 15% of renders to earn 


commission 
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Look to 


UNITED PACIFIC 
for Leadership 
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INLAND MARINE 
FIDELITY and SURETY 
GROUP LIFE, DISABILITY 
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GENERAL LIABILITY 
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PLATE GLASS 
AUTOMOBILE 
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GEORGE W. CLARKE 
Clarke, Clarke, Albertson and 
Bovingdon, Seattle, Washington 


HILE MOST business interrup- 
Wiis: losses are, like other first- 
party claims of an insured against 
an insurer, settled satisfactorily 
without litigation, there are inherent 
intangibles involved which afford 
the opportunity for the use of specu- 
lation ' and conjecture to the extent 
that divergencies of contention can 
exist such as are cutomarily asso- 
ciated only with the personal injury 
field. 

Industry has, over a period of 
years, done an excellent job in ami- 
cably settling these more aggravated 
cases as well, and this is illustrated 
by the paucity of legal decisions on 
the subject. 


Fundamentals 


Two general classes of forms are 
used in providing business interrup- 
tion coverage: the single-item gross 
earnings form which provides for 
recovery of prevented gross earnings 
less charges which do not necessarily 

J 
continue, commonly referred to as 
saved expense, and the two-item 
form which provides for recovery of 
lost net profit plus continuing ex- 
pense. 

Broadly speaking, they amount to 
about the same thing, and, for con- 
venience, reference will be made pri- 
marily to handling under the gross 
earnings form. 

1“‘The probable experience of the business 
during the succeeding months was, of course, 
largely a matter of speculation.’’—-Puget Sound 
Lumber Co. vs Mechanics & Traders Ins. Co., 
168 Wash. 46; 10 Pac. (2d) 568, Supreme Court, 
Washington, 1932 

“On this branch of the case the plaintiff relies 
entirely upon the theoretical guess, estimates and 
expert testimony of an accountant.’’—Victory 
Cabinet Co. vs Ins. Co. of North America, 
U.S.D.C., No. Dist., Ill., E. Div., 1949; 6 CCH 
F&C 991; affirmed, U.S.C.C.A., 7th Cir., 1950, 
183 Fed. (2d) 360; 7 CCH F&C 211. 

“Many of these arguments are in the nature of 
cross-currents, and would lead us into the realm 
of speculation and sophistry.""—Hutchings vs 


Caledonian Ins. Co., 52 Fed. (2d) 744, U.S.D.C., 
E. Dist. S.C. 1931. (p. 748) 


For August, 1958 


Business 


Interruption Claims 


While many hazards may be in- 
sured against, the basic one is fire 
and that term will be used in refer- 
ring to the cause of damage. 


Theory of Coverage 

The theory of the coverage may 
be summarized as follows: 

Where properties essential to the 
conduct of the insured’s business are 
damaged or destroyed as the result 
of a specified hazard, the insured is 
provided indemnity, subject to cer- 
tain policy limitations, for loss of 
income which would otherwise have 
been received from operations dur- 
ing the period which would be re- 
quired by exercise of due diligence, 
for the restoration of the damage, or, 
as stated by the 10th Circuit: ? 

“In other words, the policy is de- 
signed to do for the insured in the 
event of business interruption caused 
by fire, just what the business itself 
would have done if no interruption 
had occurred—no more.” 

Where the subject of insurance is 
an established business with ade- 
quate records of its operation, and 
the damaged property is such that 
the time required for replacement 
can easily be determined, the ad- 
justment should be relatively simple. 


The Suspension Period 


The adjuster first determines the 
suspension period represented by the 
time required for restoration. He 
next figures the income lost because 
of and during suspension, using as 
a guide the previous experience and 
any factor which would have in- 
fluenced the amount received during 
the period had there been no loss. 
Then there is subtracted therefrom : 
a) any expense items saved because 
of the suspension, and 

2 National Union Fire Ins. Co. vs Anderson- 


Prichard Oil Corp., 141 Fed. (2d) 448; 5 CCH 
F&C 115, p. 118. U.S.C.C.A., 10th Cir., 1944. 


b) if there was a partial operation, 
any income derived therefrom,* 
and he has the primary loss sus 
tained. 

If, as is usually the case, an aver 
age clause is involved, he gets the 
values necessary to figure its appli- 
cation which, under the gross earn- 
ings form, would be the anticipated 
gross earnings for the year follow- 
ing the fire. If the suspension pe- 
riod could be shortened by incurring 
extra expense over and above that 
required for repair of the damage in 
a routine manner, and the reduction 
of claim accomplished thereby would 
exceed such additional expense, then 
it is properly regarded as expediting 
expense and added to the amount 
recoverable. 


Elements to Determine 


In other words, the fundamental 
elements to be determined in the 
closing of a business interruption 
loss are: 

1. The length of the suspension pe 
riod ; 

2. The amount of income necessarily 
lost during and as a result thereof ; 
3. The annual business interruption 
value for use in applying the aver 
age clause; and 

4. The applicability of the provisions 
relative to expediting. 

In the problem claims, each or all 
of these elements can be an intan- 
gible subject to proof by opinion 
evidence and with a wide variation 
in the opinions. 

An experienced adjuster can usu- 
ally tell at a very early stage whether 


(Continued on the next page 


3 “Consequently, the actual recoverable loss 
for the suspension period was the ‘normal earn 
ings’ of $24,000 less the actual earnings of 
$1,405.58, or $22,594.42 * *.’’"—National Union 
Fire Ins. Co. vs Anderson-Prichard Oil Corp., 
supra 

See also: Hawkinson Tread Tire Service vs 
Indiana Lumbermen’s Mutual In Co., 245 
S.W. (2d) 24; 7 CCH F&C 742; Missouri 
Supreme Court, 1951. 
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Interruption Claims—Continued 


a claim can probably be disposed of 
In a routine manner or whether it 
is loaded with potential dynamite to 
the extent that prompt precaution 
ary steps are necessary 

The first question for determina- 
tion is as to whether the insured is 
going to immediately replace the 
damaged property 

Where the physical damage is 


great, the insured may have many 


INSURANCE COMPANY, LTD. 
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factors to weigh in making his de- 
cision. He may need the proceeds of 
his basic fire insurance to finance 
his rebuilding and be loath to com- 
mit himself until he has a good idea 
as to the amount of that adjustment 
and when the funds will be available. 
If he had an old plant and did not 
carry depreciation insurance, the 
cost of rebuilding may far exceed 
his physical damage recovery and 
require arrangements for additional 
money, 

He may wish to expand, retrench 
or re-arrange in such a way as to 
completely change the — physical 
properties from what they were prior 
to the fire. He may decide to resume 
operations elsewhere on premises 
which he may purchase or lease, or 
he may quit business entirely. 

In many instances the insured 
may be rather slow in solving these 
problems and, where replacement 1s 
decided upon, it may be some time 
before it is commenced. Also, in 
the interim various opportunities for 
expediting may be lost. 


Should Have No Bearing 


Strictly from a legal proposition, 
the actual course which the insured 
decides to take should have no bear- 
ine whatsoever on the amount re- 
coverable. Under the policy pro- 
visions, the suspension period is 
fixed as the theoretical time which 
would be required to restore the 
property to its previous condition 
with the exercise of due diligence? 


Although plaintiff contemplated a removal 
to Market Street, the policy did not: and the 
fire (not the lease) destroved the use and o¢ 
cupancy of the Twelfth Street property, the 
very risk on the very subject matter defendant 
had expressly insured. It is our view that 
plaintiff's loss sustained should be computed 
by giving effect to the policy provision requir 
ing ‘due consideration to the experience of 
the business before the fire and the probable 
experience thereafter’ as if in operations at 
the Twelfth Street address, ‘for such length of 
time (ten months) as would be required with 
the exercise of due diligence and dispatch’ to 
rebuild and replace the property, the use and 
occupancy of which defendant insured. * * 
We do not construe the language ‘probable ex 
perience thereafter’ to mean that the ‘actual’ 
experience at the Market Street address may be 
taken into account in computing the ‘net 
profit’ and ‘charges and expenses,’ and in apply 
ing the ‘Contribution Clause.’ However, under 
the ‘resumption of operations and use of other 
property” clause, quoted supra, the actual profit 
and loss experience thereafter at the Market 
Street address was necessarily and properly taken 
into account in any reduction of the loss sus 
tained 

‘In order to ascertain the whole effect of 
the actual operations on Market Street in 
reducing the loss, the experience of such opera 
tions must be necessarily measured during the 
time which would have been required to re 
build and replace the property on Twelfth.” 
Hawkinson Tread Tire Service vs Indiana Lum- 
bermen’s Mutual Ins. Co., 245 S.W. )2d) 24; 
7 CCH F&C 742; Missouri Supreme Court, 1951. 

See also Amusement Syndicate vs Pressian 
National Ins. Co., 116 Pac. 620; Supreme Court, 
Kansas, 1911. 


Practically, however, it is at this 
point that the method of handling 
by the company representatives can 
have the most important bearing on 
the claim. In a diplomatic way and 
in the spirit of offering cooperation, 
the insured should be immediately 
informed of the policy provisions as 
to the method of determining the 
suspension period and the necessity 
for incurring expediting expense if 
saving may be accomplished thereby. 


Protect Position 


If it is not immediately apparent, 
either that the msured will not re 
place and that the length of the sus 
pension period will accordingly be 
determined hypothetically, or that 
he is proceeding to replace promptly 
with due diligence pursuant to the 
policy provisions, 1s) imperative 
that action be taken to protect the 
position of the insurers. 

Services of the best obtainable 
experts should be procured for ad 
vices as to the quickest method of 
restoration and whether savings can 
he effected by incurring additional 
expense, such as overtime labor or 
shipping material by air freight. 

This information should be trans 
mitted to the insured in writing, 
with a courteous reminder that there 
May be no recovery for any Increase 
in the loss resulting from a failure 
to so pre weed, 

Often the insured will accept the 
advice and follow the recommenda 
tions so that the actual loss is held 
to a correct figure. If for some rea- 
son he decides not to, he does so 
with the realization that the com 
panies are prepared with a sound 
presentation of what the suspension 
period should properly be, and he 1s 
much less apt to present an exorbi 
tant claim based on an exaggerated 
suspension period, 

Among the cases which are most 
difficult to defend are those where, 
when rebuilding has been under- 
taken, the adjuster remains dormant 
in the early stages, awaiting pres- 
entation of claim by the insured, 
and then, upon receipt thereof, takes 
exception based upon failure to pro- 
ceed with due diligence and to prop- 
erly expedite. 

While technically the adjuster has 
proceeded properly and the recovery 
should be restricted to what could 
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have been done, the average jury, 
in the absence of a showing of bad 
faith on the part of the insured, is 
strongly inclined under the circum- 
stances to accept the time actually 
consumed. The imsured has been 
out of business during this time, and 
the jury will be loath to find him 
deficient in the exercise of due dili 
gence or for failure to expedite when 
he claims to have been lulled into 
security by the tacit acquiescence of 
the adjuster 

Failure to take prompt and 
proper action in the early stages of 
losses of this nature necessitates 
more overpayments than any other 
single cause. Money spent for im- 
mediate expert advices, when the 
Insured contemplates replacement, 
will normally be returned many 
times over in eventual saving. 


An Extra Service 


Handled properly, it) can, as 
well as tending to prevent ultimate 
litigation, also create excellent pub- 
lic relations as constituting an extra 
service offered by the insurers. 

The insurers appear in the worst 
light before the public when they 
seek to avoid paying a loss actually 
incurred by the insured by lying 
quiescent until after completion of 
repairs and then contend that sav 
ing could have been effected by fol 
lowing other methods. 

Where the insured replaces and 
a controversy results, it is necessary 
for the company representatives to 
present and urge a theoretical re- 
placement time against an actuality. 
When there is no replacement, or 
one with no similarity to the original 
premises, both parties must deal in 
theoreticals. 


An Interesting Case 


\n interesting situation was 
presented in the Hawkinson Tread 
Tire case,! decided by the Missouri 
Supreme Court in 1951. Here, the 
subject of insurance was a tire re- 
treading business, whose place of 
operation on Twelfth Street was 
substantially destroyed by fire. The 
owners were constructing a build- 
ing on Market Street, to which they 
intended to move upon completion. 
After the fire, they moved into the 
new building and the problem was 
to determine, under the circum- 
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When your clients ship, title passes, 
and their credit risk begins 


It is sound for your client to insure his product while he owns it. 
It is equally sound for him to insure it when his customer owns it 
...and owes him for it. Aggressive executives are completing their 
program of protection by insuring their accounts receivable. They 
are completing the link between capital risked and profit realized. 


Who will tell your clients 

about credit insurance? 
Our file folder prepared especially for insurance agents and 
brokers contains information you can put to good use. Write 


AMERICAN CREDIT INDEMNITY COMPANY of New York, Dept. 31, 
300 St. Paul Place, Baltimore 2, Maryland. 
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Interruption Claims—Continued 


stances, the proper suspension period 
and prevented income under their 
business interruption policy. 

The court held that the suspen- 
sion period would consist of the 
length of time necessary to replace 
the destroyed premises on Twelfth 
Street and that the prevented income 
would consist of that which would 
have been made had there been no 
fire and the business continued at 
Twelfth Street. There would, how- 
ever, be subtracted from the claim 
any net income actually received 
during said period from the new 
operation on Market Street, in view 
of the policy provision placing an 
obligation on the insured to use 
other available facilities, if saving 
could be accomplished thereby. 

At first blush, it would seem that 
the problem of establishing the time 
required to replace, by the exercise 
of due diligence, 
a simple problem of labor and ma- 


would consist of 


terials, with not much room for 
divergence of opinion. 
It is, however, surprising how 


wide the range of expert testimony 
can be as to the time required for 
even routine construction, and where 
either a remote area, unusual con- 
struction or specialized machinery is 
involved, the opportunity for dis- 
parity increases greatly. 

Many illustrations could be cited 
where there were extreme differ- 


ences of opinion and this factor is 
one of the many intangibles which 
can make these claims difficult. 


Income Prevented 


The question of what income was 
actually prevented is always hypo- 
thetical to a degree, regardless of 
whether or not there is a resump- 
tion of business at the original loca- 
tion, and is subject to a greater 
number of collateral issues than any 
other segment of the problem. 

The forms provide that, in mak- 
ing the determination, due considera- 
tion shall be given to the experience 
prior to the fire and the probable 
experience thereafter. 

While previous experience, if 
available, is used as a guide, it is not 
regarded as controlling when it ap- 
pears that other elements, such as a 
change in market price, general de- 
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mand or salability, would have pro- 
duced a different result during the 
suspension period.® 

The most speculative claims on 
this issue involve starting businesses 
which have little or no experience, 
or businesses which have just com- 
pleted a substantial change in opera- 
tion which it is contended would 
have materially increased their in- 
come during the suspension period. 

It is relatively easy for a claimant, 
aided by an accountant, to build up 
an imposing theoretical book profit 
which will impress a jury, unless it is 
counteracted by the testimony of 
some one with practical experience in 
the field. The following are illustra- 
tive. 


Aluminum Foil Company 


A concern, one of whose opera- 
tions was to convert sheet aluminum 
into foil by a cold rolling process, 
carried business interruption insur- 
ance in the amount of $240,000. Al- 
though up to a short time before a 
fire which caused extensive physical 
damage, the converter plant had been 
showing a considerable loss, the in- 
sured, with the assistance of an ac- 
countant who had previous experi- 
ence on business interruption claims, 
filed a 64-page proof of loss sup- 
ported by twelve exhibits claiming 
business interruption damage in the 
amount of nearly a million and one- 
half dollars. 

As to suspension period, the in- 
sured’s argument was to the effect 
that, even after the building and 
machinery had been replaced, the 
extremely close tolerances involved 
and the requirement for highly 
trained personnel would necessitate 
an additional eighteen months be- 

(Continued on the next page) 

5 ‘There is no prescribed formula for the 
determination of the actual loss of net profits 
and business expenses covered by the policy, 
except the test of past experience and proba- 
bilities of the future. This test is of course 
to be applied in a practical way, having regard 
for the nature of the business and the methods 
employed in its operation.”” National Union 
Fire Ins. Co. vs Anderson-Prichard Oil Corp., 
141 Fed. (2d) 443; 5 CCH F&C 115, p. 118. 

“The prior sales price may or may not be 
relevant. It may be of no value if the actual 
sales price may be shown either by prior com- 
mitment or the market price current during 
the period of prevented production covered by 
the insurance and the prior sales experience 
show no logical connection with the sales price 
during the suspension period. 

— There is no rational relationship that 
business men would recognize in a suit upon a 
contract guaranteeing, say, certain profits on a 
plant built by one party for another, between 
profits of the five high sales price months from 
January to May $1 and those to be estimated for 
September, October and November, when the 
sales price had such a heavy drop."’ General Ins. 
Co. of America vs Pathfinder Petroleum Co., 


145 Fed. (2d) 368; 5 CCH F&C 284, pp. 285- 
286; U.S.C.C.A., 9th Cir., 1944. 
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OPERATION SUPER SAFE 


A TESTED NEW APPROACH TO PLANT SAFETY 
another KEMPER service for. . . 


producers... policyholders... 


a competitive advantage increases production, im- 
which enables them to proves safety, betters 
sell and hold the large employee relations and 
Workmens Compensa- reduces insurance costs. 
tion risks. 


a new approach... 


The Safety Engineering department of Kemper 
Insurance conceived and tested a new approach to 
plant safety through a special Safety Training Course 
for Foremen. To policyholders’ foremen, and our 
engineers, this program is known as Operation 
Super Safe. 

The secret weapon of Operation Super Safe is the 
foreman himself. The president of one company 
using the program describes it this way: “.. . an ex- 
cellent job of selling safety to all employees through 
the foremen.” 


foremen stimulated to think 


Operation Super Safe equips foremen to become 
group leaders. It helps them develop a safety con- 
scious attitude and, at the same time, develops their 
ability to pass on this attitude to those working 
under them. 

This is accomplished by combining study of the 
fundamentals of accident prevention with the teach- 
ing techniques shown to be most effective—the group 
discussion method. 

It is a combination which stimulates foremen to 
think. 


tested with more than 100,000 workers 


The Safety Training Course for Foremen already has 
been tested with some of our policyholders, benefit- 
ing more than 100,000 of their employees. 


Safe will benefit your 
clients, write R. P. 
x Palmer, Secretary, 
Home Office, Chicago 
40, Illinois. 


- For brochure giving 

further information on 

or how Operation Super 
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Interruption Claims—Continued 


fore the efficiency which existed be 
fore the fire could be regained, In 
support of the huge figure for pre 
vented profits, it was contended that, 
after an extensive and costly de- 
velopment period, the process had, 
just prior to the tire, been perfected 
to the extent that it could be cashed 
in upon through greatly increased 
volume and profitable sales. 

The adjusters, after consulting 


competent experts in the aluminum 


INSURANCE 


TO FIT THE NEED 


When you sell them 


COMPREHENSIVE 
LIABILITY 


their protection 
is complete 


f Any client of yours, who is de- 
pending on insurance vou have 
recommended for his business, 
would have legitimate cause tor 
complaint if he were caught 
without needed protection. For 
your protection, as well as his, 
why not recommend Compre- 
hensive Liability and be safe? 


f Selling the idea of Comprehen- 
sive coverage is simple enough. 
Fitting the policy to a specific 
risk may take some experience. 
That's where the help of “Shelby” 
fieldmen often proves valuable 
to their agents. Because that 
kind of service has long been the 
keynote of the “Shelby” produc- 
tion program, agents and. their 
clients have less to worry about 
these days. 


INSURANCE COMPANY 
SHELBY, OHIO 


NON-ASSESSABLE 
FIRE & CASUALTY 


business, one of whom had to be 
brought from the opposite Coast, 


and obtaining accounting and legal 
advice, arrived at a figure of $80,000 
as the loss 


amount of 
Following an 


sustained, 
examination under 


oath, and somewhat 


extended 
negotiation, the claim was. settled 
for $110,000. 

manufacturer of 
powered electric generators with no 
substantial profit experience had, 
just prior to a fire which destroyed 
its plant, completed a change in its 
production line intended to double 
its production, Proofs of claim were 
presented predicting tremendously 
increased income with lessened ex- 
for the period. 
Prompt and aggressive action by the 


gasoline- 


pense suspension 
adjuster, in obtaining controverting 
evidence from those experienced inl 
manufacturing similar articles, re- 
sulted in an equitable settlement, 


Potential Danger 


Where a large amount of coverage 
is involved, claims of this nature 
always have potential danger. The 
obvious the com- 
pames did not think the insured 
could make that much income, why 


argument is, if 


did they sell that much insurance. 
Why do they take the premium and 
then refuse to pay in full when there 
is a total suspension, 

The answer usually offered is that 
the insurance coverage is spread 
amongst several policies, issued by 
different companies, each of which 
has contracts for sale at a specified 
price per thousand dollars. One 
of the provisions of these contracts, 
which the Court will instruct is en- 
tirely legal and proper, is that in no 
event can the total recovery under 
all policies exceed the income which 
would otherwise have been realized 
during the suspension period. The 
individual insurance companies, in 
the absence of an investigation, the 
cost of which would make the pre- 
nium prohibitive, have no method of 
determining what this would 
The amount of insurance to be 
carried is determined by the  in- 
sured who has the legal right to buy 
as much and from as many com- 
panies as he pleases, but he takes it 
subject to the above limitation. 


be. 


The best defense is, as previously 
stated, prompt and aggressive in- 


vestigation and the procurement of 
should be 
made to secure personnel from tirms 


competent experts. 


engaged in the same business, and 
with national reputation if possible, 
to testify that such income just is 
not in the cards and give the logical 
reasons why it is not. 

Many suspensions are partial in 
that operation may continue at a 
lessened capacity or one step in a 
progressive series of processing may 
he completely stopped. Here, the 
accounting work is accentuated as 
there must be allocation of cost of 
materials, overhead, ordinary ex 
pense and income, as among the 
various stages of processing. 

Some manufacturers will run ma 
terial through a series of successive 
steps of processing in such a way 
that a market value can be estab 
lished at the end of each step. While 
for its own bookkeeping purposes, 
the owner treat the entire 
operation as a single unit, for the 


may 


purpose of ascertaining the proper 
business — interruption for 
damage or destruction to one stage, 


claim 


there must be a segregation as to 


that stage. In order to be certain 
that this is properly done, the 


services of a qualified accountant 
with basic knowledge of the cover 
age are indispensable, 


Lumber Firm 


The Pickering Lumber Company 
case affords a good example." Here, 
the insured owned a large lumber 
manufacturing plant consisting of 
a sawmill, planing mill, dry kilns, 
box factory, and similar structures. 
It also supplied the plant with logs 
cut by it from its own forest lands. 
When the box factory burned, the 
insured prepared a claim in which 
the cost of lumber to the box fae 
tory was based upon the insured’s 
own production costs thereof start 
ing from a tree in the woods, This 
had the effect of crediting the box 
factory with the profit on the entire 
operation and the insured attempted 
to justify it by contending that no 
profit was realized until the finished 
product of the box shook was sold. 

The Court, however, accepted the 
testimony of experienced account- 

6 American Ins. Co. vs 
Corp., 87 Fed. Supp. 512; 7 
U.S.D.C., No. Dist., Calif., So. Div., 


affirmed, 9th Cir. in per curiam opin., 183 Fed 
(2d) 587 


Pickering Lumber 
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ants, and the arguments of the com 
pany attorneys, in affirming the de 
cision of appraisers which had been 
to the effect that each processing step 
should be considered separately and 
that the lumber should be costed in 
to the box factory at OPA ceiling 
prices. 

Other courts have also ruled that, 
when a product has completed one 
processing, it must be charged into 
the next at its then market value ‘ 
be found 
that, while the over-all operation 


Qn occasions it may 
was making a profit, the particular 
processing suspended by the loss was 


not 


Less Profit 


Claim for business interruption 
loss alleged to have resulted from 
destruction of a lumber mill owned 
and operated by an insured, who was 
using logs from his own logging 
operation, was successfully defended 
before a Federal Court jury on the 
showing that, while he was making 
some money on the combined opera 
tion, his mill was being operated so 
inefficiently that he would have been 
money ahead if he had simply sold 
his logs at market price to other 
running them 
selling the 


mills instead — of 


through his mill and 
lumber. 
Unfortunately, 


representatives seem to fail to ree 


company 


ognize the dollar difference some of 
these seemingly routine accounting 
make in_ the 
It is 
relatively easy for an adjuster to 


determinations can 


amount of the loss payments 
turn an accountant loose to check 
an insured’s records, in collabora 
tion with the insured’s accountants, 
and accept the result without much 
inquiry as to the exact work done 
or the theory followed. It 
easy for an accountant, 
not both thoroughly understand the 


is also 


W ho does 


7°The evidence shows that, although this 
gasoline was used as a blending fluid in the 
processing of high octane products, it was also 
adaptable for commercial use and was sold in 
great quantities as a finished product. The manu 
facturer’s profit is realized as, if and when its 
products are manufactured and not when such 
products are sold, and such profit is ascertained 
on the basis of the prevailing market prices when 
the products are manufactured. * * * 

If the insured had been required to purchase 
this necessary blending fluid on the open market 
for the purpose of operating the refinery in 
its crippled condition, its purchase price would 
have been properly includable in the cost of 
production, and because it was furnished out 
of its own reserve stock does not change or alter 
its value in determining the cost of production.” 
National Union Fire Ins. Co. vs Anderson 
Prichard Oil Corp., 141 Fed. (2d) 433: 5 CCH 
FRC 115; U.S.C.C.A., 10th Cir., 1944 
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Famous in 
Insuranee Cireles 


Wherever insurance men gather the Insurance 


Exchange Building is well known as the great hub of 


midwestern insurance. Logically, therefore, this key 


location deserves the first consideration of firms 
and individuals in insurance and allied lines seeking 


Chicago office space. Your inquiries are invited. 


INSURANCE EXCHANGE BUILDING 


Chicago’s Largest Office Building 


America’s Greatest Insurance Building 


L. J. SHERIDAN & CO. 


Management Agent 
175 WEST JACKSON BOULEVARD, CHICAGO 6 
Telephone WAbash 2-0756 


policy coverage and remain con 
stantly alert to the necessary ele 
ments to be ascertained, either to 
overlook or misapply items which 
will materially affect the amount of 
recovery, 

On large involved claims there 
should be close liaison and constant 
collaboration between the account- 
ant, the adjuster, and the company 
attorney, with the attorney acting 
purely in an advisory capacity un- 
less and until the negotiations reach 
a stage where the insured calls in 
his own counsel or ‘active participa 
tion wise for other 


seems some 


reason, 


\ complhi ating 


and often mis 
understood 


factor is that certain 
losses of income which the insured 
may suffer as a result of suspension 
caused by an insured hazard are be 


yond the scope of the coverage, 


that 
is restricted to loss of income which 


One limitation is recovery 
would otherwise have been earned 
during the suspension period, 

In perhaps the majority of cases, 
and particularly with reference to 
firms selling in a highly competitive 
market, there is a substantial addi 
tional but uninsured loss consisting 


ntinued or 
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of the Month 


QUESTION 8 

The Em Tee Pen Company manu- 
factures ball point pens. Many of 
the Group II employees are semi- 
skilled workers and require six to 
eight weeks of special training to 
become proficient in their jobs. The 
plant and its machinery could be 
replaced in a matter of five or six 
months and raw stock is readily ob- 
tainable. The company owns its 
machinery but rents the factory 
building. Operations are steady, no 
increase or decrease expected. Their 
books for the past fiscal year show: 


State & federal taxes ......... 75,000 
Rental cost of building which is 
subject to abatement in the event 


of an extensive fire damage ... 40,000 
Cost of raw materials used .... 360,000 
Salaries of executives and key 

Stockholders dividends ........ 50,000 
Heat, light and power under 


The 80% co-insurance fire rate on 
the building is .50. Business inter- 
ruption Form 2 has a rate of 77% 
of the 80% co-insurance building 
rate for Item I. 

The rate for Item II is figured as 
follows : 

Length of time for 
which payroll 
is covered 


Percentage or 
Item] rate 
to be used 


90 days 150 
120 days 125 
150 days 110 
180 days 100 


The rate for Business Interrup- 
tion Form 4 (Gross Earnings) is 
determined as follows: 

50% co-insurance....100% of the 
80% co-insurance building rate 


48 


PART II 


60% co-insurance.... 90% of the 
80% co-insurance building rate 
70% _ co-insurance 82% of the 
80% co-insurance building rate 
80% co-insurance.... 75% of the 
80% co-insurance building rate 
Which form of business interrup- 
tion insurance would you recom- 
mend? Explain why you recom- 
mend the form you do, indicate how 
much insurance should be purchased 
and show annual premium. 


Answer 
Premium 
Under Form # 2—Item I — $280,000 $1,078 
Under Form # 2—Item II— 100,000 385 
(180 days) $1,463 
Under Form #4— $00,000 $1,500 


I would in this instance recom- 
mend Form 2 as assured has greater 
coverage and cheaper cost. 


Working Figures 


Net Sales $960,000 
Cost of raw material $360,000 
Group II—payroll 250,000 610,000 
$350,000 
50 80% 
.3850 rate computation $280,000. 
Item #1 


385 
Premium 280,000 Item I Premium $1,078 


30800 Premium 
770 Computation 


$1,078.00 
Group I1—Payroll $250,000 
Six months— 125,000 
80% 


$100,000 
385 Item 11 Item # II—$85 


100,000 Premium 


$385.00 Computation Annual $1,463 
Gross Earnings 
Sales $960.000 
Raw material $60,000 


“$600,000 
Need $340,000— 6 months 
.0050 Gnoss Earnings Form 4 
Premium computation 
Premium—$1,500 $1,500.00 


The following questions and selected answers are taken from the final 
examination given the students of the Fire Insurance Contracts course 
of the Night School of Insurance, of the Insurance Society of N. Y. 


QUESTION 9 


Mr. Johnson’s five-story ordinary 
brick mercantile building is located 
in a congested section of the city. 
The City Building Code requires 
that in the event of serious damage 
to the building, it be replaced with 
a fire resistive structure. The 
present actual cash value of the ex- 
isting building is $50,000 and its 
replacement cost is $80,000. Mr. 
Johnson has had the foresight to get 
an estimate from a builder on re- 
placing the building with a fire- 
resistive structure and that estimate 
is $125,000. 

What would be the best possible 
coverage for this situation? Mr. 
Johnson is interested in fire insur- 
ance only and your proposal to him 
should be specific as to amounts of 
insurance, cOo-insurance percentages 
to be used and the name of such 
forms as you believe he should have. 


Answer 


I would recommend that he carry 
mercantile form policy with replace- 
ment cost endorsement in the 
amount of $80,000 with 100% coin- 
surance clause. To this should be 
added a demolition endorsement. A 
separate increase cost of construc- 
tion policy in the amount of $45,- 
000 with 100% coinsurance clause 
should be bought. 


QUESTION 10 


Following are five clauses. Identify 
one of the forms in which the clause 
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appears and give an example of its 
application, 


(a) Electrical apparatus clause 


(b) Debris removal clause 


(c) Full reporting clause 
(d) Expense to reduce loss clause 


(e) $2,500 waiver clause 
Answer 


(a) #859 P—company is not liable 
for any loss resulting from any elec- 
trical injury to appliances from 
artificial causes such as short circuit 
in iron or vacuum cleaner. 

(b) #849—Covers removal of 
debris occasioned by peril. If furni- 
ture in a home is badly burned the 
labor cost of removing same from 
the home is paid. 

(c) Multiple location 10. This 
means that if assured has failed to 
file a full report, the company will 
pay only that proportion of loss that 


the amount last reported, less 
specific, bears to total values which 
should have been reported, 
specific. Example: 

If reported $100,000 (less 
specific if any ) 
Should have reported 200,000 (less 
specific if any) 


less 


Loss Pays 
x $50,000—$25,000 
Specifle insurance would be primary 
and blanket the 
example. 
(d) 
will 


excess in above 
Rent form No. 1. Company 
pay for any expense which 
helps reduce loss provided expense 
does not exceed the reduction. 
Example: Over-time to make apart- 
ment tenantable. 

(e) No. 859. This means if value 
of household furniture does not ex- 
ceed $2,500, the application of coin- 
surance to waived. 
Example: 
Amount of 


Value 


contents 1s 


$1,000 

2,500 
Pays 

x $1,000—$1,000 


insurance 


JOSS 


STATE INSURANCE CODES 


THE LEGISLATIVE steering commit- 
tee of the Florida State Insurance 
Commission considered a_ rough 
draft of a new insurance code for 
the state at a meeting held July 8 
11. The revisions, which have been 
developed over almost a year, will 
be submitted to the 1959 Legisla- 
ture, 

A series of meetings are being 
held this month on the proposed new 
insurance code for Montana. The 
new code, which embraces all lines 
of insurance, will bring up-to-date 
the state’s insurance laws, some of 
which date back to 1895. After any 
revisions which may result from the 
hearings, the code will be submitted 
to the Legislature. 

In September, the Alabama legis- 
lative committee on insurance will 
conduct hearings on that state’s new 
code of insurance laws. Some of 
the provisions are: a lifetime license 
for agents and stricter financial re- 
quirements for insurance companies. 
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Washington, D.C. 
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Norfolk, Virginia 
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JUNG HOTEL 


Coe enough for blankets every 
night, Hotel Mountain Lake is ideal for family 
relaxation. Located in the picturesque mountains of 
Virginia, there is swimming, fishing, golfing, sailing, 
horseback riding and the quiet peace of the great 
outdoors to enjoy. Colorful private cottages or 
fine hotel accommodations to choose from. 
Reasonable rates—American Plan. Opening 

date June Ist through Sept. 15th. 
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New Orleans DO oo 

pe New Orleans 
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a good example of effective 


Each week Nationwide reaches 


2, million homes through the popular family 


TV show, MAMA...each week Byron Carlson pre-sells 


these prospects...each week Nationwide 


MAMA traditional family favorite of 
millions. Nationwide sponsors Mama 
(played by Peggy Wood) on TV, in 36 
leading cities wherever Nationwide 
agents are located...wherever Nationwide 


policies are sold 


Interested ina 
career with NATIONWIDE? 


Contact: D. W. Jeffers, V. P. 
Office of Sales 
Nationwide Insurance 
246 North High Street 
Columbus 16, Ohio 


agents reap the benefits. 


BYRON CARLSON — the “voice of 
Nationwide”’ 
Whether the subject is our new Century 


auto policy or our new Family Policy... 
announcer Carlson always does an eflec- 


tive pre-selling job. 


ER 


on the MAMA show. 


NATIONWIDE AGENT — the man 
who represents Nationwide and its pow- 
erful multiple-line. With Mama and 
Cartson working with him, his prospects 
are better informed, his selling is made 
that much easier. 


ATIONWIDE 


v 
7% peo? 


NATIONWIDE MUTUAL INSURANCE COMPANY + NATIONWIDE MUTUAL FIRE INSURANCE COMPANY > NATIONWIDE LIFE INSURANCE COMPANY + home office: Columbus, Ohio 
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office efficiency 


INSERTING-MAILING MACHINE 


All mailing steps from initial paper 
gathering right to the mail bag have been 
integrated into one automatic, continuous, 
labor-saving operation by Office Dynamics 
Corp. The unit provides for paper gather- 
ing (feeding-collating), folding, nesting, in- 
serting, sealing, counting, error detection- 
correction, postal metering or indicia im- 
printing, and stacking and delivery to mail 
bag in a single, synchronized, one-person 
operation at adjustable speeds up to six 
thousand completed envelopes per hour. 
Folding and nesting can be omitted en- 
tirely or by-passed, and the unit can be 
used independently as a folder or as a 
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folder and nester, preparing inserts for 
later insertion. Although the machine is 
automatic, manual feed positions are pro- 
vided for feeding varying numbers of both 
sheets and enclosures in automatic or 
semi-automatic operation. It is designed to 
handle all the most commonly used sizes 
and types of commercial and official en 
velopes and sheets up to 9” by 14”. Es- 
sentially mechanical, it is self-contained, 
precision built and sturdy with cast alumi- 
num frames, and is said to be scientifically 
engineered for stress and strain and long 
life. No lubrication is required since life- 
time prelubricated ball bearings are used 
as are advanced wear-resistant plastic 
gears, resulting in low noise level and 
less than one horsepower at 110 volts 
standard wall outlets) power consump- 
tion. The machine requires only two feet 
by four feet of floor space (exclusive of 
postage and conveyor units) and has rub- 
ber tire casters for mobility. 


AUTOMATIC BOOKLET MAKER 

A fully automatic machine that con- 
verts flat printed sheets into complete 
booklets in a single operation, has been 
developed by the J. Curry Mendes Corp. 
The following features are claimed: up 
to 48,000 pickups per hour (depending on 
model); collates, jogs, stitches and folds 
in one operation; can produce up to forty- 
eight page booklets; collates different 
colors and weights of paper at the same 
time; variable speeds by means of special 
control. Finished in gray hammerloid 
baked-on enamel, it is available in four, 
eight and twelve station models. The 
unit is especially suitable to insurance 
company home and regional offices where 
there is need for high speed paper gather- 
ing or booklet making. 


SIDE FILING 


This all-steel filing cabinet, 
away Metal Products Corp., has three 
shelves, hand-adjustable steel dividers 
and is available with or without retracta- 
ble doors. It requires only thirty inches 
of aisle room, and when its doors are 
retracted, all folder edges can be easily 
seen. Both the top of the file and the 
upper door are at work height. Available 
in Mist Green, Desert Tan and Office Gray; 
measures 36” wide x 41'2” high x 14” 
deep and is said to have a filing copacity 
of 106”. 


from Rock- 


MODERN CHAIRS 


A new, 
posed of 


contemporary-styled line com- 
executive, secretarial posture, 
institutional, reception room and office side 
chairs, is being offered by Steelcase, Inc. 
The executive and secretarial chairs fea- 
ture scuff-proof swivel bases. Several of 
the chairs in the line have solid walnut 
arms covered with walnut-grained Formica. 
All chairs in the new group, with the ex- 
ception of secretarial and cafeteria chairs, 
have spring seats and thick polyfoam 
backs. A variety of finishes and upholstery 
materials is available. 
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When should 
you retire a 
typewriter... 


That depends upon your business offers a battery of engineering and 
requirements. convenience features you can’t match. 

Today’s faster pace calls for peak For your own information, find out 
typing production, faultless reproduc- how the new Royal Electric fits into 
tion and above all, typewriters that 
respond quickly, quietly. Specifically 
—the modern typewriter must enable 
the secretary to produce more and 
better work with a minimum of effort. stration and free trial. You'll be sur- » 

You get all this from the incredible —_ prised how much your old typewriters ROYAL electric 
new Royal Electric—plus a whole lot are worth in trade—how little it costs 
more. For this remarkable machine to switch to Royal Electrics. 


your typing picture. Once you do, we 
think you'll decide to retire some of 
your outdated typewriters. 


Call your Royal man for a demon- 


A product of Royal Me Bee Corporation, 


world’s largest manufacturer of typewriter 


ONLY THE ROYAL ELECTRIC HAS TWIN-PAK, THE 


INSTANT-CHANGING RIBBON THAT FINGERS NEVER TOUCH 
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AND GET THAT NEW ROYAL ELECTRIC? 


Whether it’s for ledgers or for 

thographing for seores of other 

uses “ekoosa makes a paper for every 
business and for almost every business 
requrement. Are you using Nekoosa Papers 
now? If not, diseover for yourself why they 

are among the largest selling papers in America. 


Nekoosa Bond 
Nekoosa Ledger 
Nekcosa Duplicator 
Nekcosa Mimeo 

Nekoosa Manifoid 

Nekoosa Offset 

_ Nekoosa Fax 

Nekoosa Opaque 
Nekoosa Master-Lucent and 
companion ARDOR Papers 


NEKOOSA-EDWARDS PAPER COMPANY 
Port Edwards, Wisconsin 


Mills ef Port Edwards and Nekeosa, Wisconsin, 
dam, New York. 
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GUY FERGASON 


Communications 


HE BUSINESS VOCABULARY con- 
words which are fre- 
quently used, but little understood, 
or we might say, are understood only 
in general terms. One such word 
is communications. The dictionary 
gives this meaning 
words, letters, or 


“intercourse by 
inter- 
opinions.” 


messages ; 
change of thoughts or 
We think of communications as the 
impartation of information or the 
exchange of opinions. This is the 
conventional meaning as it applies 
In business, 
the word communication has many 


to everyday situations. 


meanings and is used to cover in- 
numerable situations. Even after 
we have discovered and discussed 
the various methods of communica- 
tion, we still have the problem of 
adequacy of communications as it 
relates to 
relations. 

Last month we discussed public 
relations with the implication that 
friendly response and the imparta- 
tion of information is an essential 
ingredient to recognition—we 
ognize the importance of public 
opinion when we engage in public 
relations activities. Likewise we 
recognize the importance of the in- 
dividual when we communicate with 
him; otherwise communications 
would be limited to directives or 
commands. 

The areas of communications are 
many and varied, and the method is 
no more important than the implica- 
tions or intentions of communica- 
tion. As a summary, we present 
the following detailed outline of 
method and purpose of communica- 
tions by their important areas of 
coverage : 


motivations and human 


rec- 


(Continued on the next page) 
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2. To give information. Cc. 


Oral communications (into organization from management). 
Purpose Method 


1. To give instructions, directions, A. 
explanations, and cominands, B. 


Group meetings 

Personal conference. 

On-the-job contacts. 

1). Public address systems (usually 
for group). 


2. To give explanations. € 
3. To impart information. 
4. To seek data. 
I. Dictating machine reproductions 
(for salesmen, especially ) 
F. “Grape-vine” (directed gossip). 
Oral communications (from organization to management ). 


1. To make requests, ask questions, 


A. Personal conference, 
3. On-the-job contacts. 

Union representation. 
“Grape-vine” (it 


and state grievances. I 
2. To give explanations, or make C. 
suggestions, or give information, D works up as 
well as down). 


EK. Committees (employees ). 
Written communications (into organization). 


1. To state policy and define pro- A. 
cedures. 


General letters (group). 

B. Personal letters (individual). 
2. To impart information. c. 

5: ko give instructions, directions, 


Policy manuals, employees’ man- 

uals, 

explanations and commands, D. Bulletins—(circulated or put on 
bulletin board ). 
E. Public through 
papers, trade-journals, ete. 


releases news- 


IV’ritten communications (to management). 


1. To make requests, ask questions <A. 
or state grievances. 


Personal letters. 

B. Union representatives. 
Reports—regular and special. 
D. Questionnaires 
ment ). 

E. Forms. 


(from manage- 


F. Committees (employees ). 


Communications at same level (horizontal). 
Meetings, letters, personal contacts, grape-vine, reports, on-the-job con- 
tacts are used in horizontal communications. 
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booklets 


P315—The Home Secretariat 


This booklet, second in a series entitled 
The Second R, is aimed at the distaff side. 
Emphasis is on the achievement of a warm, 
personal effect in correspondence, and many 
of the suggestions are applicable to busi- 
ness situations. For instance: write promptly 
while the ideas or reactions are spontaneous; 
wr.te as you would speak for a less stilted 
result; take the trouble to spell correctly; 
never write in anger, depression, remorse or 
revenge. In addition, the smart beige and 
white pages provide broad, general guidance 
to contemporary social correspondence, in- 
cluding formal and informal styles of send- 
ing and answering invitations, congratula- 
tions, condolences, thank you notes, intro- 
ductions, announcements, and even apolo- 
aies. The first in the series appeared in last 
nonth's Booklet section as P312. 


P316—Writing Out Loud 


This hintful handbook for dictators, as it 
is subtitled, begins with the dictator's ten 
commandments and elaborates upon them 
for 32 mirthfully illustrated pages. Among 
some of the succinct points are: business-ese 
is a dead language—bury it; disagree with- 
out being disagreable; air your worries on 
the dictation machine—works better than a 
tranquilizer; talk as you think—what could 
you say if you were face-to-face?; you won't 
be there when your letter is read so be 
complete; you have to get rid of your cor- 
respondence file anyway—why not do it 
efficiently?; want to stop mumbling?—listen 
to yourself. 


P317—Retirement Planning 


Executives concerned with the problems 
of conditioning employees to the idea of 
retirement and insurance men involved in 
fund and pension plans, will be interested 
in a new booklet, "A Preview of the Leisure 
Years.’ Designed for distribution to men 
and women fifty or more years of age; it 
helpfully explores such subjects as general 
attitudes toward retirement, the importance 
of developing potentially useful activities, 
financial planning for the future, Social 
Security, the protection of health, where to 
live in retirement, travel, etc. Better em- 
ployee moral and increased productivity are 
among the advantages claimed. 
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Communications—Continued 


Two-way communications im 
prove when the superficial barriers 
which distinguish one employee 
group from another, disappear. The 
so-called executive floor is rapidly 
being done away with in larger com 
panies. The reason that communi 
cation in small to medium size com 
panies 1s good is due to the close 
proximity of the employees to man 
agement so that actions are known 
to t 


he empl VEees, 


Cohesive Organization 


When management moves out of 
Its isolated and detached area and 
is decentralized to the working areas 
adjacent to the employees whom 
they supervise, communications im 
prove. 

When management and the em 
plovees share the same lunch room, 
eat the same food, sit at the same 
tables, a cohesiveness of organiza 
tion is the result. Communications 
become more natural and better un 
derstood. Class or group distinetions 
are not conducive to good communi 
cations. The respect which em 


plovees have for management does 


not come from the aloofness or isola 
tion of management. Conversely, 
when management is closer to. the 
employees, there is no diminution of 
respect by right of proximity—aif 
respect is lacking, it is the result of 
‘r things and other conditions. 

he artificial status of manage 
ment cannot be maintained except 
by artificial means which fools no 
one except management. The em 
plovees should have the right of 
eXpression on those things which 
atfect their status. This is no abro 
gation of management responsi 
bilities—-it 1s communications at 
work. Ordinarily we look to the 
departmental or section manager to 
seek out and resolve complaints, 
gripes and grievances. To accom 
plish this, supervision must be alert 
\ personnel 


conference held in Chicago in 


as well as available. 


September, 1957, included, among 
other things, that there are too many 
ves men in management. “Two-way 
communications anticipate a_ free 
(but diplomatic) expression — of 
opinion. Forced consent convinces 
no one, and the back-lash to agree 


ment, induced by fear or need for 


compliance, is a smoldering resent- 
ment. 

The right of expression is a 
precedent to coordinated action, We 
may be able to stifle expression, but 
we cannot stop opinion, Contrary 
to the view of some, the opportunity 
to communicate does not complicate 
cooperation, There is a great differ 
ence between disagreement on 
principles and procedures their 
formulative state and support of the 
principles and procedures after their 
formulation by management. Only 
the mimature will pout and drag his 
heels if he does not get his way 
the socially mature person will state 
lus piece and then enthusiastically 
support 
This 1s not theory 


management's decisions. 
this is practical, 
Phe key hes in the opportunity to 
eve your opinion obviously, there 
is the assumption that management 
has an open mind and will evaluate 
the opinions of others objectively 
lf management is “holding the trial 
so the hanging will be legal,” there 
is little, if anything, gained, 
Probably some will remember the 
reports that made the newspapers 
and trade journals in) September, 
1957, about subliminal projection in 
which advertisements were flashed 
ola movie screen every five seconds 
during the feature film. These ads 
were invisible to the conscious mind 
vision) but were visible to the sub 
conscious or subliminal comprehen 
sion. Phe impact was a stimulation 
to action as directed by the ads 
ie., drink a soft drink and eat pop 
corn (in this trial run). We mention 
this, not because it was a practical 
place in our present discussion of 
motivation and stimulation, even 
though it has interesting implica 
tions, but there seems to be an 
analogy in this reference which is 
applicable to our subject. 


Stimulation Needed 


Motivations, good and bad, need 
stimulation in order to translate 
them into action; and like our sub- 
liminal complexes, they often spring 
from urges and drives of which we 
may be unaware. At least our state 
of unawareness results from our 
failure to analyze our drives or have 
them analyzed (by others). The 
employee who wants recognition 
the employee who wants to be part 
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SPACE-SAVING EQUIPMENT OFFERS FIVE SPECIALLY DESIGNED FILING SYSTEMS! 


Five specially designed filing systems. tailored to meet the 


lo get full details on this efhcient, high-speed, money-saving 


specific complex needs of voluminous insurance files — used method which is proving such a boon to both ha 


hic 
with the finest Divider Ivpe Shelving available —are making small insurance organizations, send the coupon 
filing operations most ethcient, at lowest cost lor all types of 


Mmsurance 


Terminal Digit or Middle Digit Systems are desiened for 

efhcient filing of dailies — Straight Numernec tor filing ol 

applications— Tiiple Check is a new high-speed 

method of filing by name —and Alphabetic is adapted to Room 1810, 315 Fourth Avenue 
general filing. These systems also hold misfiling to a mini 
mum with exclusive file folder marking techniques 


Open-Shelf Filing systems offer many advantages. Actual NAME & TITLI 
studies of one large insurance Company's installation showed 
that without sacrificing filing efliciency, Shelf Filing is 5) 
faster finding, 43°, faster filing. And that’s only part of the ADDRESS 
story. This method sai up to 350 of floor spa 
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50°), of the cost of conventional filing cabinets! 
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Communications—from page 56 


of the team—the employee who 
wants to make a serious contribution 
to his job—he feels frustrated in the 
atmosphere where he follows orders 
and is not permitted or expected to 
voice an opinion. 

The opportunity of two-way com- 
munications between employees and 
management and among manage- 
ment is the stimulation that pro- 


THE 
BIG 


IN FINE PAPERS 


| 
| 


for every insurance 
company use 


Six great Rising papers meet the 
complete communications needs 
of the insurance business. 
Rising’s reputation for consistent, 
specially fine quality...order after 
order...has already made “THE 
BIG 6” staple papers with many 
insurance companies and other 
major “paper’”’ businesses. Write 
for free samples of “THE BIG 6” 
in fine papers. 


Rising PARCHMENT, 100% C.F.*, 
for letterheads, policy paper, etc. 


Rising No. 1 INDEX, 100% C.F., 
with outstanding permanence, for 
record cards. 


Rising BOND, 25% C.F., for letter- 
heads and interoffice communi- 
cations. 


Rising LINE MARQUE, 25% C.F., 
distinctive laid antique surface, 
for letterheads. 


Rising WINSTED, for direct mail 
and interoffice communications. 


Rising WINSTED GLO-BRITE. 
Bright, bright white, for direct 
mail and cut cards. 

*Cotton Fiber 


PAPERS 


RISING PAPER COMPANY 
HOUSATONIC, MASSACHUSETTS 


vides personal satisfaction for the 
motivations. This total subject of 
motivation is much like the optical 
illusion—it can appear different 
from various angles. It is so simple 
that it appears complex, and any dis- 
cussion of the subject either makes 
sense to some or becomes a jumbled 
use of words and phrases that sound 
good but mean little. 

The commonplace and accepted 

practices of industrial management 
are successful because of communi- 
cations; yet few write about them 
in this light. Most authors stress 
the techniques, and properly so, 
without emphasizing the part played 
by employees. 
Job analysis—The job analysis can 
be made by professional analysts 
under the conference plan by which 
the analyst asks questions of the 
employee, and from the answers, 
makes the analysis and determines 
duties. The employee makes no 
major contribution, nor does he par- 
ticipate in the study. 

Applying the principle of com- 
munications, the employee should 
participate in the study by analyzing 
his own job, under management's 
directions, being encouraged to point 
out and discuss the problems of per- 
formance, suggestions for improve- 
ment (i.e., methods) and to talk 
about all matters which to the em- 
ployee are important. The profes- 
sional analyst will take less time in 
his study, but the incentive of dis- 
cussion will produce the best results. 
Work simplification—The profes- 
sional can develop more short-cuts 
in work methods in one hour than 
the amateur can in one day. The 
professional will analyze the work 
flow, working arrangements and 
methods—the employee will be told 
what to do and how to do it. 

Work simplification studies in 
which the employees participate take 
longer—they require more direction, 
but the results are more lasting. One 
of the problems of automation 
springs from the lack of understand- 
ing which most employees have, due 
in part to the failure to communicate 
with them in respect to job security. 
3ecause the programming and the 
integration of electronic computers 
into the system is a technical sub- 
ject, usually requiring knowledge of 
the computer operation, the rank 
and file employee is ignored with the 


result that he is antagonistic to the 
changes which computers bring 
about, The motive is self-protection ; 
the answer is explanation and par- 
ticipation. 

We have said that the employees 
hold the key to successful work 
simplification. They need technical 
guidance as well as participation in 
the studies. 

Employment procedures—Even the 
commonplace employment interview 
depends, for its successful con- 
clusion, on two-way communication 
in which the applicant and manage- 
ment exchange information. The 
success of the introduction, in- 
doctrination, and follow-up of the 
new employee rests on communica- 
tion, 

Operating manuals—The initial de- 
velopment and subsequent revision 
of operating manuals are based to a 
large degree upon the extent of em- 
ployee communication in which the 
employee voices his opinion as to the 
contents. And we could continue 
down the list of activities which de- 
pend on employee communications. 


Unionization 


There is one area which should 
he further explored before closing 
the lid on the subject—i.e., unioniza- 
tion. 

To generalize too freely on a sub- 
ject bears the risk of misinterpreta- 
tion. When it is said that unioniza- 
tion often results from the failure to 
communicate with the employees in 
those areas which are properly the 
subject of discussion, we are gen- 
eralizing in that we are not implying 
that communications as a manage- 
ment activity will obviate the need 
for unions. We are merely giving 
voice to our observations that the 
lack of communications in the face 
of the need to communicate will 
facilitate the organization activities. 
People are by nature and impulse, 
vocal. The clique is nothing more 
than a defensive maneuver by those 
who otherwise fail to be accepted as 
one of the crowd and who establish 
their own special group. When com- 
panies tell the employees what is 
going on—when employees feel that 
they are in-the-know, they need not 
look elsewhere in order to satisfy 
their motivations and urges. 
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modern accounting theory, practice & procedure 


Life... Casualty ... Fire... Accident & Health 
INSURANCE ACCOUNTING AND STATISTICAL ASSOCIATION 


Converting to Punched Cards 


CHARLIE ANDREW 
Jefferson Standard Life Insurance 
Company 


Y COMPANY has approximately 
loans totaling over 
$230,000,000. 99% are paid quar- 
terly and the other 1% are annual, 
semi-annual, or monthly. We mail 
notices on all loans and all collections 
are handled in the home office. 

Formerly, a large ledger card and 
an addressograph plate were main- 
tained for each loan. The ledger 
cards were maintained in state order 
by major classification for ease in 
preparing annual statement  statis- 
tics and figures. The addressograph 
plates were maintained in state order 
by billing groups. Several days prior 
to billing each month, a clerk would 
manually select the ledger cards for 
loans to be billed and, using a desk 
calculator, figure the interest due. 
Another clerk would double-check 
this operation for accuracy. The 
amount of interest to be billed was 
written on the ledger card in pencil. 
After billing, this figure had to be 
erased to clear the card for the next 
billing. Continuous form notices 
were prepared from the addresso- 
graph plates. 

With the ledger cards and notices 
in the the notices 
were completed by bookkeeping ma- 
chine with the curtailment, interest, 
and total due amounts. These notices 
consisted of three parts: 


same sequence, 


notice, re- 
ceipt, and second notice. As col- 
lections were made, receipts were 
mailed daily and reports were dated 
twice a week. Posting of payments 
was made by bookkeeping machine 
to the ledger cards. When certain 
accounting and statistics 
were required, it was necessary to 


figures 
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add from the The 
amount of information available was 


very limited. 


ledger cards. 


Under the new system, two major 
punched card files have been set up: 
the mortgage loan statistical file, and 
the name and address file. Both files 
are maintained in loan number order 
by billing group (22 groups). Each 
month just prior to the 15th, the 
statistical cards for the following 
month’s billing are selected from the 
file. Billing alteration cards for 
the same month are merged with the 
statistical cards. These alteration 
cards may change a billing either 
plus or minus on curtailment or 
interest due to a previous late pay- 
ment, waived curtailment, increased 
curtailment, or interest not due. The 
file is then passed through a 650. 
This mortgage loan billing program 
performs a file edit, calculates the 
interest, punches a billing card, and 
“call out” card 
for each loan that is about to pay off. 
This pay off information is sent to 


punches special 


our mortgage loan service division 
where requests for billing alterations 
for the next billing are prepared 
when the last payment is irregular. 


Merger 


The billing cards are then merged 
with the 
and the mortgage loan notices are 
prepared on a 407. These notices 
consist of four parts: the notice and 
record of payment, the second notice, 
and the control stub. The billing 
cards become the due and unpaid 
file. During the conversion, it was 
decided to go to record of payment 
and eliminate sending receipts. This 
has worked out very well. The no- 
tices and records of payment are 
mailed daily by the mortgage loan 


name and address cards 


service division about fifteen days 
before due date. 

Each day, a stub report of collec 
tions and other transactions is pre 
pared in the mortgage loan service 
division. This stub report, 
with a control sheet, is sent to the 


along 


tabulating division where the due 
and unpaid cards are pulled. The 
statistical card for each loan involved 
is also pulled. The cards are com- 
bined and a collection report is pre 
pared. A statistical card is 
updated and punched by summary 
punch. 


new 
These new statistical cards 
contain the new principal balance 
and are returned to file. This makes 
our statistical file up to date each 
day. The collection report is used 
to transfer post to the ledger card 
each day. By maintaining this up-to- 
date ledger card, we feel that it can 
be used for confirming balances in- 
stead of the punched card files. The 
collection and transaction cards are 
stored for the months; and at the 
end of each month are used to pre- 
pare summaries of loan 
activity and interest collections. 
At the end of each month, the 
entire statistical file is passed 
through the 650 for a trial balance 
and statistics. The program edits 
and distributes the number of loans, 
principal 


mortgage 


balances, and appraisal 
values by classification groups by 
states. Control cards by loan number 
groups are also punched out. Should 
the file ever get out of balance, these 
control cards would be used to lo- 
cate error. The 650 also searches 
for and punches out locator cards 
for all loans 


date six 


with an information 
months off. These loan 
numbers are referred to the mort- 
gage loan service division for han- 
(Continued on the 


\ next page} 


Craftsmanship and Cotton Fiber 
Make the Obvious Difference in 


WESTON BOND 


Character that catches the eve... a crisp, convincing 
feel that commands attention . . . sparkling brightness 
that makes vour letters stand out—these are good quali- 
ties to have in your company letterhead and _ policies. 

In Weston Bonp you get them to the highest degree 
because Weston Bonp is made with cotton fiber, na 
ture’s finest papermaking material. 

\sk vour printer to use Weston Bonp on your next lot 
of letterheads or policies. He has it in white, colors, 
white opaque, litho finish and envelopes to match. Or 
write for a sample book and make your own Comparison. 


Address Dept. BE. 


BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 
DALTON, MASSACHUSETTS 


WESTON BOND 


Cotton Fiber Quality Letterhead and Policy Paper 


COTTON FIBER BONDS «+ LEDGERS +* MACHINE POSTING LEDGERS + INDEX BRISTOLS 
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dling. [tis possible, at the end of any 
month, to furmish the following re 
ports: 

1. Total amount of interest collected, 
2. Principal debits and credits by 
type. 

3. List of new loans 

t+, New loans by interest rate, ter 
ritory, classification, and amount 
brackets. 

5. Accrued interest amount to date, 


6. Number of loans, principal bal 


ance, and appratsal value by class 


~ 
/ 


roup by state. 
List of loans over $250,000, 
Trial balance by control groups 


\fter a feasibility study was made, 
it was decided to make the conver 
SION Card and paper forms were 
designed and ordered, Conversion 
code sheets were designe | and multi 
lithed. Codes were established and 
a code book was prepared. It was 
decided to convert one small state 
and operate on a pilot basis for 
about two months to iron out bues 
in the system before making the 
complete conversion, This was done 
and great care was taken to prove 
out the new svstem. 

for the complete conversion, we 
decided to fill out) duplicate code 
sheets for every item to be punched 
in the statistical card. The white 
code was completed by one person, 
using the mortgage loan ledger 
cards and the code book. The green 
code sheet was completed by a dit 
ferent person, Statistical cards were 
punched from the white code sheets 
and verified from the green code 
sheets. We feel that by using such 
a method complete accuracy was ac 
complished. It has later proved that 
we were right. Impressions of the 
addressograph plates were used for 
key punching and verifying the name 
and address cards. Due and unpaid 
cards were prepared by using the 
old receipts that had not been mailed. 
\lterations for future billings were 
set up manually by examining each 
ledger card, 

The entire conversion was made 
in less than a month and only a few 
minor changes have been made to 
the system. At the end of 1957, most 
of the figures for the annual state- 
ment and reports for management 
were available very soon after Janu- 
ary 1. 
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Current literature and prices on any of the following products and services may be had without 

obligation, from selected manufacturers. We will also obtain any available information on items not listed. 

FILING CABINETS 41. Currency Trays 94. Silencer 
|. Card File 2. Desk Lamps 95. Stands 
. Fibre Board 43. LOSS PREVENTION 

. Insulated . Desk Trays 140. Buralary Alorn 
. Metal Tren 
Micro 46. 
Mobile Storage Systems 47. Name Plates 

. Open Shelf Files 48. Pen & Ink Set 

. Portable 49. Waste Basket 


. Rotary OFFICE FURNITURE 
r Conditioner 


-oOo 


CO CON 


Tne 


Ww 


8. Stencil 
133. Tabulating Card 
9. Visible 
10. Wooden 
FILING SUPPLIES 
129. Cards 
11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports Suite 46. Sc 
Billing 31, Accident Di 
. Bookkeeping Table rertising 
. Calculating 80. Wardecher 116. 
. Payroll 103. 
Tank: PAPER 130. 
. Dating Stamps 135. | 
. Envelope Sealers 121. Letterhead 
. Mail Openers 123. Led 
. Postal Meters 137. Photocopying 
. Postal Scales 92. Poli 


Lake 


. Sorters 124. 


141. Watchman's 
SERVICES 
62. Accor 
127. Fi 
64. 


3 


| 


65. 


AA 
wes 


32. 


3 


>> 


sreetin > 


?. Leather 


1er 


(Copy) 
. Time Stamp 102. Visual Policy Jackets 
MACHINES, REPRODUCING SUPPLIES, GENERAL 
25. Composing 68. Business Forms August, 1958 
26. Direct Copying 69. Duplicatir upplies 4 
27. Duplicating Best’s Insurance News 
28. a : 72. Loose Leaf S 75 Fulton St., New York 38, N. Y. 
29. Mimeograph Slip Sheet 72. a Devices 
136. Typewriter, Automatic 75. Paper Perforators 
30. Typewriter, Electric 76. 
31. Typewriter, Manual 77. Pencils . -------- No. - 


MACHINES, MISCELLANEOUS 81. Staple Removers : ee No. 
32. Addressing tone No. 
33. Checkwriting SUPPLIES, TYPEWRITER 
34. Dictating 
36. Stapling and Fastening Name... 

38. Ash Trays & Stands TELEPHONE ACCESSORIES Position 
105. Bulletin Boards 90. Cord Cover 
39. Cash Boxes 91. Holder | City 
40. Chair Cushions 92. Index 
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New York Life offers brokers a 
3-point sales-producing program! 


A COMPLETE LINE OF POLICIES 
—LIFE, A&S, GROUP! 


New York Life offers all the modern 
coverages your clients want—all at at- 
tractive commission arrangements for 
you! Included are Whole Life—now 
more popular than ever before—plus 
brand-new coverages such as: Em- 
ployee Protection Plans with Major 
Medical for 5 or more employees (avail- 
able in most states), Accident & 
Sickness plans, including non-cancel- 
lable (to age 65 or 60) Income Protec- 
tor Policies, Family Insurance and 
now the Assured Accumulator. 


ager to Serve” 


Life Insurance * Group Insurance 


HARD-HITTING NATIONAL 
ADVERTISING SUPPORT! 


Month after month. hard-working New 
York Life ads reach millions of top in- 
surance prospects who read such lead- 
ing national publications as Life, Look, 
Saturday Evening Post, Better Homes 
and Gardens, Time, Business Week— 
and Sunday newspaper magazine sec- 
tions. It’s a campaign that backs up 
your own personal selling! 


FULL-TIME SERVICE 
TO BROKERS! 


New York Life’s skilled brokerage spe- 
cialists are ready to give you all the 
product facts and selling help you need 
to clinch the sale. These are salaried 
men whose full-time job is to work with 
you. They’re located in major markets 
—ready to help you earn more com- 
mission dollars! 


Get all the facts today! Write to: 


Brokerage Division 


New York Life 


Insurance Company 


51 Madison Avenue, New York 10, N.Y. 


* Annuities * Accident & Sickness Insurance * Pension Plans 


OF 


DEAN W. MITCHELL 
Manager 
lowa Life Insurance Company 


UCH TIME, ENERGY AND TAL- 
Mis have been invested in trv- 
ing to prove which is more important 
to the policyholder, life insurance 
or the casualty and fire lines. The 
determination of that question really 
serves little purpose because in to 
day's economy both are very impor 
tant to the policyholder. 


Casualty and Fire Experience 
All 


learned in my nine years of casualty 


| know about the business | 


and fire experience with Farmers 
Insurance Group in Los Angeles, 
and ten years 
Insurance 


with Farm Bureau 
plus 
association with some well informed 


pet yple. 


Services lowa 


Farm Bureau Insurance Services 
started with the formation of our 
casualty company in 1939 writing 
automobile insurance only for Farm 
Bureau 1945, we 


company, 


members. In 
life insurance 
had a charter drive and sold over 
$20,000,000. That first year in the 
life insurance business we had over 
tive hundred part-time agents. We 
have not had that many agents since, 


formed a 


but we have consistently increased 
production so there has been some 
upgrading. In 1948, we added crop 
hail insurance and in 1953, fire in 
surance to the line. We celebrated 
our thirteenth anniversary in lowa 
Life last month with $325,000,000 of 
ordinary insurance in force. Most of 
this production was in one state 

lowa. We currently are getting 
$50,000,000 a year in lowa and 
about $6,000,000 annually out of 
Minnesota and Nebraska, which we 
recently entered. In the fire and cas- 
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Multiple Line Selling 


ualty lines, we operate in lowa only 
and we generate about $12,000,000 
of premiums annually on 230,000 
policies. 

Why did we go into multiple line 
selling to start with? Probably the 
most mportant reason was that we 
the 
Lureau members in the state 


had predetermined market 


of Lowa, largely farmers, and it did 
not take a lot of intricate calculating 
to determine with limited 
were going to have to 
cover most of their needs in the in- 


such a 
inarket: we 


surance field to maintain a reason- 
able unit marketing our 
product and at the same time provide 
a sufficient income to support full- 


cost in 


time career salesmen. It was about 
that simple. The hard economics and 


the geography made it a necessity. 


A Revolution 


Now, what happened in the evolu- 
tion of and 
term for what 
sometimes more resembled a revolu- 
tion. We had a combination of 1776 
and the Civil War all over again. 
Anyone who has tried to convert a 


our force? 


evolution is a 


agency 


nice 


casualty agency force into career 
life underwriters knows it isn't easy, 
to sa\ the least. In the first place, we 
found that about two-thirds of our 
part time casualty agents just plain 
couldn't or wouldn't write life in- 
sufficient volume to be 
acceptable in our ultimate goal of 
full-time underwriters. Interestingly 


surance in 


enough, the converse of this situa- 
tion not seem to follow. At 
least we have not had to date a suc- 
cessful life underwriter 
(by successful we mean a man who 
produces a quarter of a million a 
year, personally) who has not been 
able to market our fire and casualty 
lines in adequate volume. We have 


does 


insurance 


checked this and cross checked it to 


the extent that we are firmly con 


vinced it 1s not coincidence 


[ am not saying that the life 


insurance companies ar 


going to 
convert their million round 
table men to write ca 

lines overnight; — they weren't 
brought up that way. I'm sure they 
have the capacity but I’m just as 
sure they won't do it 


start out 


But we didn't 
with full-time career life 
underwriters. We started with part 
tume casualty and converted 
and recruited and replaced until we 
wound — up 


agents 


with multiple line 
package. 

Now you may have to go quite a 
ways In some areas to really instill 
this philosophy of spearheading life 
insurance in a casualty company 
and securing balanced multiple line 
production. We went so far as to 
completely functionalize the casualty, 
fire, hail and the life operations un 
der one Management team. 
man is in charge of all sales activi 
ties, we have a single actuarial de 
partment, a single policy service de 
partment, a single claims department 
one accounting department, one in 
vestment department, and a single 
underwriter heads up all lines—life, 
casualty, hail, and fire insurance 
We have sometimes been known as 
an agency and that is 
perhaps because we start an idea in 
the field and come back and revise 
the whole 


work. 


company 


home office to make it 


New Concept 


Going into the life insurance busi 
ness furnished us with a lot more 
than an additional line, it furnished 
us with a whole new marketing con 
cept, and the day we became part of 

(Continued 
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Multiple Line Selling 


tl | 


ment Association 


Insurance Agency Manage 


1 was the dav we got 
hold of some real live, 
ammunition that was probably a lot 
More help to us than 
older, more Mature 


companies, be- 


step by step we discovered 


that the agency management princi 
ples that had been developed in the 
life insurance industry over the 
vears applied 100% to our multiple 
line operation, and we had not been 
able to 


find approaching 


For Repeat Buyers, 
Repeat Advantages 


liring line 


some of the 


the quality of LIAMA in the fire 
and casualty business. Also we have 
direct: writing companies in all of 
our lines which | think was material 
In giving us sufficient agency con 
trol to imstall these principles in a 
relatively short period of time. 

We have kept our multiple lines 
simple because the majority of our 
market has simple needs, particu 
larly in the fire and casualty lines. 
Basically, private passenger automo- 
hile, farm trucks, general lability for 
and and ex 
tended coverage on real and personal 


farm operations fire 


4 


Pleasant surprises await the repeat buyer of Occidental 


life insurance when he adds to his program through sup 


tal riders on his original policy. (And many do!) 


uch new purchase attached to his original policy 


nts a cost advantage under our plan of “cheaper 


jozen 


He buys new coverage at lower rates 


the original policy carries an important part of 


the administrative cost load 


s why buyers with their big insurance needs still to 


fan ily 
JC 


an 


cidental plan 


or business, can profitably start — and stay 


ne more advantage of what we call “Change-Easy” 


nsurance 


ccidental Life 


INSURANCE COMPANY OF CALIFORNIA 


Home Office: Los Angeles / W.B. Stonnard, Vice President 


We pay Lifetime Renewals...they last as long as you do! 


property hail 


growing crops. 


Insurance on 


We were package salesmen in the 
casualty lines so it follows that we 
use single need package selling and 
simple programming marketing 
life insurance. Since we are firmly 
convinced any man capable of sell- 
ing a quarter million or more an- 
nually of life insurance can sell our 
other lines, we spearhead our pro 
gram with life insurance. As a re 
sult, we have been able to adopt a 
majority of the proved methods ot 
the life 
agency management, 


Insurance industry and 
We start each 
man early on the philosophy that if 
he can sell life insurance he has a 
career with us. our modest 
financing plan, a man has to issue 
$25,000 of life insurance in his first 
six weeks or he is not on the finane 
ing plan. It seems to me that while 
there is a lot of discussion, at least 
currently, about multiple line sales 
men, a close analysis indicates that 
many multiple line companies use 
separate specialists for each of thei 
specific lines of insurance. 


Two Schools of Thought 


There seem to be two general 
schools of thought in multiple line 
marketing of insurance by 
multiple line, | don’t mean the word 
of art as it grew up in the casualty 
and tive lines, but rather a combina- 
tion of personal lines of insurance 
life and accident and sickness with 
property lines—fire casualty, 
These two schools seem to be divided 
into those who use separate special- 
ists in the same agency and those who 
use one person—one single agent to 
sell all lines. Those multiple line com- 
panies who traditionally have mar- 
keted their product through general 
agencies tend to follow the specialist 
route though the same general 
agency may take care of all of the 
policvholder’s needs—two or more 
specialists within the agency will 
write the business. The direct writ- 
ers on the other hand tend to have 
one man do the whole job. 
Tradition runs very deep with 
some of the large and successful 
multiple line fire and casualty com 
panies and it is very difficult to con- 
vert either home office 
emphasis to a new baby line when 
the old areas have treated them so 


agency or 


Best's Fire and Casualty News 
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well. Some casualty people may 
question the effect on the fire and 
casualty lines by our approach of 
emphasizing life insurance, and here 


We have 


from five hundred part time agents 


is our experience. gone 
in lowa with the organization of ow 
life company in 1945 down to two 
hundred twenty-five full-time agents 
and last vear we produced in lowa 
alone our all time record in’ new 
casualty policies (except for a briet 
period the 


financial responsibility law was en 


when motor vehicle 


acted )—twenty-five thousand new 
and at the 
$50,000,000 of new 


casualty policies, 
time 


same 
over 
ordinary life issued, $65,000,000 of 
hail insurance 
$7 5.000.000) of 


business and about 


new fi 


re 
coverage 
\ith 


have 


our restricted market, we 


closed territories for our 
casualty and fire lines that consist 
of three of 
total not to 


Farm Bureau members. | 


four townships with a 
hundred 

think 

is probably true that 75% of 


exceed four 
our 
agent's life insurance business comes 
right) of 
though he is not restricted 


his closed 
to closed 
territory nor Farm Bureau member- 
ship in selling life insurance. We find 
four hundred families 
he can handle. And 
make a living? Well, we can show a 
new man who will produce $200,000 


is about all 


how can he 


of life insurance, over $7,000 income 
You 


can hire some pretty good men with 


his first year in the business. 


a prospectus like this, with complete 
office facilities and secretarial help at 
our expense, not his. 


Expense Factor 


Because of our multiple line ap- 
proach, we still are able to keep our 
expense factor on both the casualty 
and life lines well within acceptable 
limits. We started out with a 
graded 40% first vear commission in 
life with 9-4’s and last 
vear we raised this to a graded 
the first vear life with 
renewals of 15, 10, 5 and 6-1's. Over 


insurance 
50% on 


in the fire and casualty lines we pay 
30% first premium commissions with 
renewals on all business in foree in 
a closed territory. 

The casualty and fire lines are 
really an asset to the career life un 
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territory, 


derwriter because for 


once 
can use tt as a horizontal prospector — quite a list of answers, but we don’t 
and it gives him something to do really know We resently are 
while he is waiting for that evening marketing five separate and distinct 
interview besides wring his hands, lines we believe successtul. We are 
and it keeps him constantly closing, not just sure where vou reach satu 
taking out the discouraging gaps ration, but we are going to take o 
hetween sales particularly for the afew more and find out 
new man and also relieves the dis We mav not have the highest 
couraging income gaps horse power sales engine ever de 

The probing question, How veloped to date but | think we run 


manv lines can one man sell?” re; 


here Sad 
lot of 

IKE 


There's 


thane 
one thing, 


he its head 


tige... savs Broker Gere Leone of Bostar 


“There's a lot of profit in the prestige that goes with the name Prudential. 
It gives my clients confidence that | am in a position to offer them 


outstanding insurance coverage. And the prompt, personal attention 


I get from Prudential’s Brokerage Services has helped me 
tailor my client’s insurance program to his exact need.” 
The free illustrated booklet. “Profit and Prestige through 


Prudential’s Brokerage Services.” can show vou how to increase your profit 


with Life sales. Just mail the coupon today. 


You'LI 


GERALD LEONE 


LIFE INSURANCE © ANNUITIES ® SICKNESS AND ACCIDENT PROTECTION © GROUP INSURANCE © GROUP PENSIONS 


ENJOY 


AIR 


om 


POWER’ ON THI 


More, 

%, 


= 
NAME 
ADDRESS 


CITY & STATE 


THE 


PRUDENTIAL 


TWENTIETH CENTURY, SUNDAYS, 


TO: BROKERAGE SERVICE 
THE PRUDENTIAL, NEWARK 
DC Please send me a free copy of “rs 

through Prudential’s Brokerage Services 
)1T would like to know more 


age Services and h 


thout Pru 


INSLRANCE COMPANY OF 


yw they can make Life sales easier. 


AMERICA 
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Up to date coverage of the 
new “family plan" policies 


More companies covered 
for the first time 


New policies ... new rates and 
dividends ... here's just a partial 
list: 


AETNA LIFE (CONN.) — Increases Dividend 
scale approximately 9%. 

BANKERS NATIONAL (N. J.) — _ Introduces 
“KHrecutive Plan”’—(Life Paid Up at 90— 
Minimum $25,vvv. First Year Cash Value). 

BERKSHIRE (MASS.) — 1958 Dividend Scale 
increased 20% over a 


COLONIAL J.) — Introduces “Family 
insurance Pi 
CONFEDERATION (CANADA) — Introduces the 


“Commander” Policy (Life Paid Up at 90— 
Minimum $25,vvv) with a guaranteed 40% re- 
duction in premium after 20 years. 

CONNECTICUT GENERAL — Announces com- 
plete revision vi its single premium annuity pro- 
gram. The compuly now offers a contract with 
optional retirement date. 

CONTINENTAL = (DEL.) — New 
Dividend Scale fur 

CONTINENTAL ASSURANCE (ILL.) — iIn- 
creased Dividend scale ellective January 1, 1958. 

EQUITABLE — — Introduces “Family In- 
surance Plat 

JOHN HANCOCK (MASS.) — Introduces Signa- 
ture “25” (Minimum $25,000 males; $15,000 fe- 
males); 3 Year Modilied Life (Minimum $5,000). 
Family Policy; Youth Estate Builder. 

LAMAR LIFE (MISS.) — introduces “Executive 
Preferred” (Minimum $25,000). 

LINCOLN NATIONAL (IND.) — Premiums 
graded by pulicy size. Introduces ‘Preferred 


Value Policy” (Participating Life Paid up at 
95—Minimum $15,000) 

MANUFACTURERS LIFE (CANADA) — Intro- 
duces two new Par plans—Preferred L ife (Mini- 
mum $25,000) with lower rates for females than 
for males; Preferred Life at 90 (Minimum $25,- 
000). Reduces premiums on Guaranteed Maxi- 
mum Protection (Non-Par $25,000 Minimum). 
Increased Dividend Scale for 1958. 

MASSACHUSETTS MUTUAL — Now grading 
premiums according tu size of policy. For 
women—premiums, values and dividends per 
$1,000 same as fur men 3 years younger. 1958 
Dividend Scale increased 1216% over 1957. 

MUTUAL BENEFIT (N. J.) — Advupts Across the 
Board “pricing by size” rate change including 
every basic insurance plan in the company’s rate 
book. Dividend Scale increased 18.4% over 1967. 

MUTUAL OF NEW YORE — Premiums graded 
according to policy size. Introduces “Executive 
Equity” Life Paid Up at 95—Minimum $25,000. 

NEW ENGLAND LIFE (MASS.) — Increased 
Dividend Scale for 1958. Dividends will be 
graded according to policy size. 

NEW YORK LIFE — Introduces “Assured Ac- 
cumulator”’ (Endowment at 65—Minimum $10,- 
000). This plan contains four Se privileges 
that afford the policy owner flexibility in ar- 
ranging a retirement program or an insurance 
estate. 

NORTH AMERICAN (CANADA) — Now grading 
premium rates across the board. 

PILOT LIFE (N. C.) — Introduces Life Paid Up 
at 90 (Minimum $10,000). 

SECURITY MUTUAL (N. Y.) — Adopts new life 
insurance series. 

STATE MUTUAL (MASS.) — Introduces Equity 
Builder Whole Life (Minimum $25,000). Female 
Retirement Income at 62, Endowment at 62 and 
Life Paid Up at 62. ad Dividend Scale for 
Preferred Protector Pla 

WEST COAST LIFE — 1958 Dividend Scale in- 
ereased 25% over 1957. 


| 1958-A YEAR OF MAJOR 


POLICY, RATE 


ALL COMPLETELY COVERED in the NEW 


1958 COMPEND... 


for COMPANIES WRITING 98°, of ALL 
LIFE INSURANCE in FORCE! 


The NEW 1958 COMPEND—VASTLY REVISED! 


The most new policy rates and data 
available... TIC CHANGES IN THE 1958 
COMPEND ALL, PREVIOUS EDITIONS OBSOLETE! 


MORE NEW COMPANIES covered this year—in line with the 
COMPEND’S comprehensive coverage of everything im- 
portant to you! 


NEW data on every page—to keep you completely on top of 
every development in premium rates and dividends. 


MORE special policies—adding to the most complete descriptions 
of these policies available anywhere: 


""GRADING OF PREMIUMS fa TO POLICY SIZE" . . . DIVIDENDS 
SCALED UPWARD . . . PREFERENTIAL RATES FOR WOMEN IN A NUMBER 
OF COMPANIES .. . ‘FAMILY PLANS'’ INTRODUCED BY NEARLY 300 
COMPANIES . . . MANY COMPANIES SHOWING SUBSTANTIAL ADDITIONS 
TO THEIR EXHIBITS. 


The 1958 COMPEND will put you at your most effective best with 
fact-grounded, = sales approaches. It’s your 
key to successful selling . . . with more data about mos 
companies! Here’s why: 

The COMPEND has the facts you need about premium rates and 
dividend scales . . . gives you an edge as a salesman. 


The COMPEND impresses Pes client with your professional stand 
ing . . . makes your presentation impressive . . . gives it 
weight. 

The COMPEND builds your sales . . . and keeps them solid! 


The COMPEND helps prove your point in seconds . . . stands 
ready to convince tough prospects . . . to clinch a sale. 


Yes, for companies writing 98% of all business in force in the U. S. 
and Canada you have this detailed information: 


Rates, current dividends, and histories Policy analyses 
—_, paid-up, and extended Insurance Rates and values for Juveniles 
values 


Industrial and annuity premium 


Life Income settlement options Basic Tables for interest and Installment 
Year-end total business figures figures, paid-up cash values, etc. 


PLUS... 


Savings-bank life insurance 
Social Security information 
National Service Life Insurance 


All this for less than % the cost of your daily paper! 


Prices: 1 or 2 books—$4.50 ea.; 
3, 4 or 5 books—$4.27 ea. (5% discount); 
6 or more books—S4.05 ea. (10% discount). 


li 


75 Fulton _ New York 38, N.Y. 
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& DIVIDEND CHANGES 


Your CLINCHER for the 
BIG-MONEY POLICIES 


THE NEW 1958 
SETTLEMENT OPTION 


All the latest changes in — on every policy issued since 


1900 by the 120 leading companies—more information 
than the policies themselves show! (It is a statistical 
fact that there are more than 700 changes every year.) 


Complete and authoritative settlement options information 


on 98% of all life insurance outstanding in the 
United States and Canada! 


Here—in the only work of its kind in existence—is your mil- 


lion-dollar-round-table potential . . . the facts you 
must have for effective programming. And program- 
ming a the real windfalls for the truly suc- 


cessful agent. 
With SETTLEMENT OPTIONS you save time and annoy- 
ance. No need for your client’s policies . . . all the 


With 


With 


With 


use this 


terms they show and more in SETTLEMENT OP- 
TIONS. 


SETTLEMENT OPTIONS you have all the current 
options extended since the policy's date-of-issue— 
more than appear in the policy itself or in the com- 
panies’ own rate books! 


SETTLEMENT OPTIONS you put cash values to work 


for you . . . by showing prospects how they'll work 
for them. 


SETTLEMENT OPTIONS paper work flies out the 
window. You have little or no correspondence with 
companies . . . It’s the easy way to build your in- 
come and keep your clients. 


Prices: 1 or 2 copies—$7.00 ea.; 
3, 4 or 5 copies—$6.65 ea. (5% discount); 
6 or more copies—$6.30 ec. (10% discount). 


form 


to order direct 


Salus Ammun 


NEW in the 1958 
SETTLEMENT OPTIONS 


MUTUAL OF KEW YORT—Mest options changed. 
OLB LINE LIFE—Life income options changed. 
PREDENTIAL—Lits income options ehanged. 

SECURITY MUTUAL, Y.—All options changed. 


Once again you can get the _ 
largest, rock-bottom discount by 
ordering through your Home 
Office. This way, the price 
of each book is determined 
by the total number of 
orders from your 
entire company. 


Or, if you prefer, you can 
order directly from Flitcraft, 
with the price of each book 
determined by the number you 
order at one time. Group your 
order with your associates to 
get the biggest discount possible. 


Direct to FLITCRAFT, INC. 


Please send _____ copies of FLITCRAFT COMPEND 
____ copies of SETTLEMENT OPTIONS 


GROUP YOUR 
ORDERS... 


SAVE 


subscriptions to COURANT 

| YEAR 2 YEARS 
NAME (Please Print) 
TITLE 
COMPANY 
ADDRESS 
CITY ZONE _____ STATE 
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Multiple Line Selling—from page 65 


whatever horse power we have about 
as close to full throttle as possible. 
We run more contests in a year than 
most companies do in a decade. We 
currently have budgeted for contests 
alone this vear over $500 per agent 

this is for prizes and awards. As 
an example, last year in one con- 
test we gave away new automobiles. 
To keep the expense factor in line 
we didn't give away Cadillacs, but 
choice ot Ford, 


we gave them a 


Chevie or Plymouth. Last year in 
our June Campaign, one of our more 
traditional contests, we wrote $23,- 
600,000 of This 
campaign ran from June 1 to June 
4 or 5 but we were still happy with 
the results. 


new business. 


The point I’m trying to make 1s, 
if there has been one thing of more 
importance than any other to the 
success we have enjoyed, it has been 
our ability to reach agreement on a 
simple fundamental sales plan then 
go all out to put it into effect and 
vive it that life blood—enthusiasm. 
We will do anything in the world 
that is legal or almost to get these 


> 


salesmen enthused and out there 
working. 

We have had nineteen years of 
changes and we are looking forward 
to the future in anticipation of many 
more; but we are going to stick with 
the basic multiple line philosophy. 
Whether with our ap- 
proach to multiple line selling or not, 


what is important in our Opinion ts to 


you agree 


select your own way—be enthusias- 
tic about it, give it everything you 
have and, remember when the final 
chapter is written—the folks we 
serve, the human needs we fulfill will 
he measured, not on how we get it 
done, but on whether we get it done. 


INSURANCE IN THE 
WORLD 


Lire INSURANCE 
tinues to show huge gains through- 
out the world and in recent years 
has increased its ratio to national 
income, according to the Institute 
of Life Insurance. In most coun 
tries, the single year’s ownership in- 
crease ran from 10% to 30%. The 
five year gain was from 50% to 
300%. 


OWNERSHIP CONn- 


ven 


hundreds. 


O 


LIFE OPPORTUNITIES 
FOR 
CASUALTY AND FIRE INSURANCE MEN 


If your premium income is off or 
not increasing fast enough to suit 
you, write Kansas City Life Insur- 
ance Company. We can show you 
how to build it up quickly. It is an 
ideal solution now being used by 


C. W. Arnold 
Vice President and Superintendent 
of Agencies 


KANSAS CITY LIFE 
INSURANCE COMPANY 
Box 139 
Kansas City 41, Missouri 
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LIFE SPAN LENGTHENED 


WoRLD-WIDE PROGRESS has been 
made recently in lengthening the 
average lifetime, according to a re- 
port by the Metropolitan Life In- 
surance Company's statisticians 
which summarizes latest 
data on international 

Gains generally have been greatest 
in countries which formerly had the 
least favorable record, it is reported. 
examples are Puerto Rico, in which 
average length of life has increased 
by more than 22 years in a 15-year 
period, and Ceylon, where the in- 
crease has been even more dramatic 


avatlable 
longevity. 


17 years in an 8-year period. 
Mexico, Brazil, and Thailand have 
also achieved marked gains amount- 
ing to about one year annually. In 
India the increase has been only 
about a quarter of a year annually. 
The expectation of life at birth, ac- 
cording to the report, varies from 
a low of 32.1 years in India (1941- 
50) to a high of 72.5 vears in the 
Netherlands (1953-55). Other out- 
72.0 years for 
Sweden in 1951-55 and 7.10 years 
for Norway in 1946-50. Close be- 
hind follow Israel, England, New 
Zealand, and Canada, in each of 
which the figure now exceeds the 
The 
1955 figure for the United States 
is 69.5 vears. For the Soviet Union 
the average length of life is reported 
as 64 vears for 1954-55. Among the 
satellite countries, Czechoslovakia 
shows an experience similar to the 
Soviet Union; East Germany and 
Hungary have appreciably better 
records ; and Poland's is not as good. 
The expectation of life at birth in 
Yugoslavia was only 56.3 years in 
1950. 


1 


standing records are 


Biblical three score and_ ten, 


DISABILITY BENEFITS LAW 


SUPERINTENDENT OF INSURANCE 
Julius S. Wikler of New York has 
released the combined 1957 exper- 
ience of the insurance companies 
authorized to do the 
state for insurance written under the 
New York Disability Benefits Law. 
About 2,500,000 employees were 
insured for the minimum coverage 
required by law. The address of the 
Department is 123 William Street, 
New York 38, N. Y. 


business in 
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WANTED 


We’re looking for an Un-average man 


The fellow who doesn’t want an average job. 
The man who thinks chicken feed is for the birds. 
The man who has the know-what-I-want-out-of-life 


initiative to get there, too, if given the opportunity. 


If you have: A Successful sales record of five years or longer. Can fur- 


nish proof of sales management of at least 5 men for two years or more... 


we want to hear from yOu. If you are this un-average man 


we will outline for you specific steps that will lead you straight to the top. You 


can look forward to a business of your own... A Mutual of Omaha contract that 


can net you as much as seven cents per person in your assigned territory. Terri- 
tories vary in size from 250,000 to 1,000,000 people. 


write today tO: Howard DEWEY 


MUTUAL OF OMAHA 
OMAHA, NEBRASKA 


He’ll tell you why young men who are going 
places, GO WITH MUTUAL OF OMAHA. 


MUTUAL OF OMAHA HAS PAID MORE THAN 900 MILLION DOLLARS IN BENEFITS 


Ky x 

Uu ud 
OF OMAHA. SKUTT, President 
. Largest Company in the World Specializing in Health & Accident Insurance Protection. 
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70 Years a Standard Accident Agent 


That’s right! Kalamazoo’s Garrett Insurance 
Agency .. . one of the finest in the Midwest . . . 
was appointed an agent for Standard Accident 
Insurance Company back in 1888! Today’s 
second and third generation of insurance agency 
Garretts (Charles E., Sr. and Charles E., Jr. 
center and right above) are still representing 
Standard Accident. And in commemoration of 
the occasion . . . and, we think you’ll agree, a 
70-year insurance company-agency association 
is an occasion . . . the Garretts were presented 
with a special Bronze Award for Outstanding 
Service by Frank W. Locy (left above) resident 
vice president of the Detroit Branch. 


This memorable anniversary is naturally a 
source of great pride to Standard Accident (as 
it is in like measure to the Garrett Insurance 
Agency). Standard is justifiably proud, too, of 
the fact that 61 agents have represented the 


Company for over 50 years, 73 other agents for 
more than 40 years. What’s it all add up to? 
Solid testimony to the fact that Standard 
Accident is a good company to work with... 
good for a number of reasons best known, of 
course, to Standard’s many long-time agents. 
A few reasons worthy of note, however, are... 
broad, multiple-line, competitive coverages. . . 
prompt, equitable claims policy . . . financial 
strength and stability . . . continent-wide claim 
and safety engineering services . . . agressive 
production boosting advertising and sales aids 

. . National recognition and acceptance of the 
name, Standard Accident Insurance Company. 


STANDARD ACCIDENT 


INSURANCE COMPANY 


640 TEMPLE AVENUE 


WIN 
Spy 


Ney 


DETROIT 32, MICHIGAN 
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GORDON N. FARQUHAR 
Assistant Secretary 
Aetna Life Insurance Company 


ONSTANT ADVANCES in the field 
Oe medical care have contributed 
to the need for up-to-date health 
insurance, and comprehensive medi- 
cal expense insurance is an example 
of the responsiveness of our industry. 
We must continually experiment in 
order to improve our ability to pro- 
vide coverage at a price the public 
will pay, and although we want to 
promote the acceptance of our prod- 
uct to the greatest extent possible, 
it is imperative today that a 
realistic attitude be adopted toward 
the form which comprehensive takes. 

This is not a suggestion for im- 
posing a straitjacket on the de- 
sign of comprehensive—the demands 
of health insurance buyers and the 
high degree of competition in our 
industry makes a_ straitjacket an 
impossibility—but it is a plea for 
recognizing the objectives of com- 
prehensive and keeping in mind the 
principles essential for meeting those 
objectives. We need to re-examine 
the reasons behind the development 
of comprehensive, and finally, what 
price to place on it today. 


Cost Can Be Great 


Perhaps this last item, the cost of 
comprehensive, is where the great- 
est need for realism on our part lies. 
When talking of the cost, I do not 
intend to convey the impression that 
the cost is too great. What I mean 
to imply, and with conviction, is 
that the cost can be great—or greater 
than it should be—if plans are im- 
properly designed. If the objectives 
and basic principles are not kept in 
mind in the kind of plans we sell, 
we should at least recognize what is 
being done and charge accordingly. 
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Time to Be Realistic 


If the only objective were to sell 
more and more comprehensive to- 
day, it would be simple to use an un- 
realistically low price and to include 
a substantial amount of first dollar 
full. funda- 
mental, but it leads directly to some 
basic principles. The way to make 
comprehensive meet its objectives of 
providing better and more efficient 
protection for the premium dollar is 
to offer plans that are based on the 
sound principles of the deductible 
and coinsurance, 


coverage in This is 


Rate Increase 


lf the deductible and coinsurance 
are compromised too extensively for 
the sake of making a comprehensive 
plan more attractive for first dollar 
expenses and if the additional price 
for these compromises is not set at 
a higher level than even our best 
arithmetic and our knowledge of in- 
creasing incidence rates indicate, the 
unhappy prospect for group repre- 
sentatives will be the delivery of rate 
increases, in many cases at the first 
renewal. 

Thus, instead of a fine group case 
to be used as an example to another 
employer and prospect of the ad- 
vantages of comprehensive to his 
organization, we have an example 
of how to increase the cost of health 
insurance by paying more for small 
claims. By not applying the deducti- 
ble and coinsurance to the first dol- 
lars of certain kinds of expenses, the 
objectives of comprehensive are even 
further from being realized than un- 
der traditional basic benefit plans. 

Here is an actual case. In late 
1956, we were asked to quote a com- 
prehensive plan providing the first 
$500 of hospital expenses in full with 
no deductible. Additional hospital 
expenses were payable at the rate of 
80%, and other medical expenses, 


were also 
We attempted to 
advise the employer on what we 
considered to be the hazards of such 
a plan in terms of its rising cost 
for the short hospital stay. Ap 
parently, we were not very good in 


$50 deductible, 


after a 
payable at SO%. 


selling our advice in this case, and 
we agreed to install the requested 
plan for some 800 employees. 
Although we included a_ sub- 
stantial additional premium for the 
$500 hospital in full feature and the 
waiver of the deductible, the loss 
ratio at the end of the first policy 
vear, including too low a reserve for 
incurred but unreported claims, was 
150% of the ratio anticipated in our 
manual premium for this plan. 
This kind of a case is familiar, but 
it is interesting for several reasons. 
First of all, we installed the plan 
initially with full knowledge of the 
fact that the feature paying $500 of 
hospital expenses in full meant that, 
on the average, the entire hospital 
bill would be paid in 96% of the con- 
finements. Furthermore, $500 rep- 
resented an amount which was more 
than 2% times the average hospital 
charge for confinement in the area 
where the employees were located. 


Why Not? 


With a plan such as this, having 
no deductible on hospital charges, 
why should the employee or depen- 
dent not prefer hospital confinement 
rather than treatment in the doctor’s 
office. And confined, why 
should he not remain that extra day, 
since coinsurance had been post- 
poned for all but the long stay. 

About the only good feature of 


once 


this first $500 of hospital expenses in 
full was that the excess charges in 
a private room over and above the 
semi-private average 


were not 


(Continued on the next page) 
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Time for Realism ntinued 


covered, Thus, the plan did not 


encourage a preference for private 
room continement. 
It has been said by some that $500 


in full is no more debatable than a 


basic plan providing semi-private 
room and board with extensive 
benefits for special Services. \l- 


though this is an opinion on which 
specific claims figures are not availa- 
ble, it is very likely that a $500 full 
which 
the patient will aim in order to get 


feature presents a target at 


what is coming to him from his plan. 
This is a psychological factor which 
beheve leads to greater over- 
utilization than under basic plans, 

The second interesting point in 
this example is that a review of the 
claims showed a very high incidence 
of short confinements. The largest 
claim for the entire case was for less 
than $1,900. Instead of comprehen 
sive as it should be, we had under- 
written a rich first dollar hospital 
plan. 

Finally, and most significant, are 
the changes made in this comprehen- 


in the insurance business. 


Fire & Casualty 
Company 


CONFIDENCE 
.. + The mark of a successful 
INSURANCE AGENT 


Confidence in himself . . . confidence in the service he ren- 
ders and offers . . . confidence in the companies he repre- 


sents. Without these, no man possibly can be a true success 


PAN AMERICAN 


Insurance 
Company 


EARL W. GAMMAGE . PRESIDENT 


P. O. BOX 1662 ° 


T. EARNEST GAMMAGE JR.. v. 
HOUSTON 1. TEXAS 


sive plan after only one year. Ob- 


viously, an increase rates was 
alternatively, benefits 
would have to be reduced, or both. 
It is usually quite dithcult to reduce 


benefits. 


essential, or, 


However, this plan now 
provides for a $50 deductible ap 
plicable to all covered expenses, in- 
cluding hospital charges, and coin 
surance on a 75/25% basis for all 
covered expenses, including hospital 
charges, 

It is too soon to tell, but we have 
some preliminary indications and 
stronger hopes that this plan can 
now survive the test of time. Our 
hopes are based on the fact that this 
group of emplovees and their de- 
pendents can no longer improve their 
benetits by electing to go to the 
hospital when they can just as well 
receive care at home or in the 
doctor's office. This is not an attempt 
to keep people from the hospital 
when hospitalization is necessary, 
but it is an attempt to have them use 
medical care facilities in a more ef 
ficient manner, 

This is only one example. Our 
list of policvholders contains a num- 
ber of similar examples of compre 
hensive plans providing first dollar 
where ratios have 
reached very disturbing levels. Some 
of these plans were actively sold by 
us, and today, some of the employers 


coverage loss 


who bought these plans are now ask- 
ing us why we did not advise them 
of the potential dangers. 


Point Overlooked 


All too often, comprehensive has 
heen promoted as a replacement of 
existing hospital-surgical coverage 
on the theory that comprehensive 
will solve the problem of rising costs, 
but the point overlooked is the fact 
that it is the deductible and coin- 
surance which can help solve the 
problem, not excessive first dollar 
coverage, Here, then, is where the 
underwriters have an obligation to 
be realistic in making recommenda- 
tions to employers and in pricing 
our product. 


My company has used a_ sub- 
stantial premuim differential —be- 
tween the so-called pure compre- 


hensive plans with the deductible 
applying to all expenses and those 
without a deductible on hospital 
charges. This differential does not 
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appear to be 


large enough, as 
illustrated by the experience on two 
of our largest comprehensive cases. 

These plans were installed a little 
over two vears ago for two com- 
pames having similar geographical 
locations and similar classes of em- 
plovees. Because of the similarity, 
we fully expected comparable loss 
ratios for these two groups, but one 
of these cases, having no deductible 
on the first $300 of hospital charges, 
has produced a loss ratio which is 
10% than the other 
which has a deductible applying to 
all expenses. 


higher case 


More Than Math 


There is more than just arithmetic 
involved, Perhaps the answer may 
be found in the fact that hospital 
incidence rates have increased about 
20 in the last 
the average duration has gone down 
some 8% or 10%. 


live years, while 
The obvious con 
clusion is that more short hospital 
further increase 
the cost of first dollar hospital plans. 


continements wall 


While many of the comprehensive 
plans underwritten by my company 
have no deductible on ex 
iccesstul in 


maintaining a deductible on surgical 


penses, we have been 
charges. A simple example best ex- 
plains the importance of this ap- 
proach. 

conventional basic surgical 
schedule might contain an allowance 
of $10 for setting a broken finger. 
This allowance normally covers any- 
where from 50% to all of the sur- 
geon's charge. If the plan is changed 
from a surgical schedule to a com- 
prehensive plan paying 80° without 
a deductible, it is entirely probable 
that the benefit for this minor pro- 
cedure will jump from $10 to $16, 
or even $20. Thus, comprehensive 
will cost much more for expenses 
which can be readily budgeted, even 
though the avowed purpose of this 
new product is to provide better 
protection for the serious cases. 

There is no objection to paying a 
greater share of reasonable charges 
for severe operations, since this ts 
what insurance in general and the 
flexibility of comprehensive in par 
ticular are designed to do. If, how- 
ever, the prospect and his emplovees 
insist on first dollar surgical benefits, 
perhaps it is preferable to continue 
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to provide such coverage under a 
schedule, 

This is not to say that the Aetna 
prefers to write basic benetits—with 
major medical—rather than single 
plan comprehensive, nor that the 
trend in public demand is not toward 
What [ intend to 
convey is the thought that it may be 
sounder in this stage of our devel 


comprehensive 


opment to provide first dollar cover- 
age under established basic benefit 
techniques than to compromise the 


essential features of comprehensive 
in those instances where the de- 
duetible principle has not been ac- 
cepted. 

\t this point, the question arises 
as to the direction group health in- 
surance will take. 

Sound 


represents a 


comprehensive coverage 
desirable ultimate ob- 
jective, but for the present, many 
new plans of the traditional variety 


will continue to be installed with 
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Time for Realism—Continued 


supplemental major medical provid- 
ing catastrophe protection. This may 
not be the long-run answer to our 
progress, but if it helps to hasten 
the acceptance of the deductible and 
coinsurance principles, it will have 
been worth while. 

We earnestly believe that compre- 
hensive is the coverage of the future 
for many reasons in addition to those 
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already emphasized. The advantages 
of covering a wide range of expenses, 
in or out of the hospital, under a 
single plan are obvious. The adapta- 
bility of the unscheduled approach to 
meet changes in medical care and 
techniques and its flexibility for 
equalizing benefits for an employer 
with employees in varying cost areas 
make comprehensive capable of fill- 
ing an important need. 

This coverage is an example of our 
industry's ability to  tailor-make 
plans to meet the requirements of a 
particular group. It is an answer to 
the problem of providing benefits 
for the medical specialist, such as 
the anesthesiologist, without having 
to determine whether his charge is 
a hospital or non-hospital charge. 

Preferences for one kind of care 
versus another because of the 
presence or absence of benefits can 
be avoided under comprehensive. 
Paying benefits for medical care out- 
side the hospital should encourage 
more people to obtain early and less 
expensive care for their health condi- 
tions before a trip to the hospital be- 
comes necessary. 

There cannot be too much disa- 
greement as to what is sound and 
desirable in comprehensive, but will 
plans applying the deductible to all 
expenses be acceptable? We think 
the answer is in the affirmative. 
Some group representatives have be- 
come dedicated salesmen for de- 
ductibles and coinsurance. 


Blue Cross Plans 


Several of the Blue Cross plans 
have felt the effect of attempting to 
provide hospital service without 
sound controls and now make availa- 
ble deductible arrangements to offset 
their rising costs. 

The wide acceptance by General 
Electric employees of that company’s 
comprehensive plan shows it can be 
done. Obviously, much of the suc- 
cess of this plan is due to a careful 
and informative communications 
program, but it proves that belief in 
the principle of the deductible and 
coinsurance on the part of the em- 
ployer and broader understanding 
of the objectives on the part of em- 
ployees makes acceptance possible. 

In this connection, we have found 
that the arrangement whereby not 
more than $25 of the $50 calendar 


year deductible applies to hospital 
expenses is making headway with an 


increasing number of employers. 
This arrangement facilitates hos- 


pital admission when confinement is 
necessary, but it still maintains a 
deterrent to unnecessary confine- 
ment, 

How large should the deductible 
be? Generally speaking, $50 seems 
best. Some pressure has developed 
to reduce it below this level for 
lower-paid employees, but to do this 
makes it difficult, if not impossible, 
to use an adequate amount for 
higher-paid employees in high-cost 
areas. The deductible must be large 
enough to prevent practically every 
employee or dependent from becom- 
ing a claimant for every illness, no 
matter how minor, but low enough 
so that the protection of the plan 
commences when the pocketbook has 
been hard hit. 


All-cause Deductible 


It is this latter point of relating 
the commencement of benefits to the 
size of the pocketbook which has 
lead my company to recommend and 
use the all-cause deductible based on 
the amount of expense incurred 
over a period, rather than the cause 
of the expense. 

This leads into the next question 
of the proper period for initially 
meeting the deductible. The ap- 
proach of applying the deductible to 
all expenses in the calendar year has 
received wide acceptance and is 
logical, but this acceptance should 
not stop experimentation. For ex- 
ample, the month is also a natural 
budget period, so perhaps it is feasi- 
ble to apply a modest deductible 
$10 or $15—to all expenses each 
month, with 80-20% coinsurance 
thereafter. We have experimented 
with several such plans, the first 
having been installed two years ago. 
The advantage of this plan is its 
simplicity. 


Careful Appraisal 


Another factor which should 
hasten the acceptance of the deducti- 
ble principle lies in the more careful 
appraisal which health insurance 
buyers are making of costs today. 
These costs constitute a much more 
significant percentage of wages than 
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ever before. The cost control func- 
tions of the deductible and coinsur- 
ance grow in importance as em-| 
ployers pay a greater share or all 
of the cost. 

Our obligation to design and sell | 
sound comprehensive plans will not | 
be ended merely by obtaining wide | 
acceptance of its essential features. | 
There are further areas to be ex- 
plored. | 


The Best Methods 


For instance, our efforts must be 
focused on developing the best meth- 
ods of avoiding duplication of bene- 
fit payments as comprehensive and | 
major medical become more wide-| 
spread. The broad coverage of these 
plans avoids the necessity for an em- 
ployee to carry double coverage 
which may have existed under the 
limited coverage of earlier plans. 
Moreover, overinsurance can negate 
the intended effect of coinsurance. 
It is economically wasteful to permit 
an individual to make a profit on his 
expenses. This should be particu- 
larly important to employers who so 
often must absorb the cost of these 
plans. 


} 
} 


Government Benefits 


There are several possible solu- 
tions to this problem, as evidenced 
by the exclusion contained in many 
plans of expenses to the extent of 
benefits payable under plans _ for 
which any employer of the employee | 
or his dependents makes payroll de- | 
ductions or contributions. Also, it | 
is essential that government benefits | 
be excluded, such as Medicare, or | 
the Canadian plans, All of this is a| 
minimum, and we must develop | 
more effective means of administer- | 
ing non-duplication along with | 
workable arrangements for fair and 
prompt treatment when an indivi- 
dual is covered by two plans, both 
of which contain a non-duplication 
exclusion. 

Much of this article has been in 
the form of a plea for a realistic atti- 
tude for using health insurance pre- 
mium dollars in the most effective 
manner. In the final analysis, public 
demand will greatly influence the 
form which our product will take. 
I am confident that our industry 
will continue to provide valuable 
protection through voluntary means, 
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Creative Thinking 


rated, it seems to me, by the results 
they help you produce. 

To my mind, what determines 
how good an insurance salesman a 
man is, is how much insurance he 
sells and how well it stays on the 
books. How much he knows about 
insurance is not the criterion by 
which to judge him as an insurance 
salesman. Knowledge of insurance 


is of tremendous importance and has 
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a great bearing upon his success. 
Knowledge in any field ranks ligh 
But 
knowledge in itself is not enough, 


in the scale of importance. 

It would be absurd for me to say 
that imagination 1s more important 
than knowledge. an authority 
cn imagination? Am | an authority 
m knowledge? [| am not. So, in- 
stead of saying imagination is more 
will 
einstein 


nnportant than knowledge, 
Albert 


suid when he compared imagination 


quote something 


and knowledge. He, of course, was 
an authority on both subjects. Ein- 
stein said: “Imagination is more im 
portant than knowledge.” 

\nd if you are not satished with 
the results, go back and attack the 
problem again. It’s perseverance in 
creative thinking, just as it’s perse- 
verance in selling, that pays off. 

That, then, the 
proach to creative thinking 


modern ap- 
or crea- 
tive problem-solving, which 1s prob 
ably a better name for it. 

There are some people who feel 
that it’s hard and not ideas 
that counts. But in reality, there’s 
no conflict between ideas on the one 
hand and hard work on the other. 
‘rom what I’ve seen, few people 
without harder 
than the next man, 


work 


succeed working 

So if you apply this approach, it 
wont cut down on your work but 
you will get that will 
help vou make your work more pro- 


some ideas 


ductive 


Find Better Ways 


The individual salesman can use 
creative thinking to help solve his 
own individual problems. If there is 
nothing he can honestly call a prob- 
lem, he can still use it to tind better 
ways of prospecting, better ways of 
making the approach, better ways of 
building the need, of presenting the 
benefits, of answering objections and 
sO On. 

Agency managers can use it in 
agency meetings—use it as a group 
in brainstorming sessions, to pile up 
ideas on common problems. 

And here’s how to get some free 
material on how to do it. Write to 
Alex Creative [Education 
loundation, 1614 Rand Building, 
Butfalo 3. You will receive a copy 


()sborn, 


of a manual on brainstorming, a 
reprint of the chapter on brainstorm- 
ing the book “Applied Imagination,” 


written by Alex Osborn, and a list 
of other material which ts also avail- 
able without charge. 

Three things can be gotten from 
brainstorming sessions : 
(1) Many useful ideas, 
(2) a feeling of “togetherness” 
within the group (It’s been found 
that group brainstorming does won- 
ders for morale—everyone feels he’s 
part of the team), and 
(3) practice in thinking up ideas. 
this out 
hungrily for ideas, and since it seeks 
ideas from all levels rather than a 
few, | am sure that many new and 
fruitful solutions to our problem 
could be developed, 


Since method reaches 


Checklist of Questions to Increase 
Flow of Ideas 


Use? Do | have anything [ could 
use to help solve this problem? 
What do [ have? How can [| use it? 
How else can | use it? When can | 
use 1t? Where? Could someone else 
use it to help solve it? 

Borrow? \Vhat is there like this that 
could give me an idea? Who else 
has this problem? What did he do 
about it? What about fields other 
than insurance selling? Do they 
have this problem? How do they 
solve it? 

Change? How can I do this differ- 
ently? How about a new twist? 
What are the steps’ Can I change 
the first, the second . .. ? How 
about changing the purpose ? Change 
the time, the place ? 

Add? What can be added? How can 
I give extra value? What if some- 
thing were done more often? Sup- 
pose something were exaggerated ? 
(verstated? What additional ingre- 
dient ? What additional purpose ? 
Take away? What if something 
were eliminated? Can anything be 
done faster? Suppose something 
were split up? What if it were more 
compact? How about separating 
this from that ? 

Substitute? What can [ substitute ? 
What else instead? What other in- 
gredient? What other method? 
Who else can do this? Where else ? 
When else? How else? 
Rearrange? How else can this be 
arranged? What about sequence? 
What can come after this? What if 
the order were changed? Where 
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else can this part be placed? Can | 
this be done earlier? Later ? | 
Reverse? What about the opposite ? | 
What if something were reversed? | 
Turned around? Upside | 
How about the unexpected ? 
Combine? What ingredients can we 
What if this and that 
were put together? How can this 
idea be combined with another to | 
make it better? What goes with this | 
that might be combined into a single | 
unit 
Has anything been overlooked ? 


down ? | 


combine ? 


NEW PACKAGE POLICY 


PRODUCT RESEARCIL COM MITTEE 
of the National In- 
surance Brokers has presented to the | 
Multi-Peril Insurance Conterence a! 
suggested outline of general prin- 


\ssociation of 


ciples for a new package dwelling 
policy. The new policy is described 
as utilizing the flexibility of the com- | 
prehensive dwelling policy while re- 
taining the simplicity of the home 
owners’ policies. 

The committee suggests a single | 
policy jacket with four basic forms. | 
The first two forms are for specitied 
for the 
homeowner, and one for the tenant. 


perils (broad form )—one 


The other two forms are so-called all | 
risks, and again one is designed tor 
those who own their homes and one 
for those who do not. Amendatory 
endorsements are suggested to “cut | 
back” the broad form coverage to | 
make available the equivalent of fire 


and extended coverage perils. | 


DECISION ON FTC CASES | 


‘THE SUPREME COURT, 1n a review Of | 
two cases, has held that the McCar- | 
ran Act withdrew the authority of | 
the Trade 
regulate insurance advertising prac- 


Federal Commission to 


tices in those states in which there is 
state regulation. It upheld the ap- | 
the National Casualty 
Company, Detroit, and the \merti- 
Life Insurance 
Company, San Antonio, from FTC 
cease and desist orders. The court 


peals by 
can Hospital and 
confined its decision to the two cases 


in question and did not go into the 
field of selling by mail. 
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AUTO RATE CHANGES 


REVISED AUTOMOBILE INSURANCE 
rates filed by the National Bureau 
and the National Auto Underwriters 
Association became effective June 
25 in Maine, New Hampshire and 
Vermont. Similar revisions were 
filed in New Hampshire by the Mu- 
tual Insurance Rating Bureau effec- 
tive the same date. 

The liability revisions result in an 
average decrease of 1.8% in Maine, 
an average increase of 12.1% in Ver- 
mont, and an average increase of 
9.9% in New Hampshire. The ac- 
quisition cost loading on Class 2 
liability risks was reduced 10 points 
in Maine and Vermont. Physical 
damage rate changes are generally 
upward. 


LIABILITY RATE CHANGES 


REVISED BODILY INJURY and prop- 
erty damage liability rates for 
manufacturers’ and _ contractors’ 
classifications filed by the National 
Bureau of Casualty Underwriters 
became effective July 2 in Oregon, 
Washington, Wyoming and Puerto 
Rico, Voluntary compensation and 


changes 


employers’ liability rates were also 
revised in Oregon and Washington. 

The revised property damage, 
voluntary compensation em- 
ployers’ liability rates result in no 
change in present rate level as they 
reflect only the effect of the increase 
in payroll resulting from rule 
changes. Bodily injury _ liability 
rates also reflect payroll limitation 
rule changes and are increased an 
average of oe in Oregon and 
Washington, 4.7% in Wyoming and 
15.0% in Puerto Rico. 

Revised manufacturers’ and con- 
tractors’ liability rates and payroll 
limitation rules were also filed by 
the Mutual Insurance Rating Bu- 
reau in Mississippi, Oregon, Penn- 
sylvania and Washington effective 
the same day. There were no over- 
all changes in the level of property 
damage liability rates. Bodily in- 
jury liability rates were increased 
an average of 5.5% in Mississippi 
and 17.6% in Pennsylvania and re- 
duced an average of 3.1% in Oregon 
and Washington. 

The MIRB revised its manu- 
facturers’ and contractors’ bodily 
injury liability rates in Iowa and 
Oklahoma, and its manufacturers’ 
and contractors’ bodily injury and 
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property damage rates and payroll 
limitation rules in Ohio and Massa- 
chusetts. The bodily injury liability 
rate changes result in over-all in- 
creases of approximately 7.3% in 
lowa, 10.3% in Ohio, 4.3% in Mas- 
sachusetts and no change in Okla- 
homa. There is no change in the 
over-all rate level for property dam- 
age liability in Ohio and Massa- 
chusetts. 


W.C. CHANGES 


REVISED WORKMEN'S compensation 
rates became effective June 1 in 
Colorado and July 1 in Arizona. The 
Colorado changes, based on recom- 
mendations of the National Council 
on Compensation Insurance, repre- 
sent an average increase of 1.4% 
This breaks down to an increase of 
9.9% for manufacturing risks, a de- 
-rease of 9.4% for mining and ore 
milling risks, a decrease of 2.9% 
for contracting firms and an increase 
of 2.6% for all other classifications. 

The revisions in Arizona average 
a reduction of .8% and are estimated 
to represent an annual saving to 
policyholders of $96,740. 

Maximum workmen's compensa- 
tion benefits have been increased in 
Massachusetts and Mississippi. In 
Massachusetts the increase is from 
$35 to $45 a week. In Mississippi 
it is from $25 to $35 with an increase 
in death benefits from $8,600 to 
$12,500. 


FIRE RATE INCREASE 


REVISED FIRE INSURANCE RATES filed 
by the New York Fire Insurance 
Rating Organization became effec- 
tive in that state on June 16. The 
changes result in an average state- 
wide increase of about 4.2%, with 
the majority of the revisions pertain- 
ing to commercial and industrial 
risks. 


VIRGINIA FILING 


THE VIRGINIA STATE Corporation 
Commission held a public hearing 
July 2 on a filing for increased pri- 
vate passenger automobile liability 
rates. The increases average about 
21% for bodily injury liability and 
nearly 31% for property damage 
liability. 
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Service, Dependability 
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Interruption Claims—from page 47 


of reduction in income subsequent 
to the date of full restoration. 

This may result from various 
causes, including natural lag in cus- 
tomer return, the fact that customers 
may have become used to patronizing 
other suppliers, or that they may 
have stocked up for some time to 
come at a fire sale of the claimant's 
own merchandise. 

There is, of course, a very ob- 
vious reason why this portion of the 
loss is not insured and coverage 
must be restricted to the actual sus- 
pension period. Otherwise, claims 
would be opened up to a degree of 
speculation which would be absurd. 
It is common knowledge that busi- 
ness interruption for any extended 


period may, and often does, result 
in a loss of customers, some for a 
short period, some for longer 
periods, and some permanently. 
Also, an insured may lose key per- 
sonnel, which would cut down future 
productivity. There is, however, 
utterly no method of determining 
with any degree of accuracy the 
amount of such losses or over how 
jong a period they might extend. 

Also, losses of income may be 
suffered during the suspension 
period which are not properly attri- 
butable to the hazard insured against 
or the risk insured. 

A fruit broker engaged in grow- 
ing, storing, buying and selling fruit 
suffered a fire early in the year which 
destroyed his warehouse and a con- 
siderable volume of fruit located 
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therein, some of which he owned 
and some of which was owned by 
others. His stock insurers paid him 
the market value of his fruit at the 
time of the fire. It happened that 
by spring there was a substantial in- 
crease in the market value of fruit. 
The insured contended that, had 
there been no fire, he would have 
purchased, early in the year, sub- 
stantially all the fruit of others 
which was stored in his warehouse 
at the then prevailing low prices 
and later sold it, together with his 
own, at the high spring prices. He 
asked that reimbursement for this 
lost profit be included in his busi- 
ness interruption payment, 

This was denied on the ground 
that it constituted simply a trading 
profit or dealing in futures in a 
commodity market and could have 
been realized despite the fire. It 
the insured was convinced that the 
fruit was going up in price, he could 
have taken the proceeds of his stock 
insurance and used this, together 
with the funds with which he had 
intended to buy the other apples, and 
made purchases of like amounts on 
the open market, allowing it to re- 
main in the warehouses where it was 
then located until he sold it at the 
higher spring price. 

Each portion of the claim must 
be closely scanned to determine 
whether it is within the scope of the 
coverage, Often questions of this 
nature will, or should, come to the 
attention of the accountant during 
his examination of the insured’s 
books and records. He should not, 
however, raise the point with the 
insured, but should get all pertinent 
information and report the facts to 
the adjuster. The adjuster may then 
wish to consult the company attorney 
to make sure of his legal position, 
following which the point should 
be explained to the insured in a 
courteous and logical manner. 


Fire Sales 


Very frequently a fire sale will 
be held during the suspension period 
and the income therefrom is prop- 
erly considered as a credit against 
the business interruption claim. 

In some unusual cases, the insured 
may make more money after a fire 
than he would have had none oc- 
curred. 
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Where a retailer has a slight fire, 
it is easily conceivable that he may 
achieve an increased sales volume 
through a fire sale which will give 
him a greater income than if there 
had been no fire, in which event, of 
course, he would have no valid busi- 
ness interruption claim, 


In many instances the question of 
a proposed fire sale by the insured 
creates a practical problem for both 
the stock and business interruption 
insurers, The insured himself can 
frequently realize more out of fire 
damaged goods by conducting a fire 
sale to his own customers than could 
he received from any other method 
of disposition, — If, this 
profit is to be charged against his 
business interruption recovery, there 
is no incentive for him to conduct 
the sale, particularly since such a 
sale may well load up his customers 
to the extent that he will suffer a 
further uninsured 


however, 


income 
after the suspension period. Accord- 
ingly, while he cannot force the phys- 
ical damage carriers to take over 
his goods, the insured may hold 
out for a greater recovery under his 
stock coverage, endeavoring to have 
the value after the fire set at the 
price which some third party would 
bid for it. 


k SS of 


Since it is usually to the benefit 
of both sets of carriers that the in- 
sured keep the stock and conduct 
his own fire sale, it may be advisable 
for joint concessions to be made 
which would have the effect of in- 
ducing him to do so, 

In one rather unique instance, an 
insured canner had a_ seasonal 
product as principal business 
and also manufactured a side prod- 
uct during the off-season. When his 
plant burned, there was destroyed 
along with it a considerable stock- 
pile of the side product, which was 
insured under a stock policy with a 
market value clause. Had_ there 
been no fire, the insured, for a con- 
siderable portion of the time which 
became the suspension period, would 
have supplied his customers for the 
side product out of his accumulated 
stockpile. Since this had been de- 
stroyed and he did not wish to lose 
his customers, he made arrangements 
to fill his orders by having the side 
product manufactured elsewhere 
during the suspension period at an 
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increased cost. Recovery was asked 
under the business interruption in- 
surance for this increased cost and, 
at a cursory glance, it seemed en- 
tirely proper. 

Comparison, however, of the pro- 
spective results of the insured’s 
yearly operation, had there been no 
fire, and the actual experience after 
the fire, showed that the insured’s 
income after the fire was greater 
than it would have been had the fire 
not occurred. 

This was due to the fact that a 
major portion of his contemplated 
annual side product production had, 
in effect, been sold to his stock in- 
surers for the same price which he 


would otherwise have sold it to his 
customers. Accordingly, he was 
better off, both on a gross and net 
basis, as a result of the fire. 

While theoretically the question 
of whether or not stock insurance ts 
carried, or how much is paid there- 
under, should have no effect upon 
the amount recoverable under busi- 
ness interruption policies, it may be 
seen that practically it may have 
a bearing. 

On occasions it will be found that 
key employees, whose salaries have 
been included as a part of the busi- 
ness interruption claim as necessary 
continuing expense, have spent a 
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Interruption Claims—Continued 


portion of their time on reconstruc- 
tion work. Such time should, of 
course, be subtracted from the busi- 
ness interruption claim and, in so 
holding, the United States Circuit 
Court for the 10th Circuit has, in 
effect, recognized that the two types 
of cover may be inter-related by 
stating : 

“This item was properly disallowed 
on the ground that it had been paid 
by the insured as a part of the prop- 
erty loss.” * 


Co-Insurance Clause 


The contribution clause, under the 
single-item earnings form, 
restricts recovery to that portion of 
the loss which the insurance carried 
bears to an agreed percentage of the 
gross earnings that would have been 
earned had no loss occurred during 
the twelve months immediately fol- 
lowing the date of the fire. The 
term “gross earnings” is rather 
clearly defined in another portion of 
the form. 

Accordingly, aside from the 
inherent speculativeness herein be- 
fore discussed as to what the annual 
gross earnings would have been had 
there been no fire, there is usually 
no particular problem in applying 
the contribution clause to losses un- 
der this form. 

Under the two-item form, how- 
ever, there has been more room for 


gross 


8 National Union Fire Ins. Co. vs Anderson- 
Prichard Oil Corp., 141 Fed. (2d) 443; 5 CCH 
F&eC 115. 


argument in that the annual value, 
instead of being based upon the 
gross earnings, consists of the net 
profits plus charges and expenses. 
In the older two-item forms, the ex- 
penses were referred to in the con- 
tribution clause in language similar 
to that used in the coverage clause, 
.e., “fixed charges and expenses 
which must necessarily continue dur- 
ing a total or partial suspension of 
business.” 

It can easily be seen that there 
could be a vast difference as between 
charges which would necessarily 
continue on a partial or short total 
suspension as against a long total 
suspension. On a very short sus- 
pension, nearly all charges would 
continue, whereas on a long total 
suspension a large number of 
charges and expenses could be elimi- 
nated and saved. 


Substantially Similar 


The wording of the coverage 
clause and the contribution clause 


being substantially similar, argu- 
ments are naturally presented that, 
if any expense items were regarded 
as non-continuing as to a particular 
loss, it should likewise be eliminated 
from consideration in application 
of the contribution clause. 

Such an argument was presented 
in the Pickering Lumber Company 
case,? which had been subjected to 

ct) American Ins. Co. vs Pickering Lumber 


Corp., 87 Fed. Supp. 512; 7 CCH F&C 62; 


(2d) 587. 


appraisal under the policy condi- 
tions, Since it was obvious that a 
destroyed sawmill cannot continue to 
depreciate, the appraisers did not 
include depreciation in the claim as a 
continuing expense. They did, how- 
ever, include it in the annual values 
for application of the contribution 
clause. 

In affirming this determination, 
the Court stated : 
“This conclusion is buttressed by the 
fact that the purpose of the contribu- 
tion clause is to compel the insured 
to carry full insurance to the values 
at risk. This purpose could not be 
achieved if the amount of insurable 
value would vary depending upon 
whether all or only a portion of the 
property actually burns, which 
would result from the adoption of 
the defendant's theory.” 
The forms have since 
been amended to make it plain that 
all expense, with the exception of 
ordinary payroll and other specific 
eliminations, are includable the 
annual value. 


two-item 


Tact and diplomacy must, how- 
ever, still be exercised in explaining 
to an insured why a certain expense 
item may not be recovered as a part 
of the loss but is includable in con- 
tribution clause values. 

An interesting point to remember 
is that, while the burden is on the 
insured to prove the amount of the 
loss, it has been held that the burden 
is on the companies to establish a 
reduction through application ot the 
contribution clause. 


PREFERRED RISK INSURANCE COMPANY 


PREFERRED RATES FOR PREFERRED RISKS 


SOUTHWEST CASUALTY INSURANCE 


ALL RISK AGENCY SERVICE 


FAYETTEVILLE, ARKANSAS: 


"INLAND MARINE SPECIALISTS 


AUTOMOBILE 
BURGLARY 


E. S. ROBINSON | 
EXECUTIVE VICE PRESIDENT 


Best’s Fire and Casualty News 


j 
S.D.A Oo. Dist., Calif., 90. DIV., 1049: 
ee ei afhrmed, 9th Cir. in per curiam opin., 183 Fed. 
3 
: 
NE 
| 
9 
82 


YOUR REINSURANCE NEEDS GET EXECUTIVE ATTENTION 
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REINSURANCE COMPANY, 


CEDAR RAPIDS, 


IOWA 


In the Eisenson case,’ the Fifth 
Circuit held that, since the only 
evidence introduced related to the 
experience of the business prior to 
the fire, instead of the probable ex- 
perience thereafter, the companies 
had not met the burden of establish- 
ing a penalty under the clause. 

This leads to speculation as to 
whether the Court would likewise 
have held that the plaintiff insured 
had failed to meet the burden. of 
proving his loss, if he had based his 


10° Though such clauses are 
enforceable, in the absence of 
hibition to the contrary, they 
hibited by statute in some 
restricted in others, and 


generally held 
a statutory pro 
are entirely pro- 
jurisdictions, greatly 
subject in all to a 


strict, construction and the requirement of 
strict’ proof. 
“While appellants, as they were obliged to 


do, did plead the co-insurance clause in defense, 
they tried the case on the facts below, they have 
presented it here, as though the burden were 
upon appellees to show that thev were not 
co-insurers instead of, as it was, upon appellants 
to convince that they were. They tried it, too, 
there and here, as though the experience of 
the business before the fire was the controlling 
factor, indeed conclusive in the application of 
the co-insurance clause. The policy provides 
directly to the contrary. * * * 

‘* * The defendants offered no evidence as 
to the probable experience after the fire, but 
below and here insisted on the determination of 
the matter based entirely on the experience of 
the business before the fire.” Finding of trial 
court that defendant had not sustained burden 


as to contribution clause affirmed. Home Ins. 
Co. vs Eisenson, 181 Fed. (2d) 416; 7 CCH F&C 
1950, 
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claim entirely on evidence of experi- 
ence prior to the fire. 

In the adjustment of a business 
interruption claim, the contribution 
clause, like the co-insurance clause 
in physical damage insurance, can 
quite often be a very effective prac- 
tical weapon in keeping the payment 
within reasonable bounds. 


Unduly Optimistic 


Suppose a claimant, with a 100% 
clause and carrying an amount of in- 
surance realistically based on_ his 
past experience, suffers a short sus- 
pension, and contends for an exces- 
sive amount of prevented income 
based upon an unduly optimistic 
picture of the future. It can diplo- 
matically be pointed out to him that 
the same inflation should relate to 
the value for the entire year after 
the loss and, in view of the contri- 
bution clause, the proposed enlarge- 
ment of the anticipated income will 
make little difference in the actual 
recovery 

Jusiness interruption insurance is 
customarily written on forms at- 
tached to a standard form fire policy, 


and is accordingly subject to the 
appraisal provisions of such policy. 

It can easily be seen, however, 
that 
quired are often commingled with, 
and subject to 


the factual ascertainments re 


determinations of 
proper accounting procedure and 
legal points as to extent of coverage. 
It is not, therefore, surprising to find 
that the Court are 
fused as to whether appraisal can be 
required and, if so, the proper scope 
thereof. Also, if the State in which 
the loss occurs has an arbitration 
law, there may be doubt as to its 
effect on the appraisal. 

In the Pickering case,.? which in- 
volved California law, the question 
was raised as to whether the award, 
which was sustained by the Court, 
constituted an appraisal under the 
policy or an arbitration under the 
statute and whether questions of 


decisions con- 


law were erroneously considered and 
decided. The Court stated: 

“* * * Tf questions of accountancy 
or of law were implicit in or inci- 
dental to such determination it was 
the clear intent of the provisions for 
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Interruption Claims—Continued 


reference in said policies that the 
referees should make such determi- 
nations, whether they were ap- 
praisers or arbitrators.” 

In the Hawkinson case,!! decided 


by the Missouri Supreme Court, it 
was held that the insured could 
properly ignore the company’s de- 
mand for appraisal and proceed with 
litigation, where the difference of 


11 “In the instant case, even though it be 
conceded defendant had made a demand for 
an appraisal, it is our considered opinion that 
the appraisal clause quoted supra did not apply 
to the controversy giving rise to the instant 
action and did not preclude plaintiff's institu- 
tion of the instant action; and that compliance 
with the clause was not a condition precedent 
to plaintiff's right of recovery. The disagree- 
ment was not as to the ‘amount of loss’ as such; 
and, if compliance with the appraisal clause 
were held to be a condition precedent to re- 
covery in the instant case, the appraisal clause 
met | operate as a provision for arbitration.” 
Hawkinson Tread Tire Service vs Indiana Lum- 
bermen’s Mutual Ins. Co., 245 S.W. (2d) 24; 
7 CCH F&C 742; Missouri Supreme Court, 1951. 
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views concerning the amount of the 
loss was incidental to the legal con- 
troversy as to the interpretation of 
the insurance contract. 

There have been several cases in 
New York as to whether the arbitra- 
tion laws of that State applied to the 
appraisal provisions of the standard 
fire policy, and a good resume may 
be found in The Matter of Delmar 
Box Company, decided by the Court 
of Appeals in July of 1955, 
wherein it was held that they do not. 

Many decisions throughout the 
country deal with various questions 
which may arise relative to the ap- 
praisal provisions of the standard 
fire policy, but it is beyond the scope 
of this presentation to attempt any 
analysis of this question. 

The above comments are intended 
simply to illustrate that careful con- 
sideration should be given both to 
the legal and practical problems in- 
volved in any specific business inter- 
ruption claim, before it is decided 
that it would be advantageous, from 
the company’s standpoint, to de- 
mand an appraisal. 


Community Enterprise 


The fundamentals of the most 

common type of business interrup- 
tion claim litigation can perhaps 
best be illustrated by quoting from 
the 1931 Federal Court decision of 
Hutchings vs Caledonia,™ involving 
a loss to a tobacco warehouse in 
South Carolina which was sort of 
a community enterprise. The Court 
States: 
“The plaintiffs naturally contend 
that the business was on an upgrade, 
having the backing of the people of 
Sumter and having the benefit of the 
community organizations. * * 

“From the evidence, therefore, the 
plaintiffs contend that the ‘probable 
experience after the fire’ would have 
been the earning of even larger prof- 
its than would have been earned dur- 
ing the twelve and one-half days 
that the warehouse was under actual 
operation. They point out that the 
$200 a day should be taken as the 
standard in allowing recovery. 

“The defendants’ argument points 
out that the plaintiffs had no such 
rosy outlook when the fire occurred. 


~12In In The a4 of Delmar ex Co., 8 CCH 
F&C 756; N. Y. Ct. of App., 1955. 


13 Hutchings vs Caledonia Ins. Co., 52 Fed 
(2d) 745; U.S.D.C., East. Dist., So. Car., 1981. 


They point out that the plaintiffs 
were having considerable trouble 
making a go of the warehouse. * * * 

“The Court attached great im- 
portance to the experience of the 
other tobacco markets in South 
Carolina during the period. * * * 

“We know of no better guide in 
helping us to ascertain the probable 
experience of the Bonner warehouse 
in Sumter after the fire than to study 
the actual experience during the 
same period of a score of other 
warehouses located within a radius 
of 75 miles from Sumter.” 

In this case, as in most business 
interruption cases, there had been 
testimony of both accountants and 
experts in the business involved. 

In summarizing and bringing in a 

judgement for considerably less 
than contended for by the plaintiffs, 
the Court states: 
“Many of these arguments are in the 
nature of cross-currents, and would 
lead us into the realm of speculation 
and sophistry.” 

It can be seen that there was here 
involved a business with no sub- 
stantial previous experience and 
that the plaintiffs indulged in opti- 
mistic speculation as to what might 
have been accomplished had there 
been no fire. The representatives 
of the defendant insurance com- 
panies apparently countered with 
down-to-earth realism by getting the 
opinion and testimony of experts in 
the same business in the area, who 
were able to convince the Court that 
the actual experience would have 
had a much more somber hue. 


Fundamentals 


While claims may be as different 
as are the various businesses which 
are the subject of the insurance, and 
even those with long experience in 
their handling are constantly being 
faced with novel problems, the 
fundamentals are about as stated in 
the Hutchings decision. 

The subject is inherently specula- 
tive and, for this reason, always 
potentially dangerous. If the spark 
of an incipient exorbitant claim is 
not extinguished by prompt antici- 
patory action on the part of the 
company representatives, it can 
easily spread to a holocaustic pres- 
entation before a jury which an 
ocean of belated defense cannot ade- 
quately quench. 
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ass’n notes 


All Canada Ins. Federation: In addition 
to his duties as agency superintendent of 
the Guardian Group of Ins.  Cos., 
N. H. Manning has been appointed man- 
ager of the Quebec Provincial Catastrophe 
Claims Office, and in case of catastrophe 
will be relieved of his primary work. 


American Assn. of Managing General 
Agents: Elections: President, 4. W. Mar- 
shall (A. W. Marshall Co., N. J.); vice 
presidents, Charles F. Zehnder, Jr. 
(C. F. Zehnder Agency, Tenn.) and Reed 
Pennington (Reed Pennington Agency, 
Colo.); chairman, exec. committee, Lang- 
don Quin (Hurt & Quin Agency, Ga.) and 
sec.-treas., B. L. Udell (B. L. Udell Agency, 
Ariz.). 


American Foreign Ins. Assn.: J. Berry 
Wallace has been made manager of the 
Washington, D. C. office. Richard B. 
Higgins is his assistant, having  trans- 
ferred from the N. Y. head office brokerage 
department. 


American Mutual Ins. Alliance: Frederick 
J. Keilholz has been appointed director 
of the bureau of information and editor 
of the Journal of American Insurance. 


Associated Aviation Underwriters: 
Daniel de R. M. Scarritt has been named 
president; Byron B. May, executive vice 
president; and James Cozzie, L. Wallace 
Sweetser, Jr., and William W. Walter, vice 
presidents. 


Assn. of Cas. & Sur. Cos.: Richard C. 
Wagner, formerly manager of the casualty 
department and associate counsel, was 
elected assistant general manager of the 
association. Andrew Kalmykow, who had 
been his assistant, succeeds him as man- 
ager of the department. Robert N. Gil- 
more, Jr. and Marcus Abramson, who had 
been associate counsels, were elected 
general counsel (succeeding Ray Murphy, 
retired) and assistant general counsel re- 
spectively. 


Fla. Assn. of Mutual Ins. Agents, Inc.: 
Elected Tom Stang, president; Joe Fant, 
first vice president; Doyle Conner, second 
vice president; and dlan D. Fulton, 
sec.-treas. 


General Adjustment Bureau: |’. P. Carter, 
formerly branch manager at Fort Myers, 
has been promoted to branch manager at 
Tampa, succeeding Leon H. Shellman, 
who will remain on the adjusting staff 
of that branch. F. T. Reidenbach, casualty 
field) examiner, replaces Mr. Carter. 
fF. G. Tucker was appointed general ad- 
juster; his headquarters will remain at 
the Roanoke branch. George E. Scruggs, 
formerly branch manager at Spartanburg, 
S. C., succeeds Mr. Tucker as branch 
manager at Roanoke. Roy A Blick, who 
was senior adjuster at Norfolk, moves up 
to replace Mr. Scruggs. 


Health Insurance Institute: Hichard C. 
Oberlander has joined the staff and will 
be working with educators and schools 
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the educational 
insurance business. 


in an effort to broaden 
services of the health 


Honorable Order Blue Goose: 3. High 
Fordham was elected Most Loyal Gandei 
of the Georgia Pond. J. D. Ambrose is 
Supervisor of the Flock; Langdon C. Quin, 
Jr., Custodian of the Goslings; Robert 
M. Dominy, Guardian of the Pond; 
Wm. C. Painter, Jr., Keeper of the Golden 
Goose Egg; and Bockover Toy, Wielder of 
the Goose Quill. 


Illinois State A & H Assn.: Jo/in FE. Sonin, 
associate general agent, Central Standard, 
has been elected president. 


Ins. Advertising Conf.: IV. IV. Clement 
(public relations manager, American In 
ternatl. Ins. Groups) succeeded Edmund 
V. Schenke (advertising manager, Royal- 
Globe) as president. Other officers elected 
are: J. Kenneth Cagney (adv. mgr., Hart- 
ford Fire) vice president; T. Ramsey 
Taylor (asst. sec, Fidelity & Guar.) sec.- 
treas. 


Ins. Buyers Assn.: (Houston Area): 
G. L. Foley succeeds Jack Campbell as 
president; W. A. Holcomb, Jr. is vice presi- 
dent; George Spencer is secretary; and 
Raymond O. Horn was re-elected treasurer. 


Internati. Assn. of A & H Underwriters: 
Elections: President, Gail L. Shoup, CLU 
(Lincoln Natl. Life); president-elect, 
Oakley Baskin (Mutual of Omaha); vice 
president, Webster H. Hurley (Bankers 
Life & Cas.) and F. Kenneth Stoakes (Loyal 
Protective); controller, Jay De Young (De- 
Young & Assocs.). 


Ky. Cas. & Sur. Mgrs. Assn.: Elected: 
president, Willard Brown (Glens Falls 
Group); first vice president, W. W. Abbott 
(Ohio Cas. Co.); second vice president, 
M. O. Diggs (USF & G); secretary, Robert 
B. Simmons (Springfield Ins. Cos.); treas- 
urer, Edward Jackson (Yorkshire Ins. Co.). 


Mutual Fire Ins. Assn. of New England: 
Ofhcers chosen: president, Harvey Mac- 
Arthur (Pres., Quincy Mutual Fire); Ist. 
v. p., Francis S. Goff, Jr. (v. p. & sec., 
Providence Mutual Fire); 2nd Arthur 
W. Benson (exec. v. p. & sec., Pawtucket 
Mutual); exec. vy. p. and sec.-treas., Edward 
D. Sirois; v. p., Wesley G. Angell; asst. 
sec.-treas., Ethel M. Pratt. 


Mutual Reinsurance Bureau: Motorists 
Mutual Ins. Co. of Columbus became an 
assuming member, replacing Western 
Millers, withdrawn. 


Natl. Assn. of Public Ins. Adjusters: 
Elected William Goodman, honorary presi- 
dent; George E. Gordon, president; Simon 
Clarke, Ray §. Gould, Anthony W. Lazarus 
and George F. Sigler, vice presidents; 
Sidney Greenspan, secretary; Martin Dietz, 
treasurer and A. H. Neaman, chairman 
of the board of directors. 


Natl. Bd. of Fire Underwriters: Jo/in 
A. North (president, Phoenix of Hartford) 
elected chairman of the executive commit- 
tee. Brendan P. Battle was appointed 
assistant manager of the arson depart- 
ment, 


Natl. Fire Protection Assn.: 7. Seddon 
Duke has been named chairman of the 
board. 


N. C. Assn. of Mut. Ins. Agents, Inc.: 
Chosen president, T. C. Watson; vice presi- 
dent, Frank K. Baker; sec.-treas., Robert 
H. King. 


Ohio Assn. of Cas. & Sur. Representa- 
tives: Elected William 1. Venable, presi- 
dent; L. F. Brock and H. M. Hammer, 
vice presidents. 


Oriando Claim Men's Assn.: Held clec- 
tions: President, Carle Bentley (Butter 
field & Co.); vice president, Henry W. 
Oestreich, Jr. (American F & C); treasurer. 
Carlton F. Pierce (Motors Ins. Corp.): 
recording sec., Earl L. Hansell (\merican 
Mut. Liab. Ins. Co.); corresponding 
Melvin J. Meyer (lowa Natl. Mut.). 


South-Eastern Underwriters Assn.: Re 
elected officers as follows: Jolin R. Led 
better (gen. mgr. -s. dept. Hartford Fire), 
president. Walter J. Christensen (exec. 
vy. p. America Fore-Loyalty Group), vice 
president; and John P. Woodall, manager. 


Surety Assn. of America: I hic American 
Central Insurance Co., New York, has been 
elected to membership, bringing the total 
to 83. 


Underwriters Adjustment Bureau Ltd.: 
(Montreal): James Buttery (Canada 
mgr. for Royal Exchange Assur. Group) 
was elected president, succeeding W. H. 
Bell (Mgr. for Canada, Guardian Assur.). 
Douglas B. Hall, FIAA (gen. mgr., General 
Accident) was elected first: vice president 
and George B. Kenney (assc. mgr. tor 
Canada, Phoenix of Hartford) re- 
elected second vice president. 

D. A. James and J. A. Bell will rejoin 
the Pacific division office in) Vancouver 
as manager of the casualty dept. and 
general adjuster, respectively. 

There are a number of staff appoint- 
ments as a result of the Bureau taking 
over two adjusting firms in the Maritimes: 
G. B. Elliot & Co. and R. M. Francis & Co., 
Lid. The founder of the latter, R. M. 
Francis, becomes superintendent of the 
Maritime Provinces with headquarters in 
Halitax, where he will also manage the 
Bureau's office in that city. W. R. Patter- 
son, formerly vice president of R. M. 
Francis, becomes manager of the Bureau's 
Sydney office. Daniel McKeough, who had 
been in charge of the Francis office in 
Antigonish, becomes the Bureau's resident 
adjuster in that city. C.F. Wadden, who 
had managed Elliot in New Glasgow, will 
be in charge of the Bureau's office there. 


Western Adjustment & Inspection Co.: 
The Lombard, Il. office has been moved to 
236 E. St. Charles Rd. R. J. Caldwell is 
manager. The Kansas City, Kansas office 
was moved to 1604 Washington Blvd. 
R. J. Monger is manager there. The South 
Side Kansas City, Mo. office has been con 
solidated with the main office at 31 FE. Lin- 
wood Blvd. All personnel of the South 
Side office have been translerred the 
main office. 


Wisconsin Assn. of Mut. Ins. Agents: 
Elected are: Chester Possin, president: 
Phil Raddatz, vice president; James 
Radtke, secretary, and Clem Mayer, treas 
urer. 
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A growing company in a growing field. That’s Combined, 
second largest exclusive accident and health company in 
the world. 


Behind this amazing growth record are countless success 
stories .. . stories about people who believed in the future 
of Combined . . . people who profited from that belief. 


These same opportunities and more like them are open to 
you right now .. . offering agents two ways to move into 
the high earnings in the accident and health field; through 
full-time selling of one of Combined’s Specialized Package 
Plans, or, selling Combined’s remarkable Wholesale Group 
Plan in your between-appointment hours. 


Check which method interests you, on the coupon below, 
and let us tell you about the numerous advantages you can 
enjoy—working with a growing company. 


4 
Combined Insurance Co. of America, Dept. 92 ] 
5316 Sheridan Road, Chicago 40, Illinois 1 
Gentlemen: Please send me details about: | 
Combined’s Specialized Package Plans 
Combined’s Wholesale Group Plan. 
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CHARTERED PROPERTY CASUALTY UNDERWRITER 


Part Il—Insurance Principles and Practices—1957 


QUESTIONS |, Il, Ill, and IV 


The H Hospital, located in the town 
of A in the county of B in one of the 
north central states, serves three 
counties within a radius of sixty 
miles and with more than forty 
thousand population. 

The Community 

A, county seat and largest com- 
munity of B county, had a population 
of 8500 persons in 1950 and has 
grown substantially in the last five 
years as the result of the location in 
the town of N, a farm implements 
manufacturer. Before that time the 
two principal industries were the L 
paper mill and M, a wood furniture 
manufacturer. The town of A is 
incorporated, and has two volunteer 
fire companies. 

The H Hospital (see diagram ) 

In 1922, K, the president of the 
paper mill, died and left a legacy of 
more than $250,000 for a com- 
munity hospital. Subsequently H 
Hospital was organized and incor- 
porated as a non-profit, voluntary 
hospital under the state laws in 1924. 
The first hospital buildings opened 
in 1925. Today, H Hospital (as 
shown on the plan) has four build- 
ings on a plot of thirty acres, at the 
intersection of state highway routes 
18 and 42 on high ground overlook- 
ing the main street of A and some of 
the fertile farm country which com- 
prises more than half the area of 
County B, the rest of the county be- 
ing still forested. 

H-1, the main hospital building, 
built in 1924, is two floors and base- 
ment, fire-resistive, of steel frame 
construction with brick and _ tile 
walls. The flat roof with parapet is 
covered with built-up asphalt root- 
ing. The basement is mostly above 
ground level, and entirely so in the 
north wing, finished late in 1950, 

(Continued on the next page) 
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DEAN’S NOTE 


This composite set of answers to the June 1957 Chartered 
Property Casualty Underwriter examinations given by the 
American Institute for Property and Liability Underwriters, 
Inc., has been prepared from the papers of the examinees. 
Editing was necessary to assemble each composite answer and 
present it in condensed form. However, the content in some 
cases is more complete than was required for a high grade and 
answers have been given to all the questions even though the 
candidate had a choice. 

It should also be mentioned that although these answers have 
been taken from meritorious papers, they are not necessarily 
perfect. Many of the questions involved judgment on the part 
of the candidate and no hard and fast solution could be re- 
quired. Credit was given for the reasonableness of the answer 
and the evidence of intelligent application of a candidate’s 
knowledge. 

Candidates are cautioned not to rely on this set of questions 
and answers as a method of direct preparation for the C. P. C. U. 
examinations. They may be useful as a guide to the type of 
questions asked and the content of answers desired by the 
Institute, but they cannot be a substitute for thorough study and 
mastery of the subject matter of the Institute’s curriculum. 
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C.P.C.U. Questions—Continued 


which made the hospital T-shaped 
and doubled its capacity to seventy- 
five beds. In the present structure 
on the second floor is the maternity 
department and nursery in the north 
wing while the two operating rooms 
are in the original building, as well 
as two small wards and the semi- 
private rooms. Small medical and 
surgical wards in the original build- 
ing, as well as private rooms in the 


north wing are located on the first 
floor, which has the administrative 
offices in the center. The diet kitchen 
and staff dining rooms are in the 
basement of the north wing while 
their former location in the main 
basement is now devoted to the ex- 
panding outpatient clinics, the lab- 
oratory, and the accident room. All 
floors are served by an Otis electric 
elevator with wide doors which has a 
rated capacity of thirty-five persons 
and which will 


accommodate two 


Radar “sees” the unseen 


PROGRESSIVE 


In these fast-flying, ever-changing times, progress depends a good 
deal on seeing what’s up ahead and planning appropriate action. 
Relying on a last-minute program can prove costly. 


Northwestern owes much of its steady growth to the look ahead. 
Such moves as converting to the multiple line operation, use of 
package policies, and streamlined claims processing are the result 
of taking the long range view of the fire and casualty field. This 
continuing process of planning for the future helps agents to keep 


steps ahead in providing insurance keved 


needs. 


NORTHWESTERN 


MUTUAL INSURANCE COMPANY 


FIRE- CASUALTY: AUTO 


HOME OFFICE 


SEATTLE WASHINGTON 


to their policyholders 


Chicago Columbus Dallas Denver Houston 
Los Angeles Missoula New York 
Oklahoma City Phoenix Portland Raleigh 
Salt Lake City San Diego San Francisco 
Spokane St.Louis Canada: Calgary 
Edmonton Saskatoon Vancouver Winnipeg 


rolling stretchers at once. The 
elevator is equipped with automatic 
controls for night operation. 

H-2 is a tile and brick structure on 
steel frame, fire-resistive, built in 
1924 and divided into three com- 
ponents by fire walls of tile and 
brick. The garage at the north end 
of H-2 houses the hospital's utility 
truck, the small tractor with snow- 
plow and grass cutter attachments, 
and certain maintenance supplies for 
the grounds keepers. The center sec- 
tion is the power plant 
boilers of 500 h. p. each furnish 
high pressure (one hundred twenty 
pounds) steam for use in the hospi- 
tal, and low pressure steam as well 
as hot water for the buildings at the 
main location, A small steam-driven 
auxiliary generator of 7 KW. capac- 
ity is installed in the powerhouse but 
is not used except for emergencies, 
as electrical power for normal opera- 


two steam- 


tions is purchased at commercial 
rates from the Six-County Public 
Utility Co.. The laundry at the south 
end is the third component of H-2. 
It is fully equipped to process all 
linens required in the hospital. 

H-3, is the nurses’ and residents’ 
home, a two and one-half story frame 
building, equipped with outside fire 
escape. Originally a private home 
built about 1910, it was bought, re- 
modeled and enlarged in 1928 to 
provide living quarters for sixteen 
nurses and four resident surgeons or 
interns, On each floor in each hall, a 
reel of two inch hose connected to 
four inch pipe served from the town 
system provides fire protection. 

H-4, is a one-story modern fire- 
resistive isolation unit, was built in 
1949 by the commissioners of [3 
county. It is operated by H Hospital 
under a contract which provides that 
the town of A and B county will 
divide deficit in the 
operation. It can handle a maximum 
of twelve patients isolated for con- 
tagious disease, with completely in- 
dependent kitchen facilities, two 
nurses’ bedrooms, and a small lab- 
oratory. 


any costs of 


Access to the hospital grounds is 
by a twenty-foot asphalt drive from 
state highway route 42. The drive 
circles the main hospital building 
and ample paved parking space for 
forty-five cars is provided in the 
between the 


nurses’ home 


area 
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(11-3) and the garage-power plant 

(H-2). 

Other Buildings of Hl Hospital 
As part of the Kk 

hospital received 

located four miles 


legacy, the 
the farm, 
south of on 
highway route 18. the 
setttlement of the estate, the 
trustees of the hospital retained the 
homestead, its 


state 


barn and out- 
buildings and fifteen acres which 
have been operated since by F, a 
neighboring farmer on a three-year 
contract, renewable by mutual 
The Hospital has the 


homestead for 


agreement. 
the twelve 
convalescent patients in the care of 
a housekeeper and a practical nurse ; 


use of 


I has the use of the outbuildings 
and barn, and contributes 6674% of 
the garden crops to the hospital. 
The kk rambling 
frame building of two and one-half 
stories with cedar shingle roof, built 
in 1875 and almost completely mod- 
ernized and refurnished in 1921. The 
barns and outbuildings are frame on 
stone foundations and in excellent 
repair. Water is furnished by an 
artesian well, and electricity from 
the utility corporation serving the 
county. Heating is by an oil-fired 
domestic hot water system of stand- 
ard make. The oil storage tank, one 
thousand gallon capacity, is buried 
alongside the driveway. 
Operations 

The hospital is administered by a 
Board of Trustees of fifteen persons 
elected by the contributing com- 
munity members. The board ap- 
points the administrator (superin- 
tendent) of the hospital and the 
other administrative officers: direc- 
tor of nurses, dietician, controller, 
engineer, and The 
pharmacist and the resident phy- 
sicians are also appointed by the 


homestead is a 


housekeeper. 


board on recommendations of the 
active staff of physicians. The 
doctors, twenty-eight active staff 


and ten consultants, are organized 
in a council which exercises control 
through its executive committee, 
customarily the chiefs of the services 
(medicine, surgery, etc.). Normally 
there are four residents, the junior 
two being interns. The nursing staff 
regularly numbers twenty-four, with 
a number of private duty nurses 
available from the town. Nurses’ 
aides, junior aides, and Grey Ladies 
have assisted regularly since World 
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...and so you see, Jim, 
P. N. is different, progressive, and 
profitable for producers. 


mx. PACIFIC NATIONAL 


San Francisco, California « 


Philadelphia, Pennsylvania « 


INSURANCE GROUP 


© PACIFIC NATIONAL FIRE 
MANUFACTURERS CASUALTY INSURANCE COMPANY 


INSURANCE COMPANY 


Skokie, Illinois + Atlanta, Georgia 


War Il to help relieve the load on 
the regular staff. In addition to ad- 
ministrative and medical staff, the 
hospital has on its payroll a num- 
ber of office clerks, a 
laboratory technicians, 
cooks, maids, 
maintenance men, engineers, etc. so 
that the total payroll comprises 
seventy-nine persons. This number 
includes the housekeeper and prac- 
tical nurse at the K homestead. 


orderlies, 
cashier, 


assistant dieticians, 


The hospital has the following fa- 
cilities: blood bank, cancer clinic, 
central supply, clinical laboratory, 
convalescent facility, electrocardio- 
graph, medical library, patients’ 
library, medical records department, 


metabolism apparatus, outpatient 
department, pharmacy, postopera- 
tive recovery room, social service 


department, diagnostic X-ray, ther- 
apeutic X-ray, women’s auxiliary. 


(Continued on the next page) 
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C.P.C.U. Questions—Continued 


It is approved by the American 
College of Surgeons, American 
Hospital Association, State Hospital 
Association and the Six-County Blue 


Out-patients (ambulatory) 4654 
Laboratory examinations 30464 
X-ray examination & therapy 4245 

The hospital operates with a gen- 
eral fund for the operating account ; 
an endowment fund of $50,000 con- 


and grants from foundations, The 
most recent was $32,250 from the 
Ford Foundation making the build- 
ing fund total $203,393.25. 

The trustees of H Hospital pro- 
pose to add a third floor to the main 


Cross Association. 

Services—1956 

In-patients (bed) 
Days of care 


taining the remainder of the original 
K legacy; and a building fund, 
which is increased by bequests, a 
share of the annual community chest 


hospital building (H-1) in 1958 
to increase the bed capacity to one 
hundred ten, provide additional space 
for modern operating rooms, and 
free more room for outpatient clinics 
on the first floor. 


2570 
25807 


Financial Information—1956 


Many items of special equipment 
Salaries & fees (nursing & professional ........ $166,010 such as the electrocardiograph and 
Salaries & wages (other) .................... 71,640 the X-ray therapy ascerstus were 
Food .... 23,210 
10,380 women’s auxiliary has undertaken 
Supplies 60,210 annually the replenishment of the 
N the ladies purchased, made or re- 
27 ,060 


tion of the auxiliary produced 1300 
surgical dressings, primarily for use 
in the accident (emergency) room. 


Operating $ 4,340 The hospital does not maintain an 

income ambulance, but emergency ambu- 

eudowment fund (int.) ..... 2,170 lance service is available from one 

Bequests 1,000 of the five companies which has a 

7 7,030 calls are made by equipment main- 

~~ tained ~=by the town’s leading 

General fund, balance at beginning of year .................. 17,100 i, an ambalance. 

General fund, balance at end of year ..................00005: $ 19,790 Transportation <f comvalescems 


from the hospital to the K home- 
stead is made by private car or by 
public livery when necessary. 

The town of A has a good fire 


The values of the land, buildings and equipment at the end of 1956 were 
carried on the books as follows : 


$ 5,600 loss record; the hospital has had no 
Buildings (H-1, H-2, H-3 and K) ............... 494.610 fire losses since 1934, when a small 
Apparatus & equipment ........ 124,050 blaze in the laundry destroyed about 
19,600 $300 of linens and machinery. 
scans 2,310 The county of B has had four 
— tornadoes, one each in 1946 and 
646, 170 1947, and two in 1955. One of 
Less reserve for depreciation ..................+:. 201,420 them swept through a corner of the 
nani town of A, destroying four houses 
Total plant & equipment assets .................. $444, 750 and killing two people. 


Let These Versatile Agency Companies 


Help You Increase and Protect Your Business 


YOUR AGENCY 


* Liberal Commissions 


The National Mutual Insurance Company 
The Celina Mutual Insurance Company 


HOME OFFICES — CELINA, OHIO 


* Truly Competitive Rates 
* Multiple Peril Facilities 
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Hailstorms are reasonably fre- 
quent in the area and during the 
crop season of 1956, one severe hail- 
storm did widespread damage to 
growing crops in most of the 
county. The same hailstorm broke 
almost all the glass in the solariums 
on the west end of each floor of the 
hospital and riddled many of the 
awnings on the windows of the 
hospital and the nurses’ home. 

The town and the county have ex- 
perienced heavy snowfalls regularly 
during the winter months. Town 
and state highway crews normally 
keep the main highways open, but 
twice since 1950, the roads have 
been blocked for periods as long 
as thirty-six hours. 


The Problems 


(a) Identify clearly and specifi- 
cally the insurable hazards for 
which H Hospital would need cov- 
erage at this time if the trustees and 
the corporation are to avoid loss. 
Classify the hazards into (1) serious 
(2) moderate (3) marginal on the 
basis of their effects on H Hospital. 


(b) Enumerate specifically the 
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Be sure to keep in touch with the 
Norfolk and Dedham Special Agent in 
your area. He'll be glad to 


| help in any way. 


3024 Sandage Street 


asks HOMER 


It’s best to be wary of a Safari unless 
you have a guide and a helping hand. And similarly, 
that’s the way our Special Agents function... 
helping our agents when the journey becomes 
overburdened, perhaps with need for clarification of 
new policies, procedures and various aspects 
of our company’s position. 


BRANCH OFFICE 


Fort Worth, Texas 


~ NORFOLK and DEDHAM Mutual Fire Insurance Compa: 


_ DEDHAM, MASSACHUSETTS (A Multiple Line Company) _ 


additional information that must be 
made available in order to deter- 
mine the proper kinds and amounts 
of insurance to recommend to the 
trustees of H Hospital. 

(c & d) Based on the foregoing 
facts, prepare the insurance pro- 
gram you should recommend to take 
care of the effects of serious and 
moderate hazards faced at this time 
by H Hospital. For each coverage, 
indicate the specific hazard(s) it 
covers and show the amount for 
which the policy should be written 
with reasons. 

(e) Show specifically the changes 
in the insurance program which will 
have to be made when the trustees’ 
plans for the addition to the hospital 
become effective. Be specific as to 
the additional hazards created by 
such action. 


Answer 


The insurable hazards for which 
H Hospital would need coverage at 
this time are as follows: 

(a) The insurable hazards for 
which H Hospital would need cover- 
age at this time are as follows: 


(1) Serious hazards. 


Liability for bodily injury and 
damage to property of others aris- 
ing from ownership or use of the 
premises, the elevator, products’ 
liability, the farm land, administra- 
tion of professional services, the 
power plant (for bodily injuries), 
activities of any persons connected 
with the hospital, i.e., trustees, ad- 
ministrative and professional staff 
and regular staff. 

Obligations imposed by state work- 
men’s compensation law for acci- 
dents involving employees in the 
course of their employment. 
Hazards arising out of the operation 
of steamboilers and machinery for 
damage to property owned and 
property of others, including haz- 
ards arising out of the operation of 
the generator. 

Liability arising out of the owner- 
ship of the utility truck and tractor 
and the operation of owned, hired 
and non-owned vehicles, such as 
the rescue truck of the fire company, 
livery vehicles to transport con- 
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Insurance and Reinsurance 


for experienced attention 


USE A Stewart>§ mith OFFICE 


NEW 116 John Street 
BIRMINGHAM Ala. Frank Nelson Bldg. 
MONTREAL, Que., Canada....... 630 Sherbrooke St. West 
TORON LO; Ont:; Canada sc 48 Front St. West 
VANCOUVER, B. C., Canada....789 West Pender Street 


LONDON E.C. 3, England...........+++ -1 Seething Lane 


For Brokers * Agents * Companies 
always at your service 


AROUND THE CLOCK 


COMPLET 


SPECIALISTS’ © MULTIPLE-LINE 
SERVICE 


fire & allied lines 
fidelity & surety 
automobile 
inland marine 
general liability 
burglary 

plate glass 
workmen’s comp. 
misc. liability 
special risks 

title insurance 


COMMERCIAL STANDARD 


INSURANCE COMPANIES 
FORT WORTH, TEXAS 


RAYMOND &. BUCK 
President & Chairman of the Board 


C.P.C.U. Questions—-Continued 


valescents or the ambulance of the 
funeral director. 

loss of physical assets—buildings 
and contents—by fire, lightning, 
windstorm, explosion, hail, riots and 
the other hazards commonly enumer- 
ated in the extended coverage en- 
dorsement, and valuable equipment 
by any peril. 

Interruption of operations with re- 
sulting loss of income and continua- 
tion of expenses caused by fire, 
lightning and the extended coverage 
perils. 

Unanticipated increased expenses 
arising from the necessity of con- 
tinuing or restoring operations in- 
terrupted by destruction of plant 
or equipment caused by tire, 
lightning, or the extended coverage 
perils. 

Interruption of operations re- 
sultant loss of income or extra ex- 
pense incurred by reason of acci- 
dent to power plant (boiler or ma- 
chinery ). 

Losses caused by dishonest acts of 
trustees, treasurer, or other em- 
plovees. 

Loss or damage to special equip- 
ment, such as X-ray, electro-cardio- 
graph, ete., by numerous perils in- 
cluding fire, extended coverage, and 
others. 

(2) Moderate hazards. 

Crime losses resulting from felon 
ous abstraction of money, securities, 
or property by outsiders. 

Damage to property by vandalism or 
malicious mischief. 

Losses to crops of leased farm land 
caused by hail. 

Damage to elevator. 

Material damage to utility trucks or 
tractor by collision, fire, theft, or 
other perils. 

Loss or damage to valuable papers, 
books, or records. 

Destruction of records of accounts 
receivable. 

(3) Marginal hazards. 

Liability for loss or damage to 
vehicles by fire or theft from opera- 
tion of parking space adjacent to 
building H-1. 
Non-occupational accidents or sick- 
ness of employees ; premature death 
of key personnel. 

earthquake, depending upon loca- 
tion. 
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(hb) The additional information 
required to determine kinds and 
amounts of insurance includes: 
Actual insurable value of all build- 
ings to the extent it varies from 
book value. 

Actual insurable value of contents, 
apparatus, equipment, boilers and 
machinery. 
Values and description of special 
equipment to be insured specifically. 
Cash kept on premises, amount of 
cash transported by custodians, 
amount of cash handled by cashier, 
frequency of audits, internal audit 
practices, inventory system and con- 
trols, check-signing authority, pay- 
roll preparation and distribution, ete. 
Difference between electrical de- 
mand and 7 KW., the capacity of 
emergency generator, as well as 
sources of other power to determine 
need for contingent business inter- 
ruption coverage. 
Terms of all contractual agreements 
to determine any contractual lia- 
bility, including those with F, the 
farmer, with the town of A and 
county of B for the isolation unit 
H-4, and with the local funeral direc- 
tor for ambulance service. 
Value, cost of reproduction and gen- 
eral description of valuable papers, 
and monthly average of accounts re- 
ceivable. 
Value of crops received from farm. 
Value of elevator. 
Value of equipment and supplies 
subject to theft hazard. 
Additional details on contract for 
supply of power, the classification 
of employees, to determine desira- 
bility of two-item or gross earnings 
business interruption coverage, and 
daily limit for boiler U. & O. insur- 
ance. 
Type, description and value of trac- 
tor, equipment such as snowplow, 
and other maintenance equipment 
used on premises or at convalescent 
home at K farm. 
Availability and cost of substitute 
facilities required to maintain opera- 
tions in emergencies. 
The state law and decisions of the 
local courts with respect to the lia- 
bility of a charitable (eleemosynary ) 
institution. 
Local ordinances affecting recon- 
struction or repair. 
Present benefits for premature 
death, accident or sickness payable 
to employees. 

(Continued on page 110) 
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Underinsurance Can 
to Producers, too! 


Insured Portion Uninsured Portion 


Producers who fail to sell full coverage to 
customers are losing out on opportunities to build 
extra premium volume. They are also jeopardizing 
customer good will by neglecting to provide 


the protection policyholders need, in case of loss. 


A folder entitled “Are You Being Pennywise?,” 
designed to pave the way for selling insurance to 
value, has been prepared for use by Great American 
producers. Ask the Great American 

fieldman in your area to show 

you samples. Or, write 


directly to the Company. 


| Bro ny 
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Lnsurani ‘AGENT 
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Great American 


croupoF INSURANCE COMPANIES 


FIRE - MARINE - AUTOMOBILE - CASUALTY - SURETY 
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market! 


In this ONE book 
you'll find such 


data as... 


75 Fulton Street, New 


at $15.00 per copy. 


NAME 


COMING SOON! 


The completely redesigned and expanded 1958 edition of 


BEST’S DIGEST of 
INSURANCE STOCKS 


The indispensable reference work for organized and continuous 
investment analysis and research on fire, casualty and 
life insurance stocks. Recognized as the most com- 
plete digest of its kind in existence. 


Whether you’re interested in adding insurance stocks to your 
personal portfolio, keeping tabs on securities you 
already own, rounding out your background knowl- 
edge on insurance stocks or comparing your own 
company’s progress, performance, and practices with 
those of other carriers. . . 


The 1958 BEST’S DIGEST OF INSURANCE STOCKS offers a 
wealth of detailed information for over 100 stock 
insurance companies—fire, casualty, and life .. . 
streamlined in format and greatly expanded in cover- 
age this year, virtually the entire actively traded 


Resources — Ten-Year Trend: 
assets, capital, surplus-voluntary 
reserves, conditional reserves, 
book value. 


Liabilities — Ten-Year Trend: 
loss reserves, unearned pre- 
miums, total liabilities, liabili- 
ties % of book value. 


Five-Year Net Premiums Earned 
and Written: in dollars and in 
% of book value. 


Ten-Year Per Share Figures: par 
value, book value, invested 
assets, net premium writings, 
yearly market range. 


Ten-Year Earnings Breakdowns— 
Amonnt and Per Share: net in- 
vestment income, statutory un- 
derwriting, changed unearned 
premium equity. 


To: ALFRED M. BEST COMPANY, Incorporated 


York 38, N. Y. 


ADDRESS 


Distribution and Five-Year Growth 
of Premium Writings: total and 
by classes of business. 


Five-Year Operating Ratios: loss, 
expense, and combined. 


Cash Dividends Declared—Ten 
Years: amounts. 


Capital Gains or Losses: ten-year 
histories (amount and per share) 
of profit or loss security sales, 
appreciated or depreciated asset 
values, miscellaneous. 


Historical Summary 

Scope and Type of Operation 
Management 

Current Dividend Rate 


Test this outstanding reference work now, while you can. Dis- 
cover for yourself why so many individual investors, 
investment analysts and professional fund managers 
are so successful with it. 


Gentlemen: Please send me -------- copies of the 1958 edition of BEST'S DIGEST OF INSURANCE STOCKS 


ATLANTA 


ALFRED M. BEST COMPANY, INC. 


BOSTON CHATTANOOGA CHICAGO CINCINNATI 


NEW YORK RICHMOND 


DALLAS 


LOS ANGELES 


> 
Be Order Today! Fifteen Dollars per Copy 


Edited by R. M. MacArthur, Alpert & MacArthur, Miami, Florida 


Release—Injured Party Claims Fraud 

and Deceit of Liability—Insurer— 

Held, No Right to Recover Damages 
from Insurer. 


Shallenberger v. Motorists Mu- 
tual Ins. Co, (1958) 167 O. S. 494, 
N. EB. .. 

In this case an old problem was 
examined and in a carefully consid- 
ered opinion the Ohio Supreme 
Court went on record for what may 
be called the traditional, or conserva- 
tive view. 

The case arose when the injured 
party, while driving a car belonging 
to one Garee, collided with the in- 
sured’s car, injuring herself and 
damaging Garee’s car. 

According to the injured party’s 
allegations in the present suit, the 
insurance company acknowledged 
the insured’s liability for the damage 
to the car and settled for that dam- 
age. As a part of the settlement, 
she alleged, “the agent of the de- 
fendant (insurer) falsely and fraud- 
ulently represented to the plaintiff 
(the injured party) that it was nec- 
essary for her to sign a paper before 
the said Garee could receive the 
amount of the settlement agreed 
upon for the damage to his car” and 
“that the signing of the same was 
a mere formality and would not af- 
fect” plaintiff ‘in any way.” 

It was further alleged that plain- 
tiff signed, but did not read, the 
paper presented to her, that she later 
made claim for her injuries, and was 
met with the information that she 
had released her claim for injuries. 

The injured party claimed fraud 
and deceit on the part of the insur- 
ance company in obtaining the re- 
lease and prayed for damages in the 
sum of $15,000. The insured was 
not made a party to this suit, and 
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there was no attempt made to re- 
scind the release. 

In the trial court it was held that, 
as a matter of law, there could be 
no recovery on the facts alleged. 

On appeal to the Ohio appellate 
court that judgment was reversed. 
On further appeal to the Ohio Su- 
preme Court the appellate court was 
reversed and the trial court’s view 
affirmed. 

The Court pointed out that a party 
who claims a release was obtained 
from him by fraud has available to 
him a suit in equity against the in- 
juring part to set aside the release. 
If successful therein, he may pro- 
ceed to enforce his claim for damages 
as if the release had never existed. 

On the contrary, a suit for dam- 
ages on account of fraud and deceit 
is normally based on the proposition 
that a purchaser has received some- 
thing for which he paid more than 
its reasonable value because he was 
defrauded and deceived. “There is 
usually no analogy between the situ- 
ation of one induced by fraud to 
release a tort claim and one induced 
by fraud to buy something,” said 
the Court. 

The Court noted and discussed at 
length the contrary rule in other 
jurisdiction, allowing an injured 
party to sue the insurer for damages, 
but decided that such rule was not 
well-founded in logic and reason 
and that it ran counter to established 
principles of Ohio law. 


BISHOP, CAL. 
Rt. |, Box 55 
Phone Bishop 245 
POMONA, CAL. 
2270 Laurel Ave. 
Phone 
LYcoming 9-9023 
| VENTURA, CAL 
304 South Jordan 


HENRY DIMLING 
INSURANCE ADJUSTERS 
24-hour service—companies 
only—All lines 
Home Office 
3505 W. éth Street 
Los Angeles 5, Calif 
Dunkirk 8-961! 


Phone 
Miller 3-1527 


Contractor's Liability Insurance— 

Roof Repair Job Left Unprotected— 

Leakage of Rain Causing Damage 
Held Not Result of "Accident." 


Christ v. Progressive Fire Insur- 
ance Co. (Second District Court of 
Appeal of Florida, 1958) 101 So. 
2d 821. 

The insured, a roofing contractor, 
entered into a contract to replace 
the roof on a business block, and pro- 
ceeded to perform the work. On a 
Friday afternoon at 4:30 P.M., the 
insured suspended the work for the 
week-end and evidently took no pre- 
cautions to protect against rain, but 
simply left the roof as it was. 

On the following Sunday a heavy 
rain occurred; rain water seeped 
through the roof of the building into 
the.store rooms and damaged the 
tenants’ stocks of merchandise. 
These tenants made claims against 
the insured contractor who, in turn, 
made claim against its liability in- 
surer. 

The insurance company thereupon 
filed suit for a construction of the 
policy. The trial court held that a 
heavy rain under the circumstances 
was not an “accident” under the 
policy language ‘“‘caused by acci- 
dent.” 

The insured appealed to the Flor- 
ida appellate court which affirmed 
the decision that there was no cov- 
erage. 

The Court held this case was ana- 
logous to a situation where an in- 
sured had, by reason of an erroneous 
survey, damaged the adjoining land- 
owner by erecting his building so 
that it encroached on the adjoining 
lot. 

The Florida court rejected the 
decision of a New York court which 


(Continued on the next page) 
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The Judge Says—Continued 


held that a winter snow falling on 
a roof and turning to rain which 
leaked into the building was an ac- 
cident. 

The Court held that where the 
event is a 


common occurrence in 
nature it is not an accident unless 
unprecedented or beyond the ordi- 
nary experience of man, and then 
concluded ; “*For a contractor to re- 
pair a roof, leave the work unfin- 
ished over the week-end during the 
month of July without taking proper 
precautions to protect against rain 


or showers, having every reason to 
anticipate that a shower is likely to 
occur in the ‘rainy season,’ which is 


a matter of common knowledge, can- 
not be held to be an accident. To 
do so would be to ignore conditions 
as they exist.” 


NEEDS TRANQUILIZING 


A NOVEL CLAIM for injuries has 
arisen out of a truck-auto collision 
reported in the San Jose (Cali- 
fornia) Evening News. The plain- 
tiff ina damage suit filed in Superior 
Court was driving an International 
Truck when it was hit by a Volks- 
wagen. He claims, among other 
damages, that the sight of the little 
Volkswagen hitting his big truck 
aggravated his ulcers. 


© © 


AMMUNITION TO UP 
YOUR SALES CURVE 


Anchor has developed a sound, rule-of- 
thumb for diversification of business. 
Why not use it as a guide? 


Automobile 45% 
Fire and Allied Lines, incl. Misc. 30% 
Workmen's Compensation 8% 
é Gen. Liability & Prop. Damage 8% 
Burglary & Glass... 3% 
Fidelity & Surety...... 6% 


SEE YOUR ANCHOR 


Diversification 
:,Pays! 


Today’s answer to increased income 
lies in broadening your sales horizon. 
New—and previously unsold—lines 
bring new prospects . . 
automatic safeguard against increased 
competition and present markets. 
You'll find plenty of ammunition in 
Anchor’s multiple line facilities—PLUS 
its three new packaged coverages: 
Motel Owner’s, Automatic Laundry 
Owner’s and Combination Service 
Station policy. 


MAN FOR HELPFUL ASSISTANCE 


SIGNS CONSENT DECREE 


THE BATON ROUGE, Louisiana, In 
surance Exchange has agreed to a 
consent decree barring it from cer- 
tain practices the government had 
charged were violations of the Sher- 
man Anti-trust Act. The charges 
concerned boycott, coercion and in- 
timidation and were the 

those for which the New 
Insurance was 


same as 
Orleans 
Exchange 
cuted. The Baton Rouge Exchange 
has agreed to abide by the decision 


pre 


of the courts in the New Orleans 
Case. 

SENATE PROBE 
SENATOR O’MAHONEY’'S antitrust 


and monopoly subcommittee is ex- 
pected to begin public hearings on 
the success of the McCarran Act in 
protecting the public from monopo- 
listic and other non-competitive 
practices before Congress adjourns. 
The Senator has declared the com- 
mittee will first look into the writ- 
ing of aviation, marine and mail or- 
der insurance although not neces- 
sarily in that order. He feels those 
are the areas of insurance in which 
state regulation is least effective. 

Jess EE. Gross, New York City 
broker and attorney has been ap- 
pointed a special consultant to the 
subcommittee. 


ANCHOR | 


CASUALTY COMPANY 
SAINT PAUL 14, MINNESOTA 


. give you an 


PRODUCTION COST 


THE NATIONAL BUREAU of Casualty 
Underwriters Its 
automobile rating committee to. re- 


has empowered 
vise the rating formula for automo- 
bile liability insurance by the intro- 
duction of a 20% total production 
allowance, public 
automobiles and long-haul trucks. 


cost except) on 
Before taking formal action, how- 
ever, the committee will discuss the 
situation with the individual 


agents’ associations. 


state 


The Bureau points out that since 
1952 there has been a 26% reduc- 
74A% to the 
provision in the rates for general ad- 


tion, from 5.5%, in 
munmistration expense, 

Similar action was taken by the 
National Automobile Underwriters 
Association at its annual meeting in 


May. 


NEW YORK CONTROVERSY 


THE APPELLATE DIVISION of the 
New York State Supreme Court bas 
unanimously ruled that the insur 
ance department did 


not presert 


substantial evidence to support a 
finding that increased automobile 
liability rates are unnecessary 


that state. A court order is now he- 
ing prepared. 

The filings were made October 
15, 1957 by the National Burean of 
Casualty Underwriters and the Mu- 
tual Insurance’ Rating 
They called for increases of 9.5% 


Bureau. 


on private passenger cars and 5.9% 
vehicles. The in- 
creases were disapproved by the then 
Superintendent Holz on November 
12 and a public hearing held Janu- 
ary 6, 7 and 10 of this year. After 
the hearing, the Superintendent 
again denied the increases and it was 


on commercial 


this decision which was appealed to 
the State Supreme Court. 


SURPLUS LINES 


THE CALIFORNIA Insurance Depart- 
ment held public hearings on pro- 
posals to entirely restate and amend 
the state’s rules and regulations rela- 
tive to surplus line brokers and the 
placing of insurance with nonad- 
mitted insurers. The hearings were 
scheduled for June 24 in San Fran- 
cisco and June 26 in Los Angeles. 
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REINSURANCE 


Building, revising, 
expanding — what- 
ever you plan in 
underwriting prog- 
ress, there's a job 
for Reinsurance. 


Employers service 
can be accurately 
fitted to your plan, 
to add capacity and 
security. 


MULTIPLE LINES 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MO. 
Insurance Exchange Bldg. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William Street 175 West Jackson 100 Bush Street 
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FOR 
AS LOW AS 


$750 


PER PERSON 


business trips 
are extra vacations 


Ever do business from a “‘Country Club’? Then, next time you go to Chicago, stay 
at the fabulous Edgewater Beach. You can really enjoy your off-business hours 
here... relaxing in the outdoor pool... stepping through a fast set of tennis... 
sipping a julep at the Cabana Club... having the time of your life. Only 15 minutes 
by the hotel’s private bus from the Loop — at Chicago’s smartest North Shore 
address. And, if you like to entertain, at the Edgewater Beach you can go “round 
the world on a plate” enjoying the specialties of five restaurants, dance under the 
stars, or applaud Broadway hits in the hotel’s famous Summer Theatre. For all 
these reasons, every summer more and more men and women gain vacation days on 
business trips by enjoying the Edgewater Beach. Why not join them on your next 
trip to Chicago? You'll like it! 


Write for a free booklet, “‘Exciting Adventures in Chicago” 
...or better yet, make your reservations now. 


THE EDGEWATER BEACH HOTEL ° Chicago, /Ilinois 
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RESULTS IN 1957 


HE COMPANY MEETING “season” 

has been in full swing during 
the past month or so, and the va- 
rious chairmen have presented their 
reports on 1957. The serious set- 
back in underwriting results noted 
in 1956 continued last year, and 
there is no doubt that 1958 will prove 
even more exasperating. 

The depressing American exper- 
ience of U.K. insurers in 1957 has 
been mainly responsible for the 
losses registered in fire and casualty 
accounts of many companies. As 
U.K. insurers write over a third of 
their non-life policies in the United 
States, their concern with the Ameri- 
can scene is readily understandable. 
The increasing competitiveness in 
fire and general accident business 
in the United States, coupled with 
unrealistic rating in many cases, has 
been the subject of sharp comment 
on this side. 

An overall picture of U.K. insur- 
ers’ experience in 1957 is provided 
by the annual statement of Charles 
F. Trustam, chairman of the British 
Insurance Association, the 250 mem- 
ber companies of which transact 80% 
of all domestic and overseas business 
of the British market. Net premiums 
written by B.I.A. members in 1957 
totalled £1,342 million, roughly 10% 
higher than for 1956. But Mr. Trus- 
tam made it clear that underwriting 
results were dominated by what he 
described as “the melancholy ex- 
perience in the United States.” 
There were few companies, whether 
3ritish or American, that escaped 
loss. He said energetic steps must 
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HERBERT L. LYNCH, A.C.I.I., C.E.7.D. (dist.) 


MARINE INSURANCE MANAGER 


he taken by the whole industry in 
America to bring the business back 
to a profitable level. 

However, he emphasized that in- 
surance results must be judged over 
the long term and not on the out- 
turn of one or two individual vears. 
He added: “Over the years, under- 
writing profits of fluctuating degree 
have been earned; in the meantime, 
dollar assets have been accumulating 
and now total more $1,600 
million. Against that background 
does it really matter that in any 
particular year the underwriting ex- 
perience is unfavourable ? 


than 


sO long 
as it does not persist? In a business 
like insurance it would be too much 
to expect an unbroken succession of 
profitable results year after year.” 
The B.I.A. quotes the following to- 
tals of net premiums for 1957, with 
comparative 


figures for previous 


years: 
1957 
lire 265,126,000 
Accident 444,935,000 
Marine 74,109,000 


Ordinary life 
Industrial life 


407 ,253,000 
150,932,000 


Total: 1,342,355,000 


lor marine insurers the past year 
saw a continuation of the trend of 
an increasing income from hull busi- 
ness, and most accounts show satis- 
factory profit margins. But these 
profits reflect the outcome of the 
1955 underwriting year, and last 
year, as in 1956, the ration of claims 
to premiums rose sharply, while 


STEWART, SMITH & CO., LTD., LONDON 


first-vear settlements are also caus- 
ing anxiety. It seems unlikely, in 
this respect, that company experience 
as a whole will differ very much 
from Llovd’s, whose global figures 
for first-year settlements indicated 
a rise from 1954 to 1955 of 2% and 
a further 4% rise in 1956 (the 1957 
figures have not been published at 
the time of writing). Meanwhile, 
underwriters are urgently concerned 
with the increasing amount of ton- 
nage being laid up. With no im- 
provement in freight markets in 
sight, the majority of accounts must 
show a marked fall in premium in- 
come for 1958 due to the fall in hull 
values generally and the reduced 
volume of premiums being received. 

Another headache is the perennial 
rise in the cost of ship repairs. Fol- 
lowing the loss of the Andrea Doria 
in 1956, five highly-valued ships of 
liner class and a modern supertanker 


1956 1955 
£ 
253,098 000 224,287 000 
396,001 OOO 338,524,000 
65,951,000 61,450,000 
365,428,000 335,681,000 
145,160,000 138,394,000 
1,225,638,000 1,098 ,336,000 
were totally lost in 1957, and it is 
evident that present hull rating is 
not producing the surplus necessary 
to meet such major casualties. To- 
tal casualties for January to June, 
1958, inclusive, as recorded by the 
Liverpool Underwriters’ Associa- 
tion, show little change on the first 
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six months of 1957. Happily, how- 
ever, there are signs of a distinct 
hardening in the attitude being 
adopted by hull underwriters. 
Backed by the Joint Hull Formula, 
which has been stiffened, this new 
attitude should go some way in cor- 
recting the adverse tendency notic- 
able during the past two or three 
years, even if the change has come 
a little late in the day. 


P. & I. RISKS 


EACH YEAR the annual reports of 
the leading British protection and 
indemnity clubs provide news and 
views—and sound advice—for the 
marine insurance market to digest. 
Apart from commenting on general 
matters which affect both under- 
writers and shipowners, the inclusion 
of “case histories” of claims often 
proves the more interesting. For 
example, the annual report of the 
london Steam-Ship Owners’ Mu- 
tual Insurance Association, Ltd. 
quotes this incident: 


The American-flag tanker Perth 
Amboy No. 1 was loading oil (in 
American waters), the pump room 
being about 200 yards from the ship. 
At about 11 p.m. the mate started to 
load and when he examined the 
tanks at about 1 a.m. they appeared 
to be over half full. He went be- 
low to his cabin and fell asleep. 
Awakened by shouting, and going 
on deck, he found oil flowing over 
the sides of the ship into the harbor. 
Strong winds carried the oil to the 
shore, which was contaminated for 
a distance of about twenty miles. 
As a result, the U.S. Government 
imposed a fine of $1,500 and claims 
totalling over $500,000 were put 
forward by craft and property own- 
ers around the harbor. An amusing 
moral to this story is easy to think 
of. But it was no joke to the As- 
sociation, which had to meet a claim 
of $130,000. 

Another item in the report is of 
particular interest at present as it 
concerns the carriage of grain in oil 
tankers. The tanker market is still 
at a very low ebb, and an increasing 
number of shipowners are finding 


Lhe HM NOUCK Groupe 
nm Old and Ielialle Name 


The HANOVER INSURANCE COMPANY 


(ESTAB. 1852) 


The FULTON INSURANCE COMPANY 


(ESTAB. 1929} 
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it less of a headache (though not 
much of a profit) to charter their 
ships for grain voyages rather than 
lay them up. This trend has been 
particularly evident in the American 
Market. The Association points out 
that several heavy claims have re- 
sulted from damage to grain in 
such conditions, either because of 
leaks in the hull or because of con- 
tamination from oil residues. The 
Association has therefore applied the 
following conditions upon its mem- 
bers: 
1. Warranted no cement boxes, and 
that strum boxes are fitted to pre- 
vent grain from obstructing the ex- 
traction of any water which enters 
the compartments ; 
2. Classification society's certificate 
to be obtained before each voyage 
that all compartments are tight and 
free of oil taint and in fit condition 
for carriage of the proposed cargo ; 
3. The member is to bear the first 
. of the total claims for loss of or 
damage to grain cargoes on each 
single voyage with grain following 
an oil cargo, and . . . per voyage 
for grain following a grain cargo; 
4. If loss or damage to grain has 
occurred on any one voyage, war- 
ranted Association free of any claim 
in respect of grain on any subse- 
quent voyage unless the loss or 
damage has been reported to the As- 
sociation, with such particulars as 
they may require and fresh terms 
and conditions of entry have been 
agreed before commencing to load 
a subsequent grain cargo. The de- 
ductible for each voyage will there- 
fore depend on whether the ship has 
carried oil or grain on the preceding 
voyage. 


AIR TRAFFIC CONTROL 


THE MINISTRY OF TRANSPORT and 
Civil Aviation has authorized a five- 
year plan to modernize the United 
Kingdom national airways system, 
costing about £5 million. The plan 
will be started this year. Four new 
long-range radar stations will be 
build at strategic points, one in South 
East England, one in the Man- 
chester (Midlands) area, one in the 
West Country, and one near Prest- 
wick in Scotland. Provision is also 
made for installing electronic and 
other automatic devices for receiving, 
storing and displaying information 
required by the air traffic con- 
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trollers. The present system, while 
efficient, is limited in capacity to 
handle the ever-growing numbers of 
aircraft, and the time is fast ap- 
proaching when safety in the air can 
be maintained only at the expense 
of an increasing number of costly 
delays to air transport. 

The U.K. also poses a special 
problem in that there is a limited 
amount of air space which can be 
reserved for airways traffic, and it is 
necessary to lessen rather than in- 
rease the amount of radio com- 
munication between air and ground. 
Under the new five-year plan the 
air traffic control centers will be re- 
built to modern standards, and an 
extensive re-equipment program is in 
hand. Work is also going ahead to 
introduce semi-automatic control 
equipment for a number of other 
tasks, notably the handling of flight 
plans. The intention is to mechanize 
the entire process of flight plan han- 
dling within the air traffic control 
organization, Many other improve- 
ments are being considered. 

The rapid growth of air traffic 
since the last war has been imposed 
on air traffic control systems which 
are inadequate and outdated in con- 
ception. When this fact is coupled 
with the coming era of jetliner travel 
the problem assumes frightening pro- 
portions. It is only now that the 
technical answers to the problem of 
crowded air space are being in- 
vented. Different systems are being 
developed by different countries, but 
until standardization is achieved, 
either in whole or in part, there is 
no quick answer. The new British 
plan of moderization is seen as a 
step in the right direction; but a lot 
more money will have to be spent in 
parallel with the advance of jet 
travel. 


PRACTICAL EQUIVALENTS 


In 1950 THE INTERNATIONAL Union 
of Marine Insurance commenced 
negotiations with the International 
Chamber of Commerce regarding 
problems arising from the fact that 
insurance cover required and terms 
stipulated in different countries were 
not uniform in connection with the 
insurance of cargo against the risks 
of transport. A committee was 
formed and prepared tables com- 
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Is a marine 


policyin 


Chances are there is. It may turn out to be ocean marine or inland, 


a yacht policy or an agricultural equipment floater . . 


. but it’s certain 


that you can provide a better plan of protection by measuring his exposure 
against the broad coverage available under marine insurance. 


Your London & Lancashire fieldman will be happy 


to help you in any program analysis. 


Lonpvon & LaNcasHiRE GROUP 


NEW YORK - 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTO. (Fire Department) 


20 Trinity Street, Hartford, Connecticut 
CHICAGO - 


A firm friend of the American Agency System 


SAN FRANCISCO 


prising marine insurance terms, 
clauses and covers as used in nine 
countries. In 1954 the first tables 
were issued; these have since been 
revised and new clauses added. The 
second English edition was issued in 
May 1958 representing clauses used 
in thirteen countries. The brochure 
is available also in French, German, 
Spanish and Italian. 

In the introduction to the tables 
it is stated that the question of 


marine insurance is one of the most 
delicate problems in international 
trade. This is due not only to the 
diversity in the types of insurance 
but also to the fact that some clauses 
and expressions, which at first sight 
may appear synonymous, do in fact 
leave the door open to certain diver- 
gencies either in their interpretation 
or their application, the importance 
of which may fail to strike those not 
(Continued on the next page) 
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fully conversant with those terms, 
and the language in which they are 
expressed, 

The tables are specially aimed at 
bringing out the 
existing 


and 
the 
principal insurance terms, clauses 


similarities 
differences between 
and covers in use of various coun- 
tries. 
of the 
select 


By comparison the authors 

tables able to 
corresponding which 
can be considered to be commercially 
equivalent. should — be 
relieved of a great deal of concern in 


have been 


terms 
Importers 


the matter of insurance by obtaining 


a better understanding o 


the possi- 
bilities available to their foreign sup- 
pliers in the matter of insurance un- 
der a C.I.F. or similar trade term. 
The tables which constitute a source 
will be useful to 
consult when opening and paying 


of documentation 
documentary credits; they will ena- 
ble bankers to understand the precise 
intentions of the contracting parties 
and to avoid mistakes regarding the 
meaning of the cover requested. The 
governing principle of the tables is 
to make references only to conditions 
of standard policy forms and clauses. 

The Tables state the principle 
Britain ar- 
columns, and 
alongside each is the nearest equiva- 
lent twelve 


clauses used in Great 


ranged in_ vertical 


clause used in each of 


other countries (the U.S.A., France,’ 


Belgium, Holland, Denmark, Nor- 
way, Sweden, Finland, Italy, Switz- 


erland, Spain and Germany). A 


large appendix gives the conditions 
of standard policy forms and_ the 
wording of all clauses referred to in 
the 
can be obtained from national com 
mittees of the International Cham- 
ber of Commerce and from member 
the International 
Union of Marine Insurance. 


Tables. Copies of the Tables 


associations — of 


INDONESIAN MISSION 


ONE OF THE OUTSTANDING events in 
marine insurance this year—and for 
many years—has been success of a 
British insurance mission to obtain 
the release of the forty-odd ships of 
the Dutch K.P.M. fleet which were 
seized by the Indonesians at the end 
of last vear. Even now the precise 
facts of the incident are not known. 
But it was known that under a clause 
introduced in 1951, when two Polish 
Government ships were seized by the 
Chinese, the owners would have 
been entitled to Total under 
their war policies if the ships were 
not released within four months from 
the date of their detention. The 
ships were insured for about £12 
million, of which some £4.5 million 
was believed placed in London. 


| LOSS 


In a true life “cloak and dagger” 
atmosphere, a small committee of 
Llovd’s and company underwriters 
flew to started bar- 
gaining. The result, at almost the 
eleventh hour, was that the Indonesi- 
ans handed the ships back—and 
many 


Indonesia and 


an underwriter slept easily 
again. The full story behind these 


negotiations would make interesting 
reading. Apart from the unusual cir 
cumstances, there was no doubt a 
vood deal of bluff on both sides. ‘The 
five-man 
cluded H. Hopwood, chairman of 
the Institute of London Under- 
writers, and Roy J. M. Merrett, a 
member of Lloyd's and leader of the 
party. For Merrett, history repeated 
itself in a way, for he was at one 
time chairman of the Spanish War 
Loss Committee. This dealt, suc- 
cessfully, with the delicate task of 
extracting compensation for under- 
writers in settlement of British ships 
sunk in Spanish waters during the 
Spanish Civil War and later raised 
by the Spanish authorities. A some- 
what unhappy sequel to the In- 
donesian affair is the sale by K.P.M. 
of many of the forty ships. This is 
because a condition of their release 
was that they would not be allowed 
This 
has made the ships practically use- 
less to K.P.M. as the majority are 
specifically designed for the inter- 
island trade in that area. 


mission to Indonesia in- 


back into Indonesian waters. 


CANADIAN 
SUPERINTENDENTS 


THE ANNUAL CONFERENCE of the 
Association of Superintendents of 
Insurance of the Provinces of Can- 
ada will be held September 22-26 
in Victoria, British Columbia. The 
last two days will be devoted to 
closed executive sessions, 
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DONT JUST STAND THERE— 


SOMETHING! 


JEAN P. RIGGS, CPCU 
Deputy Insurance Commissioner 
Wyoming 


OU WILL Nove from the title of 
this article that your attention 


is going to be directed, not so much 
to the causes of the present situation 
in the 
ness, but rather to what can be done 


automobile insurance bust- 
to turn the corner and start back on 
the road to profitable writing of this 
type of business. I’m not going to 
dwell at any length on the reasons 
why the insurance industry is suf- 
fering the underwriting losses that 
suffered in this field of 
Too much has been said 
about these already. I will point out 
that there are about 
which too much has not as yet been 
said, 


are being 
insurance, 


two reasons 


The Causes 


The common causes of this pres- 
ent situation are: 
1. The increased cost of living as 
reflected in increased hospital ex- 
penses, medical fees, and car repairs. 
2. The time lag between acquiring 
experience and making rates on the 
basis of experience. 
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3. Inadequate rates in some areas. 


4. Intensive competition, and the 


new system of merchandising intro- 
duced by the direct writing 


panies. 


a fifth reason, however, 
to which too little attention has been 
directed, and I think if we concen- 


There is 


trate on this reason and understand 
it, and attempt to remedy the situ- 
ation, we will be on the road back 
to a profitable automobile insurance 
operation. 

This reason can best be expressed 
hy saving that in recent years, since 
World War II particularly, 
many insurance companies have for- 
gotten that they 
business. 
foundations of the insurance busi- 
The which the en- 
tire commercial insurance industry 


too 


are in the insurance 
go back to basic 


ness, rock on 
stands is the law of large numbers 

the realization that if you can look at 
a large enough group of risks, you 
can predict fairly well what your 
losses will be. 
much 


There has been so 
concentration 1945 on 
the production ot business, on the 


since 


Increase in volume, on relative posi- 
tions of insurance companies with 
regard to volume, on establishing 
branch offices and service offices, on 


the 
that there has been a great tendency 


getting the business on books, 
to lose sight of the law of large num 
bers, and also to lose sight of the fact 
that unless the business that a com 
pany writes is profitable, it doesn't 
matter how large the volume is. 
Unless 


rates are being made on 


the basis of a large number of risks, 
you're not engaged in the insurance 
business 
bling! 


you are engaged in gam- 
Quite a few deviations sent 
to our department for approval are 
supported solely by the company’s 
statement, “Our competition is do- 
ing this, and we must do the same.” 


Relate to a Pool 


I am not suggesting that all insur 
ance rates should be made by Bu 
reaus and that all companies, volun- 
tarily or otherwise, should abide by 
these rates, but I am saying that 
rates should be related to a large 
pool of risks. If such a pool does 
not exist within a company, then by 
all means the company should avail 
itself of the figures acquired by the 
bureaus for any one line of insur- 
ance. Ifa tries to make 
that 


company 
rates on a premium volume 


(Continued on the 
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isn't credible, it may be successful 
in producing a profitable rate over 
a limited period of time, but in the 
long pull | doubt that there is any 
person acute enough to be able to 
predict a loss ratio on a small volume 
of business. 

Sometimes it seems to me _ that 
companies have thrown the law of 
large numbers to the winds when it 
comes to the adoption of new forms 


in this stampede to get business on 
the books. We get applications for 
approval of changes in the original 
judgment rates which were estab- 
lished on multiple line policies. The 
only support that these requests are 
given is a flat statement, “It is our 
judgment that our first judgment 
wasn't right.” I’m not saying that 
there isn’t a place for good sound 
underwriting judgment in the mak- 
ing of rates—there is such a place, 
but it represents 90% of the factors 
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involved. Once again, this isn’t in- 
surance, this is gambling. 

It’s simple enough to say, “Well, 
if we lose money on such and such a 
line, we'll just cease writing that 
line or that classification, or we'll 
increase our rate so high that we'll 
price ourselves out of the market.” 

Before such an action is taken, it 
is wise to consider where such steps 
will lead a company. If the market 
in the automobile insurance field is 
sharply restricted within the next 
few years, I predict that there will be 
not one, but many state funds oper- 
ating in competition with the insur- 
ance companies. These state funds 
will write not only the undesirable 
risks that the companies don’t want, 
but they'll take the desirable risks as 
well, and they will be in direct com- 
petition with private industry. The 
public has come to think of insurance 
and driving of automobiles as a social 
problem. 

We may think that insurance is a 
business, not a social problem, but 
the public isn’t convinced of that, 
and if the public isn’t convinced, 
their elected representatives in each 
Legislature will listen to them, give 
them what they want—and we won't 
be able to stop it. 


The Maximum Market 


The answer, then, is to find some 
way that the insurance industry it- 
self can be sure of providing the 
maximum market for an average or 
good risk, and the borderline risks 
as well. It isn’t the man who has 
been convicted of drunken driving 
three times who’s going to be able 
to convince the Legislature that the 
State should go into the automobile 
insurance business—it’s going to be 
the man who wasn’t a bad risk, but 
who got caught in the bind of 
sharply restricted — underwriting. 
And don’t think that this man, and 
thousands like him will fail. 

So, now we come to the sixth 
point in this consideration of the 
problem that exists for both the in- 
surance companies and the’ state 
commissioners. 

The day is past when a company 
underwriter decided at what rate a 
risk would be written. The average 
automobile policy form is fixed, and 
unchangeable. The average rate is 
fixed, and unchangeable. Our rat- 
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ing laws see to that. Because of 
this, there has been a great tendency 
on the part of insurance companies 
to overlook the fact that they are un- 
derwriters. For many years those 
men and women in underwriting de- 
partments who represent the very 
essence of the company have been 
the victims of a backward point of 
view that has permeated many com- 
panies in the business—the belief 
that underwriters are dull, and dopey 
grinds who can’t be expected to 
know what's going on in the world, 
but who sit, and say, “Yes,” and, 
“No,” to risks, and are really out of 
touch with reality. 


Profit 


There are many companies, of 
course, who accord their under- 
writers their proper place in the 
scheme of things, and who recognize 
that profit and loss don’t depend on 
the special agents and the agents; 
profit depends on the ability of the 
underwriters who decide, not how 
much premium to get for a risk, but 
whether to write this risk or not. 
Profit depends on the mutual con- 
fidence an underwriter is able to 
build between himself and his agents. 

In case you think my judgment 1s 
a little arbitrary, stop and think of 
how many companies have _ hired 
bright young men and women, and 
have told them by implication, if 
not in actual words, “Now, if you 
make good, you'll get an opportunity 
to get out in the field, or you might 
get to be a branch manager, or a 
special agent.” Stop and think how 
many underwriters in home offices 
or in branch offices are receiving 
equal pay or better pay than the 
special agents or branch managers. 
Stop and think how many branch 
managers have come up through un- 
derwriting departments, and how 
many have come up through agency 
departments. 

All companies, of course, are not 
guilty of this point of view, but many 
of them are. I noticed lately, in a 
periodical of one of the leading stock 
companies, a list of all the branch 
offices and branch managers scat- 
tered all over the United States. 
Out of the whole group only twelve 
of the branch managers had had any 
background in the underwriting field. 


(Continued on the next page) 
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IN SPONSORING 
SMALL GROUP COVERAGE 


Local Service 
is a MUST 


HEALTH 
INSURANCE 


CORPORATION 


BALTIMORE 
Mo 


At American Health we have long experience as special- 
ists in small group coverage. We program protection 
values for each individual firm at no cost to agent or 
broker. We emphasize complete local claim service, so 
that employer and agent or broker are never “‘in the mid- 
dle’’ over benefits they are asked to certify without 
authority to do so. 

American Health is currently engaged in a program of 
expansion on a planned territorial basis. Because we seek 
representation in an area only after we have set up com- 
plete local service, inquiries to our home office are not 
invited. For future reference, however, it will pay you to 
check these features: 


Specialists in small group coverage. 


* Rated ‘‘A’’...excellent by “Best's.” 

c N h 
PARENTS o other lines of insurance 


ig No business written direct. 


American Health 


INSURANCE CORPORATION 
Baltimore, Maryland 


} 
= = | 
i 
! 


Do Something!—Continued 


How can that 


that it 
underwriters a 


its 


Sa\ 
is according 
proper place in the scheme of things ? 
What is an underwriter’s chance in 
a company with 
branch offices 


ninety or more 
that 


only twelve of the branch managers 


when sees 
ever had any underwriting training 7 
\What incentive is there for a young 
man to stay in the underwriting de- 
partment? If a bright young under- 
writer has any sense, he’s going to 
be pulling every string he knows to 
he able to gel into the 
partment 
branch 


agency de- 
from which is drawn the 
the company. 
We need to have a fundamental re- 


managers of 


versal of our point of view when it 
We have to 
realize that underwriting is a highly 
specialized craft; that underwriters 
must have a great deal of individual 
ability, judgment, and willingness to 


comes to underwriting. 


assume responsibility. 

I don’t hesitate to call attention 
to the fact that once a company real- 
izes that its life is in the hands of 
its underwriters, gives them the con- 


fidence and respect that their jobs 


are worth, as well as the salary, 
then these underwriters must be not 
only allowed, but encouraged, to use 
this underwriting judgment. 

How 


stricted 


many 
lists 


companies re 
furnish 
their agents and underwriters with 
lists of which shouldn't) be 
written or which must be submitted 
to the home office 7 
pany 


How many 


risks 
How can a com- 


competent —under- 
writers in branch offices and general 


develop 
agencies if they are supplied with 
\ny ten-year old girl 
can accept or decline risks if all 
has to do is look at a list and 


such a list? 
she 
see 
whether the occupation or type of 
there. [ truly be 
lieve that the only way to reverse 
the present unfavorable trend in the 
automobile business is to throw lists 


coverage is on 


away ; forget about undesirable clas- 
sifications : forget about undesirable 
occupations; and underwrite 
risk on the basis of that risk’s merits 
In other words, turn down the bad 
risk in the otherwise good category, 


each 


and accept the good risk in_ the 
otherwise bad category. Under 


Ask our field man about... 


premium aute 


A local agent facility that helps you secure 
new business and keep renewals otherwise 
lost to competitors and controlled markets. 
Ask about the agency-minded FIFC finance 
plan that builds business among installment- 


conscious insurance prospects 


... pays you 


full insurance commission immediately ... 


relieves you of collection problems 


your other companies as well as Hawkeye- 


Security. 


Hawkeye -Security GROUP 


Serving the Publie through Local Agents 
es From the Rockies to the Atlantic Ocean 


Home Office: 


Des Moines 7 


writers have got to be encouraged 
to trust their own judgment, and 
the agents educated to give the un 
derwriter the information he needs 
to work with. No one can convince 
me that every Class 2 risk is a bad 
risk, and no one can convince me 
that Class 1 
risk, Companies are behaving as if 
they can write underwriting rules 
and regulations that will produce a 
profit, but this is not possible. 
Make the underwriters part of the 
elite corps; attract bright young peo 
ple to the underwriting end of the 
business ; 


every 


risk is a 


give them opportunities 
to advance; give successful under 
writers the credit that they deserve ; 
teach them to be contident of their 
own judgment, and then let them 
exercise that judgment. No super 
vising underwriter sitting in Hart 
ford or San Philadel 
phia or New York can possibly know 
whether a certain risk in Wyoming 
or New Kentucky is a 
good risk or a bad risk. 


Francisco or 


Mexico or 
encourage 
the underwriters to find the good 
risk in the bad category. Don't let 
them feel as they do now-—it is safer 
to refuse to write any risks in the 
restricted categories so that no blame 
will attach if the loss ratio is bad. 
If that happens, it will just increase 


the restricted categories, 


Mortgage Business 


There are so many popular mis 


conceptions about underwriting. 
let's take the old wheeze that 


personally familiar with 


I'm 
that mort- 
gage business isn’t good business. 
While companies were losing mil 
lions of dollars in 1956, Service Fire 
made an underwriting profit of $7, 
836,172. They don't write any busi- 
ness to speak of but mortgage busi 
ness, so it can’t be that all types of 
risks in certain groups are auto 
matically bad. As long as a company 
tries to underwrite class basis, it is 
headed for disaster. A company has 
to really underwrite, and that means 
considering each risk on its own 
merits. Have some daring, some 
inagination, 

Remember right after the last 
World War when rates were very 
low, and everybody was pouring out 


onto the highways, and new and 
expensive 
manufactured ? 


more Cars were 


Companies 


being 
were 


Best’s Fire and Casualty News 


starting to lose money on their auto 


What did they do? 


themselves 


mobile business. 


Did 


their 


they turn 


underwriters, 


over to 
and put 
selves in their underwriters’ 


them- 
hands, 


and say, “You pick out the good 
risks?” No indeed. Many com 
panie s issued orders from the home 


office: “Appoint no more 
whose principle volume 1s automo 
bile. Inform our present agents that 
we will write their automobile busi 
ness only if they give us an equal 
volume of other and more desirable 
Close the 


cies as quickly as possible.” 


business. following agen 
Many 
companies almost went out of the 
automobile business entirely during 
that period, and the seeds of compul- 
sory insurance were sown. Now, | 
ask, is that underwriting ? 

There are 


The ery, of course, is, “ 


not enough underwriters.” or, 
‘There are not enough good under- 
Well, fault is that? 
There are enough branch managers ; 
not 
perhaps, but 


done. The 


writers.” whose 


there are enough special agents, 
as many as we'd like 


enough to yet the 


being, of 


reason course, 


1958 
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that the 


Yes. 


DETROIT 26, 


special agent's job 1s much more at 


tractive to an ambitious young man. 


a certain freedom, a certain 
that he 
lack of hampering restri 


here’s 


self-reliance can be sure of: 
a certain 


tions that 1s pleasant to a young per 


son: and given a choice between a 
field job and an underwriter’s job 
in a branch office, sitting at a desk 


and surrounded 
and stenographers, 


a sea of typists 
and policy writ 
ers, and clerks, the underwriter’s job 
seems much less appealing than the 
higher salaried job of special agent 
so what happens? The bright, 
voung people try to get 
field, and they 
jobs that 


energetic 
out in the 
backs on the 


turn their 
have 
dull, 


with no future. 


been 
and 
Due to 
the present position of the average 
local underwriter, he’s afraid to take 


made to look monotonous, 


second-rate, 


a chance on a risk 

trained to be 
able to make the decisions he should 
make. 


He isn't proper 


underwriters are 
there at a Zone Meeting of the 
NAIC or The Annual Meeting of the 
NAIL? Maybe one—the head of the 


automobile underwriting department 


How many 


SELLING! 


Tt takes less time—less effort to lead your 
prospects to a 
Casualty’s top-notch sales 
National meets today’s demands with 
modern sales methods as well as the 
finest Disability Income, 
Surgical coverages 


Guaranteed Renewable Policies Available! 


Establish and build your own Direct Agency—highly 
attractive agency appointments in select territories 
now available. Write today for full particulars — 
Address: Accident & Health Div., National Casualty 
Company, Detroit 26, Michigan. 


REMEMBER—JIT'S EASIEST TO SELL THE BEST! 


NATIONAL CASUALTY COMPANY 


MICHIGAN 


National 
aids, 


“elose” with | 


Hospital and 
for the Individual, 


Family, Franchise or True Group ease, 


maybe. 
there, 


person on whose 


company—but 


for the 
The branch manager might be 
but what 


shouldet 


only 


about the 
‘s falls the responsibility for 


making or losing money for the com 


Where 1 He's back at 


desk piled high with applications 


pany ? 


or copies of policies, having to su 


pervise the eirls’ coffee breaks, and 
the little 


as hiring 


intraoffice rows, as well 
and firing, 


special agents 


helping out the 


calming down trate 


agents, answering routine questions, 


and so on. He has too much to do 


that isn’t underwriting (uite 
frankly it’s easier for him to look 
at a list and say that this is a bar 
tender and, therefore, we won't in 


sure him, and tell the 

off the risk. 
You may thin 

that 


agent to 


> 


k this 1s impossible 


to change; after all, the agents 


should underwrite, but one can’t 
force one’s agents to really do. the 


should do 


when they 


underwriting 
if the 


job they 


But know, 


agents 
come up with a good risk in a bad 
classification, that they have 


the 


won't 


to spend thirty days trying to se 
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C.P.C.U. Questions—from page 95 Hazsard—iiability 


operations. 


premises- 


Services of hospital staff confined to 


Coverage 
single 


comprehensive — general 
hability policy, endorsed to  pro- 
vide automobile liability coverage 
(owned, hired, non-owned ) and en- 
dorsed for specific contractual lia- 
bility assumed as disclosed by addi- 
tional information search. Limits 
suggested would be at least $250,000 
per person bodily injury/ $1,000,000 
per occurrence/ $100,000 per acci- 
dent for property damage. Contract 
should provide products liability (ac- 


state or ever employed in 
neighboring: state. 

Whether or not malpractice liability 
is to cover staff. 

Value of property of others in care, 
custody and control. 


(c & d) Insurance program rec- 
omunended should make as extensive 
use as possible of package contracts 
and should include: 


PIONEERS IN 
MULTIPLE LINE UNDERWRITING 


DALLAS, TEXAS 
EDWARD T. HARRISON, Chairman 


GORDON S. YEARGAN, President 


\\, INLAND, OCEAN MARINE, YACHT, 
AND AIR CARGO LINES \} 


Appleton & Cox Ine 


a 
Y 
John Street, New York 38 New) ork 
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count food service), hospital mal- 
practice, contingent coverage because 
of non-employees such as auxiliary, 
Grey Ladies, etc., contractual cover- 
aze as indicated, elevator liability 
with property damage added; such 
a contract, of course, covers the 
unknown liability hazard as well. 


/lazard—fire, e.c., V & MM on 
buildings H-1, H-2, H-3. 
Coverage—fire policy with e.c, and 
& MM endorsements covering 
blanket, written at 90% coinsurance 
for not less than $445,149 unless 
actual insurable value is determined 
to be different from book value. 


//asard—fire, e.c. on farm K, farm- 
house and contents, outbuildings ex- 
cluding contents property of F. 


Coverage—tfire policy with e.c. en- 
dorsement, covering specifically on 
the farm form, which does not re- 
quire coinsurance. Because of the 
probable difference in rates and the 
features on the farm form, it is not 
desirable to blanket K with the rest 


Hospital. 


Hazard—accident (explosion, rup- 
ture, etc.) to boiler, 
laundry machinery, 


generator, 
Coverage—boiler and machinery 
(broad form) policy with appropri- 
ate schedules for insured objects, 
endorsed to include U & © coverage, 
but excluding bodily injury liability 
(insured on CGL). 


Hazsard—fire, e.c. and V & MM on 
contents of H-1, H-2, H-3, H-4 ex- 
cept as otherwise specifically in- 
sured. 

Coverage—fire policy with e. c. and 
V & MM endorsements, covering 
blanket at 90% coinsurance for the 
amount of $129,300 less values of 
specifically insured equipment. 


Hasard—W orkmen’s compensation 
and employer’s lability. 
Coverage—standard W. C. & E. L. 
policy, with All States endorsement 
if any out-of-state services are dis- 
closed, 


/lazard—loss or damage to utility 
truck and tractor, 


automobile material dam- 
age policy with comprehensive coy- 
erage, for truck, ACV, with collision 
at deductible. Tractor and 
equipment insured for stated amount 


( overage 
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equivalent to its current actual cash 
value, against fire and theft and 
combined additional coverage. 


Hazard 
ployees, loss of money, etc. 

overage—-comprehensive 3-D_ pol- 
icy, with blanket position bond 
fidelity coverage at limits deter- 
nuned after appraisal of additional 
information already indicated as 
necessary ; 1t would include protec- 
tion against holdup, safe burglary 
and the destruction or disappearance 
of money (broad form). 


Hazard—business interruption and 
extra expense. 


dishonest acts of em- 


Coverage—fire policy with e. en- 
dorsement, using appropriate busi- 
ness interruption form after analysis 
of additional information develops 
ordinary payroll, cost of heat, light 
and power, and values to be insured. 
I:xtra expense endorsement in ap- 
propriate amount, presumably two 
and one-half times the extra expense 
indicated for one month, in order 
not to suffer under the 40% limit 
per month of the endorsement. 
From the given facts, it would 
that a single-item earnings 
form at 50% coinsurance would be 
adequate. 


seem 


It seems important to 
insure ordinary payroll because of 
the special skills of many hospital 
personnel. 


Tlazsard 
ment. 

Coverage scientific 

floater, all-risk, with 
(schedules of items and values to be 
developed from additional informa- 
tion. If radium is owned by the 
hospital, it should be specifically in- 


damage to special equip- 


equipment 
description 


sured on a radium floater. 
IHlasard—loss to growing crops by 
hail. 
Coverage—hail 
to be determined. 


Hazard 


tion. 


insurance, amount 


valuable papers reproduc- 


Coverage—valuable insur- 
ance, 

(e) The additional hazards and 
changes necessitated by 1958 build- 
ing program include : 

lid bonds from contractors 
Performance bond from 
bidder 


Labor and materials bond from con 


papers 


successful 


tractor 
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PACIFIC EMPLOYERS 


EMBER, WESTERN INSURANCE INFORMATION SERVICE 


IS NOW ESTABLISHED 


BALTIMORE 


JULY 29, 1958 


} 
| 
WE ANNOUNCE THAT 


MR. WILLIAM F. GLISS, JR. 


MANAGER OF OUR INSURANCE STOCKS DEPARTMENT | 
IN OUR NEW YORK OFFICE 

76 BEAVER STREET 


TO BETTER SERVE OUR NATIONWIDE CONNECTIONS 


JOHN C. LEGG & COMPANY 


MEMBERS NEW YORK STOCK EXCHANGE 


NEW YORK 


Permit for construction under exist- 
ing fire polices 


Contingent liability arising out of 
construction operations covered by 
the CGL, picked up on audit (certifi- 
cate of insurance from contractors ) 
uilders’ risk coverage on the fire 
policy to cover in course of construc- 
tion, including materials on premises 
IXventual increase in fire policies to 
comply with coinsurance require- 
ment upon completion of construc- 


tion and establishment of new values 
for building H-1 and its equipment. 
(To be continued ) 


COMPULSORY HEALTH 
COVERAGE 


A WARNING OF MOUNTING PRESSURI 
for some form of compulsory health 
insurance was given by Ardell Ever- 
ett, second vice president of the Pru- 
dential Insurance Company at the 
spring meeting of the Life Insurance 
Agency Management Association 
He noted that legislation seriously 
affecting had 
been introduced in twenty states this 
year, 


voluntary coverage 
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SIMPLE FORMULA 
FOR GETTING AHEAD FASTER 


Getting started in the insurance business often seems dis- 
couragingly slow. Yet ambitious agents have found there 
is a practical way to speed up their progress and earnings. 
Attend the Aetna Agents’ Multiple Line Training School. 


In a recent speech on this subject, Richard D. Teubner of 
the Rich & Cartmill agency, Tulsa, Okla., said: 

“There is one absolute must for any young agent. That is 
thorough knowledge of the business. Sales ability, per- 
sonal contacts, that sort of thing, are all secondary. 
Knowledge of the business is primary. 


“It cost me time and money to attend the Actna Agents’ 
School, but it was the best thing I ever did. In seven weeks 
of intensive schooling, I learned more than I could 
through many years of experience. 


“A young agent cannot hope to gain the confidence of a 
business man 20 years his senior unless he can convince 


David L. Tuttle, Jr. 
R. P. Smith and Son 
Woonsocket, R. I. 
Mr. Tuttle entered the insur- 
ance business with his present 
firm following service in the 
S. Marine Corps. Rela- 
tive to the Aetna Agents’ 
School, he says: **The train- 
ing I obtained there was an 
invaluable asset in becoming 
established in the insurance 
business.” Mr. Tuttle is a 
U.S. Marine Corps Reserve 
Officer. He is married and 
has three children. His hobby 
is photography. 


AETNA INSURANCE COMPANY 


55 ELM STREET 


him that he knows his business... I will be the first to state 
that any success I enjoy in the years to come can be directly 
attributed to those seven wecks at the Aetna School.” 


Instruction at the School is by means of lectures followed 
by classroom discussions and demonstrations, plus home- 
work assignments and written tests. Considerable time is 
devoted to sales techniques, and members of the class 
have the opportunity to observe and demonstrate tested 
methods. Emphasis is placed on modern broad form pol- 
icies such as Homeowners, Comprehensive Liability and 
new criminal loss coverages. 


Agents of the Aetna companies and men associated with 
them are eligible for admission. Your local Aetna field- 
man will be glad to furnish further information about the 
school, or write Educational Dept., Aetna Insurance 
Company, 55 Elm Street, Hartford 15, Conn. 


Richard D. Teubner, 
Partner 
Rich & Cartmill 
Tulsa, Okla. 
Mr. Teubner is a graduate of 
the University of Oklahoma, 
was a lieutenant in the Air 
Force, and entered the insur- 
ance business in 1953. He is 
secretary of the Tulsa Will 
Rogers Rotary Club, a mem- 
ber of the executive board of 
the Tulsa Insurance Board, 
Oklahoma Association of In- 
surance Agents and the Na- 
tional Association, and is a 
popular speaker on insurance. 


HARTFORD, 15, CONNECTICUT 
Clinton L. Allen, President 
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7 
NECN Worldwide Insurance Through Our Foreign Department — AFIA. 161 William Street, New York 38, New York. 


Home Office and Fiel 


Aetna (Fire) Group: /o/i ( 
has been transterred from the 
Conn 


Johinson 
Norwalk 
to the Harttord branch office of the 
\etna Ins 


Co, and promoted from state 
agent to assistant manager. Mr. Johnson 
will be associated with manager James 
B. Tanner. Special agent Russell Cole 
was transterred trom Harttord to Norwalk 
and promoted to special agent in charge 
of southwestern Conn Joseph L. Lucie 
Was appointed special agent in the Hart 
ford branch 


Aetna Life Affiliated Cos.: \f. V. Watson, 
formerly assistant manager, succeeds Ek. N 
O' Bene, manager 
southern fire department of the Aetna 
Cas. &% Sur. Co. and the Standard Fire 
Ins. Co. Within the companies 


retired, as 


same 
C.eorge 
and services 

ment, and was replaced by Paul 
formerly manager of the Cook 

department. James K. Wellman 

manager of the Portland office of 
Cas. & Sur., succeeding Hayward 
resigned. Mr. Wellman had been assistant 
manager John W. May was promoted 
from superintendent fo assistant secretary 
accounts department, in’ the com 
pany 


Chicago brokerage depart 
County 
became 


\etna 


Allied Adjusters Inc., lias reverted to 
its former name, John Roane, Ine 


flim operates Dela, Mad... Ohio, Va 
W.Va. and the D. of 

Allstate: Bo Martin was pro 
moted trom fire imsurance sales manager 
for the midwest zone, to coordinator of 
the local agent) program of the Com 
panies Harold Finch who had been 
district sales manager New Mexico 


replaces him 


America Fore Loyalty Group: Junk 
26, the Jacksonville, Fla. headuarters were 
from 43 West Duval St. to) the 
Lovalty Gioup Bldg it 
Samuel Scattergood 1s 


moved 
America Fore 


25 Laura St 


resident manager, Pleasant A. Holt ts 
claims manager for the Fidelity and 
Casualty Co. and Carl A. Sampson ts 
special agent for the America Fore tire 

In the southwestern department— Dallas 


the tollowing appointments took place 
within the America Fore fire companies 
fdolph W. Beckmann and Aubrey D 
Jackson, both of whom had been assistant 
secretaries, have been 
and Wilmer Illen, 
superintendent, — has 


made secretaries 
formerly agency 


been promoted — to 


assistant secretary 

In the western department—Herbert 
P. Swartz, M. D., replaces Dr. Karle 1 
Vehe, retired, as associate medical director. 


American Fore Insurance Group: fir 
companies: Adolph W. Beckmann and 
lubrey D. Jackson, formerly assistant 
secretaries, both promoted to secretary. 
Wilmer E. I/len, previously 
superintendent, made assistant secretary 


agency 
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ot the 


J. Olson retired as manager of the 


Olson, 


Indrews, 


American Cas. Co. (Pa.): \ multiple 
line branch ofhee has been established at 
$325 Wilshire Blvd... Los Angeles. Called 
the Southern California Department, it 
is stafled by: Henry J. Greenwald, resi 
dent manager; Robert K. Delling 
ager fire and marine division 
J. Sanden, chief of the fidelits 
department ( 
casualty department 
manager of the 
partment, with 
assistant manaver 
Westphal as 


C,ordon 
and surety 
Schmit manager 
Harry A. Anderson, 
accident and health de 
Peter | Napoleone as 
and William i 
supervising underwriter 
Lawrence J. Leslie, manager of the 
division; and Frank Sims, 
Harold W MeClaran) was appointed 
resident southeastern ce 
partment with offices at 830 W. Peachtree 
Su. \thanta Prince has 
been transterred trom — the Washing 
ton, D.C. othce to assume managership of 
the fire and division at) Atlanta 
Also at the Frank Pfluger has 
been advanced to multiple line field rep 
resentative in southern Ga. and Ala. and 
will be headquartered in) Albany, Ga 
Thomas P. Curtin has been appointed 
to veneral 


claims 
cnyginect 


manager of the 


Charle 


same ofhice 


counsel 


American Fidelity & Casualty: /u/})/: 
1 Ixselle, Sr. has been promoted from 


claims attorney lo supervisor of claims 


Philip Freud 


American Ins. Group: // 
been 


branch manager at 
named superintendent of casualty produc 
tion. George D. Fellows has 
ferred trom tire 
assistant superintendent of tire and allied 
John ¢ Orea 


production supervisor, has 


Boston has 
been trans 
underwriting to become 
lines production former 
casualty been 


promoted fo assistant supermtendent 


the administrative division 


American States: Hornbeck be 
came fire underwriting Willian 
J. Garrity is tield manager in) Anderson 
Ind. Jdoyd J. Gosnell and cincel C. Be 

are Claims adjusters in’ Marion County and 
territory, 


manhavel 


the north-west Indiana 


tively 


American Surety: Muinks has 
been promoted from assistant to manager 
of the claim) department 


Argonaut: Vi. Vinyard, tormerty dis 
trict manayger of the Sacramento othice, ts 
now manager of the branch othce at 
LL. Colbert, previously special agent im 


San Francisco, replaces Mir. Vinyard 


Atlantic Cos.: David I Walson has been 
transterred trom Pittsburgh to Boston in 
his capacity as marine manage) 


Badger Mutual: Richard Hollan was ap 
pointed regional manager for the 
northern Wisconsin territory, with perma 
nent headquarters at 1903) Main St 


Whitehall 


Boston Ins. Group: hat 
been promoted trom electronic program 
mer to administrative assistant. and i 
report to Walter Moshe Presi 


dent. 


Bowles, Andrews & Towne, Ins.: // 


BE. Nichols has joined this firm of consult 
mg actuaries 

Soleman, Robert F. Inc.: ink 
pendent idjustinge firm has opened an 


at S03) Bankers Securities Bld 
Philadelphia 7, Pa. which is managed | 
William LL. Com 

Consolidated Mutual: Has ree 
new branch offices bast 
and Stamford 


Ph 
cle Iphia 


Continental Cas. Co.: Ha 
formerly a special representative thre 
central branch office in Chicago, has been 
made acting manager of the S Lou 


branch office, SIS Olive St 


Detroit Ins. Agency: has 
been named account executive ( 

1. Shephard tills his job as 
the engineeriney 
had 
Smith 


ve 
department: Mir. Shey thé 
assistant \l 


been 


pre VIOUSIS 


Employers’ Group: \ southern Ohio «le 


been 


partment has established on the 
twelfth floor of the Blde.. Sixt 

and Main Sts.. Cincinnati, Ohi 

L. Wallace, tormer manager tor the Pitts 
burgh branch office. has been apport 

resident manager of the new department 
Employers Mutual: / has 
been promoted trom Lowa agency manages 


to Florida state munaver with othees at 
Lakeland. er has been ay 
pointed Claims supervisor in charge of tl 
Denver claim othce succeeding Jou | 
Campbe who has been transterred to 
Seattle where he will be in veneral super 
vision of casualty clatms. Ga R 

has been transterred trom the lowa othe 
to the Denver branch as an adjuster 

Excel Brokerage Company, Inc.: \! 


othce has been opened at 92-05 [731d St 


Jamaica 32, N. \ These men are the 
otficers of the company: Bern (ve ! 
LLB, president; Plalip Platzer, lee 
president: and ip LIB, see 


Treas 


Fidelity and Deposit Co. of Md.: A: 
Harnish was promoted trom 
Diego ollice te 
assistant manager Los Angeles. Jan 
i Hurry, special 
him. In the 
Sulto 


super 
visor of the San SETV ICE 
formerly ivent, sue 
ceeds contract 
Franklin W 
ant to manager; Charles 4 
Paul ]. Plunkett have been named assist 
ant managers: John A. Burkle Ir. was 


ippointed a division superimtendent 


department 
advanced trom assist 


Brundrett and 


j 
} — 
| 
| 
} 

ney 


Field Appointments—Continued 


Fireman's Fund: president James 
R. MacKay has returned to the San 


Fransisco home office trom New York and 
Boston. 


General Accident Group: Joseph M. Mc- 
Namara and Lee W. Taylor have both 
been appointed assistant general man- 
agers of the group and elected secretaries 
of Potomac Ins. Co. and Pa. Gen. Ins. Co. 


General Reinsurance: Frank W. Munson 
has been advanced to assistant secretary 
from his position as underwriter in the 
facultative dept 


Great American Ins. Co.: Robert V. Mc- 
Guigan as special agent will assist state 
agent William A. Beckham and will have 
headquarters at the Fulton Natl. Bank 
Bldg., Atlanta 3, Ga 


Greene, James C., Company: This firm 
of insurance adjusters has opened a new 
branch office in Charlotte, N.C. at 127 
Brevard Court, with James S. Baird as 
manager, 


Hartford Fire Ins. Co. Group: Ihe home 
office burglary and glass department of 
the Hartford Accident and Indemnity, has 
been consolidated with the fidelity de 
partment. Now known as the fidelity, 
burglary and glass department, it will 
be supervised by secretary John F. Beards 
ley, and along with the surety depart- 
ment, will be headed by vice president 
William H. Wallace. The public official 
unit, previously under supervision of the 
surety department, will transfer to the 
consolidated branch and Augustus P 
Whalen has been promoted to superin 
tendent of this unit. Assistant secretary 
Thomas M. Meredith continues in charge 
of the burglary and glass phase of the 


“Service Beyond The Treaty” 
Intelligent Reinsurance Analysis 


FIRE - CASUALTY + TREATY - FACULTATIVE 


DURANCE 4 She 


RE 


CHICAGO 6, ILLINOIS + 309 W. JACKSON BLVD. + WABASH 2-7515 


on 


AMERICAN FIRE 


& CASUALTY COMPANY 


HOME OFFICE © ORLANDO, FLORIDA 


new department's activities, and in addi- 
tion, his responsibilities will include pro 
duction of all lines handled by the new 
underwriting division. Edwards J. Foley, 
formerly assistant, has been promoted to 
superintendent of the home office surety 
department of Hartford Accident and In 
demnity. 

Dale M. Dilk, formerly senior super 
visor in the Indianapolis claim dept. has 
been appointed assistant claims manager 
of the Hartford Accident and Indemnity 

District’ engineers appointed for the 
Hartford Accident and Indemnity are 
Charles W. Shafer at Pittsburgh succeed 
ing Leighton D. Hutcheson, retired; Don 
ald C. Davidson, Washington, D. C.; and 
Maurice K. Wietzki for the newly-created 
engineering district at the Omaha branch 
office. 

\ New London, Conn. claims office, of 
the Hartlord Fire, has been opened in 
the Dwart Bldg. at 302 State St. under 
the management of Frank R. Aikin, Jr. 
who previously had been resident adjuster 
in the New London area. Robert N. Far 
rell has also been assigned to the office 

Edward C. Brinley, Jr., has been ap 
pointed to the newly-created position of 
agency superintendent of the New York 
Department of the Hartford Fire. Burt M 
Pinney, succeeds him as special agent at 
Poughkeepsie. 

In the southwestern department head 
quarters of the Hartford Fire at) Dallas, 
Clayton J. Meadows, formerly district en 
gineer at Houston, has been named super 
intendent of the engineering department, 
and William J. Howard has joined the 
compensation and liability department 
Industrial Indemnity: Maurice Gilson, 
Jr. is properties manager 


Insurance Co. of N. A.: Aenidall R 
Ithins, Jr., manager of the Austin process 
ing office will transfer to the comptrollers 
department of the world headquarters 
in Philadelphia, effective Aug. 15. Robert 
He will succeed him, being pro- 
moted from his post of assistant manager 
Mr. Atkins will work with comptroller 
Frank A. Eger and assistant comptroller 
William J. Robinson 


her 


lowa Natl. Mutual: ©. G. Meloud has 
been named claims manager of the north 
western branch office in Portland 


Kemper Ins. Group: /loyde IW. Cornelius 
and Henry W. Hagemann elected assist 
ant secretaries. Donald R. Clark and 
Roland Swenson made assistant 
treasurers. John A. Gilmore, Clifford A. 
Kiracofe and Edmund J. O'Brien ap 
pointed assistant general counsels 


Legg, John C. and Company: /Villiam 
F. Gliss, Jr.. manager of the insurance 
stocks department, is now headquartered 
in the New York office of this Baltimore 
concern. 


London and Lancashire Group: Calvin 
Baile succeeds Osborne H. Day, retired as 
state agent for the New Jersey territory. 


MacDonald, D. K., & Co.: Airby Torrance, 
Jr. was appointed manager of the Spokane 
office. L. R. Merrill will continue as office 
manager. 


Markel Service: Ronnie L. Holt has heen 
promoted from chief examiner to general 
claims supervisor. 
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Marsh & McLennan: Paul Sisk Jolin 
Wakefield and Associates has merged with 
the Tulsa office of this firm. Phe two firms 
Will maintain their separate offices for 


the time being and no change ot personne] 


is. contemplated \t a later date is 


planned to conduct Operations at one 
location with their joint staffs under the 
direction of Paul Sisk, J. Richard | , 
and John Wakefield, vice presidents 

ha 


Mohr, Stanley W.: / 


joined this: Pinellas Park lovida 
agency 
National Cas. Co.: Jose has 


heen appomnted advertising 


Natl. of Hartford Cos.: / 
has been appointed assistant 
the western department production stat 
He will field 


(,. Schaefter 


Vu 


be assisted by manager ¢ 


New York Mutual Casualty: /' 


Greenwald has been appointed produ 
tion manager of agency and brol 
sales 
Northwestern Mutual: \ distiict claims 
office has been opened at 2500 W. Beri 
St Rm. 6. Forth Wort! Pexas under 
the management of Charles Ma 
Peerless: William G. Kearns has been 
appointed supervisory underwriter and 
assistant to the assistant secretary of the 
home othee fire and inland marine ce 
partment 

The Indiana Ohio service office has bee: 
moved to 516 College Ave Indianapoh 
Cecorge Mullins is in charge. Peter M 
Intyre, Jr. is his assistant 


Phoenix of Hartford: 


advanced 


Den We 
from. assistant 
M. Ta 


tor of public relations to assistant secretay 


Was SCOTCTALN 


secretary and from clires 


charge of public relations and a 
vertising 

Roger ¢ Vanni ] has been ay 
pointed special agent for the Alban 
district which located 
Standard Bldg 112 State St H (, 
Grreenleaf succeeds him as stall engimeer 


Manaver of the office is 
Va Van Horn has 


Hl. Kimble 


fin ¢ heen ippomnted 


special agent for South Carolina and 
headquartered in the Palmetto State Lite 
Bldg Columbia He oassists manage 
VMecAllister, |] of the Ralet 
N.C. district: office 


Premium Servicing Co., Inc.: \ now 
has been opened at 2126 Universit \ve 
San Diego the direction of Ra 


F. Treine 


under 


remen 


Public Service Mutual: 


drige has been appointed superintendent 
ob agencies 

Reliance: AK. Powe has been 
appointed casualty manager and Herma 
Lewis advanced to tire and marine 
manager in the Pittsburgh office located 
it the Arrott Bldg... Wood St 
Royal-Globe: ©. Simpson thas 
heen appointed secretary of all companies 
in the group He will have tmmediat 


supervision of the New York metropolitan 
operations under VU. J. Rhew, asst. U. S 
manager and vice president. Vir. Simpson 
has been secretary of the 
metropolitan department 


assistant 
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E. T. EARNEST, President 


30th Year of Service 
to Local Agents 


TRADERS & GENERAL INSURANCE COMPANY 


and Thein Clients 


DALLAS, TEXAS 
Automobile Workmen's Compensation e Liability Glass Burglary Bonds 
Douglas B. Patterson was made casualts quarters at the Indianapolis ofhee I 
manager of the Philadelphia othee He manager Special age 
had previously served the southern Robe / Dricle came fron e 
department ol the N.Y. othe Angeles othce to rephice Mii Pol 
Atlanta appointments: P. Bendu Velson C. Lar vas promoted from. res 
special representative ot othe inland dent assistant secretary to resident 
marine, aviation, burelarvy and glass de tary and chiet agent oft he Canada 
partments Dor VieBea transferred department it Winnipe succeeding 4 
from New York to replace Mr. Bendin Codere, retired 
as underwriter 
Missouri: Harvey G. Godsoe appointed — Springfield Insurance Cos.: 
state agent in Springfield Richa Bar Aemp has been minced tron st 
succeeds him as special i the manage ot the Canadiat cpa rent 
Kansas City offtee assisting state agent manager, succeeding I ‘ EA 
R. J. Winter 
was promoted to chief underwriter of 
Paul Fire and Marine: State agent the Pittsburgh branch othice. Re 
Gordon D. Gor has transterred trom has been appointed supermtendent 
thre company headquarters in| Oklahoma Leslte Vanlehn made manager of the tire 
City to the IBM Blde. in’ Tulsa Larry ind marine underwriting department it 
Polubins/ has transterred trom the the San Bruno division of the Pacitr 
Chicago service office to a newly created department ] P pton is) bondin 
southeastern Indiana field, with head t 
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Field Appointments—Continu 


field representative for the Cleveland 
Branch office Viargaret W. Storie of the 
Leonard Agency in Detroit, has retired 

Appointments for this company and its 
athliate, Planet Ins. Co.: He? H. Boersma 
has been appointed ¢ ms supervisor of 
branch thice ) 
formerly the 
office duties of 


the Chicago 
Fletcher, 
urban man 
ager, agency department of the New York 
branch office Walla J. Raftery ve 
places him in Hempstead. L. 1 
Habas was appointed 
of the N. Y. branch office 
and will have supervision ot 
claims operation at the suburban 
Josepl Vollkommme ] has been 
made production manager of the metro 
politan office 


manaver ot sub 


issumes the 


Irthu 
assistant) manager 
claims depart 
ment direct 
the 


office 


State Farm: Appointments in State Farm 
Mutual Automobile Ins. Co Richard 
1. Clark, formerly assistant state director 
at Yakima agency 
supervisor at the home office 
ton. Harri 
ant State ¢ 
him. Fred Se who 
agent at Reno assistant 
state director Ari Ne and N. M 
with offices 

William Brow en 
eeneral 
transferring to the 
North Central othice 
Minnesota underwritin superintendent 
Ralph G. Fishe CLi has been named 
director of training 


was named an training 
in Blooming 
formerly an 


assist 


succeeds 


had been district 


Was promote ad to 


named 
intendent 
from the 


Metro 


underw 


nerve Was 


issistant 


Has 
Ohio 
Bldg 


Statewide Adjustment Company: 
opened four additional 
Main office is at 328 W 
Cleveland 


offices in 


lliamson 


Hayes, 


plac cs 


Talbot, Bird & Co., Inc.: Jo/in J 
who had been resident 


Harry Browne, ill, as 


dent on the Pacific 


secretary 


resident vice presi 


coast 


Traders and General: //: 
has been named special 
quarters the Wislon 
Christi 


810 Baker Bu 
Minneapolis 
FEderal 9-5847 


Minnes 


44 
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25 Years 


of outstanding personal service to insurance companies. 


A. E. STRUDWICK Co. 


REINSURANCE BROKERS 


Exclusively 


Travelers: divin G. Dodd has been ap- 
pointed manager of all casualty lines at 
the Independence Sq. branch office in 
Philadelphia, succeeding Kenneth R. 
Webb, on leave of absence. Mr. Dodd had 
been manager of the Chicago 
othice 


assistant 


Edgar 8S. Reed has been named 
tary of the personnel department. Carl 
Morisse, formerly claim ofhce super 
Visor, Was promoted to assistant secretary, 
lite accident and group claim department. 


Edward C. Kramer, Jr. has been ap 
pointed claim examiner at Hartford. Su 
pervising claim adjusters appointed were: 
John W. Barry, Denver; Glenn A. Morris, 
St., N. ¥. Ilexander G. Fell, Jr., 
Indianapolis; and Robert L. Daly, Kansas 
City. Mo. Leland Monhollon was made 
resident) adjuster at) Corbin, Ky. Cecil 
1. Moreland and Roger A. Boeka were 
made supervising adjusters at San Antonio 
and Corpus Christi, respectively 


secre 


Trinity Universal: Richard bk. Preston has 
been appointed a special ivent for the 
Pexas Panhandle territory, working out of 
the Amarillo service office 


Weghorn, John C., Agency, Inc.: Has 
acquired the business of Alan H. Bonito 
Inc. Major personnel and tacilities 
formerly sociated with — the Bonito 
Avency at 135 Wilham St. will be trans 
ferred to Weghorn headquarters at) 102 
Maiden Lane and into” the 
organization 


absorbed 


Wolverine: Sfeinhbeck has joined the 
field personnel in the northwest Indiana 
territory at) Warsaw James Hargrave 
has been transterred to the Northeast In 
diana territory from the underwriting de 
partment in Battle Creek. Merton Vincent 
the Northeast territory to go to 
the western Michigan territory at Grand 
Rapids 


leaves 


Yorkshire: (/yde Van Wickle has been 
appointed special agent of this company 
and its athiliate, Seaboard Fire & Marine, 
with headquarters at the Investment Bldg., 
Rm. 1804, 235-9 Fourth Ave., Pittsburgh 
J. J. McGann continues as state agent in 


charge of that office. Bertram N. Carvalho, 


208 South LaSalle Street 
Chicago 4, Illinois 
CEntral 6-9141 


Jr. has been appointed state agent for the 
two companies in charge of the eastern Pa. 
territory with headquarters at 18-20 
Garrett Rd., Upper Darby, Pa. 


Zurich-American: Malcolm Young, 
who had been assistant superintendent otf 
agencies, made personnel director 
Dennis ]. Scully was promoted from assist 
ant to superintendent of 
eastern department, succeeding W. 
Wendt, who was named manager of the 
newly created Buttalo branch office located 
at 1416 Main St. Also at the new office 
is Thomas Donnelly, promoted from. field 
assistant lo agency supervisor 

Howard W. Baldwin was promoted from 
assistant to superintendent of underwrit 
ing at the home Chicavo 
W. Richard Wetler was named as_ field 
representative for northern Hlinois 
Warren B. Huey is Grand Rapids branch 
manager, succeeding Donald M. Reed, 
resigned, Richard Glasheen and I 
Fraser have become ofhce manager and 
superintendent of the claim department 
respectively, of the Boston. service office 
Charles EF. Lyons, tormerly 
underwriter in’ Philadelphia 
assistant branch manager there 

Richard A. Mallett has been 
SUPECTVISOI at San 
Robert A. Gabreletk is now 
manager at Los Angeles 
field and a group. sales repre 
sentative, respectively. Edward 1 
was made superintendent of claims in the 
Atlanta branch office, succeeding Fl. 
Carlson who was transferred to New York 


Was 


underwriting 


office in 


supervising 
was) made 
named 
Francisco 
district vroup 
They had been a 
assistant 


Garrett 


STATE LEGISLATION 


THE BILL to establish a state non 
occupational disability benefits fund 
has been defeated by the Massachu 
Fifteen 
have been passed by 


setts House. insurance bills 
the Loutsiana 
Legislature and sent to the Gover 
nor for his signature. Included are 
modifications to the insurance code 
to regulate insurance stock sales and 
increase the financial requirements 
for insurance carriers, 

New Meyner 


has signed a bill which will require 


Jersey Governor 
an agent, broker or solicitor to suc- 
cessfully complete a course of study 
before he can obtain license. 
He has also approved a measure 
increasing from $5/10,000 to S10 
20,000 the coverage required by the 
state’s automobile financial 
sibility law. 

The bill to grant immunity from 
tort liability to charitable organiza 
tions has been passed by the New 
Jersey Senate. It has been held that 
organizations possessed this 
immunity until a recent Supreme 
Court decision to the contrary. The 


resp 


such 


hill treats hospitals the same as other 
charitable organizations. 
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INSURANCE GENERAL 


ARKANSAS 


SOUTHERN INSURORS, INC. 


Managing ALEX ARTZT 
General 22 N. 6TH STREET 
Agents FORT SMITH, ARK. 


Multiple Line Facilities for 
Arkansas, Oklahoma, Louisiana, Texas 


COLORADO 


MONTANA 


FIRE — CASUALTY — AUTOMOBILE 
INLAND MARINE 
WORKMEN'S COMPENSATION 


WESTERN INSURANCE AGENCY 
Complete Facilities for Handling Surplus 
and Excess Lines 
HELENA, MONTANA 
TEL. Hi—2-5770 


P. O. BOX 523 
225 POWER BLOCK 


AGENTS 


CANADA 


Robert Howard J.M. Williams J. A. Carmedy 
D. Oliver Mines 


ROBERT HOWARD & CO., LIMITED 
Established 190! 
INSURANCE BROKERS 


CANADA CEMENT BLDG 
MONTREAL, QUEBEC 


NEW JERSEY 


RITTER GENERAL AGENCY 
Gas & Electric Bldg. 


DENVER, COLORADO 
COLORAVO WYOMING NEW MEXICO 


A. W. MARSHALL & C0. 


MANAGING GENERAL AGENTS 
744 Broad St. Newark 2, N. J 


MULTIPLE LINE FACILITIES FOR 
NEW JERSEY INCLUDING LIFE 


Tel.: Mitchell 2-0963-4-5-6-7-8-9 


TRANS CANADA 
ASSURANCE AGENCIES INC. 
Lloyd’s Correspondents 
REINSURANCE AND SPECIAL RISKS 


1231 Ste Catherine St. West 


Montreal, Canada 


FLORIDA 


TEXAS 


HUNTER LYON, INC. 


GENERAL AGENT 
901 South Miami Avenue 
MIAMI 36 
Serving Florida Agents 


U. S. UNDERWRITERS, INC. 
MANAGING GENERAL AGENTS 
1801 CORAL WAY P. O. BOX 484 
SHENANDOAH STATION 
MIAMI 45, FLORIDA 


MULTIPLE LINE FACILITIES FOR 
SOUTHEASTERN UNITED STATES 


LOUISIANA 


T. A. MANNING & SONS 
Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 


REDMOND and SHAUGHNESSY Ltd. 


SERVING AMERICAN BROKERS 
FOR OVER 25 YEARS 


276 St. James St. W., Montreal 


UTAH 


THE KOLOB CORPORATION 
General Agents 
Utah, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 
330 Judge Building 


Salt Lake City, Utah 


WEST VIRGINIA 


Stewart, Smith (Canada) Limited 


Sun Life Bullding, Montreal 
Agents and Brokers 
for 
Insurance and Reinsurance 
Associate t 
16 J Str New York 


Board of Trade iding, Chicago 


| 
Stewart, Smith & Co., Limited, London, England 


BUSHNELL and COMPANY 


GENERAL AGENTS 
BOLDEN BUILDING 


ALEXANDRIA, LOUISIANA 


Multiple Line Facilities for 
Louisiana 


ALFRED PAULL & SON, INC. 


Supervising General Agents 


For Over 50 Years 


HAWLEY BUILDING WHEELING, W. VA. 


A. E. WILSON & COMPANY, LIMITED 


Lumsden Bidg. Toronto 


Insurance Service 
Throughout Canada 


HEMISPHERIC CONFERENCE 


AN to Insurance com- 
pany ¢ xecutives of the United States 


INVITATION 


to attend the Seventh Hemispheric 


Insurance Conference in Caracas, 
Venezuela, November & to 14, has 
heen issued by the Chamber of Com- 
of the United States. The 


Conference, which is attended by in- 


merce 
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surance executives from 
\merican Republics, is held ever 
two years under Chamber sponso1 
Host the 


ship. to Conference this 
vear will be the Venezuelan Asso 
ciation of Insurance Companies 
Three days of the Conference will 
be devoted to discussion groups 
dealing with various branches of 1n- 


surance. The meetings will be held 


ther es from t 
Western H s A. L. Ka 
at ick ma or ie Nationa 
Chamber's | e Department 
etary ference Jol 
\. Die bres t of the Ins 
ince Company N A. ll aga 
head the Unite States delegatio 


| 
; 
| 
at the University of Caracas and 


Gentlemen: 


| rHINt ( properh sad 
Melbourne is the centre of ims 
mice \ustt and it occurs to 
e to ask if an American subscriber 
would care exchange few 
houghts with me to our mutual in 
terest and advantage 

Whilst the Australian Market has 
ind obabl il (let elo ed 
by lenglish ¢ inies, purely -\us 
tralian and New Zealat enterprises 
ire engaging stronger competi 
We ) tlie \met 
ian VIews rience 

thirty-s d I have eel 
st entv ve s (ex 
CeDt oO ) ) 1939-1945 


vccident an ( claims and 
underwr osition will 
dey | e trave 
throug] States ove! 
the vears nspector 
ind late is ch man 
iver, and | reasonably 
on adminis 


dissent 


assent and 


Dear Sir: 


Mlanv of us complete disagree 
vith the advice contained this ar 
] 
| ave MISINESS ills te 
mat ears in evel major cl of 
the United States, New York Cit 
included, and from April until Octo 
er | will not wear a hat tor an 
body 
\ good friend ot mine, the pres} 
dent of a tte msurance Company, 
1 
does not wear a hat at any time, 


winter or summet \nother friend 


utive vice president of the Life In 
surance Co. of North America, and 
vice 

York Life and | 


no hat from Spring till Fall 


president of New 


ynn Hancock, wears 

| think the writer of this article 
belongs to a bygone era. If he needs 
a hat to enhance his. stature, he 


must be ina bad way 


A.C. Dyreson 

VWichigan Supervisoo 

Mutual .lrea 
OC) thice 

14231 Glastonbury Road 


Detroit 23, Michigan 


Dear Sir: 


| ive just tintshed reading an 
irticle im Oud Marcel issue 
Phe tile of the article ts Llave vou 
beer \Veig ec | it Ol as 


fired ves because they sald pal 
holders were having too many 

claims. After ten vears of building 

this business, thev wal in one 
orning, tell me | am through ; give 
y business to two part-time 


who had failed to make good 
time once betore and put them on 
business for good with my hard 
earned business 

| promptly went into something 
else, because [ have four childres 
thev had to eat, and so did my wife 
\Iy home had to be paid for | 


ally made up my mind to get back 


into my chosen field. | secured a li 
cense, worked part time for a yeat 
and just recently went back full 
time with my own ottice and oa 
determined to make a go of it 

In answer to this article which 1s 
very timely and very well put, | teel 
I must add my bit. Work for a ch 


rect writer? Where is the advan 
tage’ A man builds a business so 


that someone else walks in and gets 
the hard earned renewals 

let's all stay, our agency com 
panies are in for a tough time. We 
can help them fight this battle. “The 
\merican Agency System has been 
here ever since there has been a good 


ole’ U.S.A. 


Ri hard M. Hamle) 
Richard Al. Hamler clgen 
647 Main Street 


Groveport, ( Mio 
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: weighed but fired by one ot the 
lareest direct writers in the U.S 
In the Mav, 1958, issue of Best's 
INSURANCE NEws, on page 27, there 
3 appears an article entitled “Wearing 
it 
a Hat.” (The Sellu Parade. ed.) 
Yours fait fully. 
P. Harrisoi 
Iccident Superintendent 
The Nattonal [nsurance Compan 
Velbourne, C. 1, Australia 


— 
* 
reports on 
companies 
pene COUNTY MUTUAL Fire Insurance AMERICAN MUTUAL | 
Company, Gettysburg, Pennsylvania ALLIED AMERICAN MUTUAL | 
AMERICAN 
Wokefie Ma jcatt 
Moves Home Office 
This company has moved its principal office trot New Home Office 
(26 Baltimore Street. to 238 Laltimore Street, Gettvs- 
AETNA ‘ Casualty and Surety 
Hartford nnecticut ARGONAUT 
Named Vice President 
Donald Burr erly assistant vice president, 
t ce pre dent tii \ ] 
~ 
se policies ere in effect / 
AMERICA FORE-LOYALTY Grove 
} inc t cle 
r ed thre 
Appointments 
ict \ \ 
John R. Cooney, Jr., bas relinquished his ce 
and secretary 1 thie | : 
it ssets obliga 
and has been appointed a secretar the bidelity ane al 
Nathan H. Wentworth, vice president of the America 
companies ot the group has also been appormte: 
a vice president of the co prising \\ be 40 ( lare 
its final dygment 
AMERICAN 
Insurance Company, Chicag oi: CALEDONIAN-AMERICAN | 
or mpany New Yort New Y 
Appointments 
Vice president R. Nermit Hill has also been elected Company Purchased 
a secretary of this company. Russell J. [Thott and Phe underwriting firm of Rathbone, Kit eel 
George R. Faulds, Jr.. have heen promoted to vice San Francisco, has purchased this company for $1.80 
presidents. 
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CALEDONIAN-AMERICAN—Continued 


O00. Previous owner of the company was Peerless In 
surance Co, of New Hampshire, which acquired it late 
in 1956. 

lhe administrative office of Caledonian-American will 
he removed to San Francisco, and development will be 
Rathbone, 
King & Seeley will operate the company through an 
underwriting management contract. 


concentrated in the eleven far western states. 


COMMERCIAL CREDIT Group 


Baltimore, Maryland 


Increased Capital 
Changes in Ownership 


As of June 


30, Calvert Fire Insurance Company in- 


creased its ¢ apital from $1,000,000 to $2,500,000 to pro 
duce a more reasonable relationship between capital 
and surplus 

Necessa changes in stock ownership have been 
made to operate American Health Insurance Corpora- 


tion as a running mate of Cavalier Life Insurance Com 
Credit 
will continue 


\merican 
llealth 


company 


ather than as a subsidiary of 


nnity Company \merican 
to operate as an agency through managing 


sre neral agents and local service otnces, 


FARMERS' MUTUAL Automobile Insurance 


Company Madison, Wisconsin 


New Life Subsidiary 


The American Family Life Insurance Company, $2,- 


000,000 wholly-owned subsidiary of Farmers Mutual 
Automobile, began business on July 1 with more than 


$1,600,000 of applications for life insurance. 


—_ 


FRANK BURNS 


INC. 


FEDERAL MUTUAL Insurance Company 
Chicago, Illinois 


New President 

Hathaway G. Kemper has been elected president su 
ceeding James S Kemper, who retains the office of 
John A. Mills was elected vice president, 
Cameron Moffatt, assistant treasurer 


chairman. 
and ©), 


HARDWARE DEALERS MUTUAL Fire 
Insurance Company, Stevens Point, Wisconsin 
TEXAS HARDWARE MUTUAL Fire !n 


Company, Dallas, Texas 


yrance 


Mutuals Merge 

\s of July 1, the Hardware Dealers Mutual Fire In 
surance Company absorbed by merger the Texas Hard- 
ware Mutual lire Insurance Company. 


HARTFORD FIRE Insurance Company Group 
Hartford, Connecticut 


Enters Philippines 
Youth Organizations 
Officers Elected 


The Hartford Fire Insurance Company has been 
registered in the Republic of the Philippines through the 
\merican Association to 


fire, marine and casualty business. 


Foreign Insurance transact 

The Hartford Accident and Indemnity Company is 
writing a new form of low cost accident insurance 
designed for organized youth groups principally social or 
community in character, such as 4-H Clubs, De Molay, 
church clubs, choral societies, theatrical groups and 
similar units. It provides benefits up to $1,000 for each 
boy and girl in the group and for each adult leader for 
medical expenses stemming from accidental injuries 
suffered during participation in or attendance at super 
vised activities of the group or while traveling to or from 
such activities. There is indemnity of $1,000 for acci 
dental death, and lump sum_ benetits ranging from 
$1,000 to $5,000 for accidental loss of limbs or sight 
The annual premium cost is $1 for each insured member 
of the group, including adult leaders or supervisors who 
apply for the Boy and Girl units, 


athletic teams, marching bands and similar organiza- 


coverage. Scout 
tions are not eligible for the new policy as the company 
writes specialized forms of accident insurance for these 
groups. The new plan is available in all states except 
lowa, Kentucky and Maryland. 
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\rthur W. Gregory, Jr., was elected vice president 
and secretary of the Hartford Fire and Hartford Acci- 
dent; Jere J. Flynn, secretary of 
\lan D. Phillips, Robert B. Dwve 
Philip C. Loomis and Martin \\ 


secretaries ot both com 


Hartford Accident ; 
r, Gordon W. Shand, 
Davenport, assistant 


Munteri 


panies, and (seorge 


Hartford 


assistant secretary of the 


HOLYOKE MUTUAL Fire In 
in Salem 
SALEM MUTUAL Fire Insurance Compan 


A 
¢ 


Salem, 


N assacnu ett 


Merger 


The Salem Mutual Fire Insurance Company merged 
Holyoke Mutual Fire 


with and into the Insurance Con 


The Holyoke Mutual 
Mutual policyholders’ liabilities 
outstanding policy con 


} 


pany in Salem as of June 30, 


assumed all the Salem 


as taking over all the 
\s the Holvoke 
tracts, the Salem policies have become non-assessable 


Both 


as well 


does not wsse assessabie con 


1 


and are entitled to the 


Holvoke’s dividend rate 


compames are over one hundred vears old as The 
Salem Mutual was originally organized in 1838 and the 


Holyoke was founded five vears latet 


Both ce mpanies 


a continuous existence since their organiza 


have had 


tions 


ICT Insurance 


Texa 


Suit Filed 


Ben Jack Cage, nearly 
and more than fifty companies are being 
. defunct ICT 


recovery suit 


one hundred other individuals, 


sued bv re 


celvers of the Insurance Company in a 


\mong the 


$15 million individual de 


Texas 
\. Smith 


fendants are former 


missioners J. Byron 
Saunders and Garland 


INTERNATIONAL GUARANTY and Insuran 


Company, Tangier, Morocco 


Seizure Held Legal 


\ San Francisco Superior Court Judge has ruled that 


the seizure of the International Guaranty and Insu 


ance Company was legal under the state's 


code. Attorneys for the company had maintained that 
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UNITED STATES 
CASUALTY COMPANY 


Marine 


Home Office 


60 John St. New York 38, N. Y. 


the California Insurance Department 1 


not onductins an msurance ISiness 


alllornia 


MARYLAND INDEMNITY and Fire Insurance 
Exchange 


Baltimore 


N 
A 


To Move Home Office 


company plans to move tts | hice to 
stewart Building to be renamed the 
Inde 1 Building lLomb Stree 
more 


MICHIGAN MUTUAL Liability 


Detroit, Michigan 


New Department 


Chis company has established a special risk depart 
ment to set 
D. A 


and lability 


ve large insureds and special types of risks 
Lindow, who has been head of the compe 


underwriting department, has been ad 


vanced to vice president and 
partment. E. W. 


dent and will direct the sales ac 


manage 
Bidigare has been made a v1 


Surety 
any 
Casualty Fire 

| | 
| 
It} 
new de 
121 


4 
THE MUTUAL FIRE | rance Company of sorbed by the Globe Indemnity Company by statutory 
Covington, Kentucky ‘i Covinaton, Kentucky mergers effective July 1, 1958. All three compamtes are 
nembers of the Royal-Globe Insurance Group 
Officers Appointed 
J.C. Mindermann has been appointed treasurer and 
Win. J. Bechtold, secretary of this company SPRINGFIELD FIRE AND MARINE nsuronc 
Company, Springfield, Massachusett 
urance Group Affiliation Complete 
C IMODU Oh With the authorization ata SPCC ial stockholder’s meet 
ing of the Springtield Fire and Marine Insurance Cor 
ot Operotion pany of up to one million share oF 
field stock for issuance to stockhoiders of thre \lonare 
R. G. Chileott, a vice president of the group, has been life Insurance ( ompany, the tinal step in the aftihatio 
uned mat ager of operations fot Nationwide General of the two con panies has been taken Phe cor panne 
Insurance Company. He had been zone manager for wall continue to operate as separate corporate entities 
operations of the Nationwide life, auto and fire com and policies will continue to carry individual compan 
: pames im Pennsylvania, New York, New Jersey, names. Together they have a premium volume of 
Connecticut, Vermont and kKhode Island. proximately S90 million and assets of more than S200 
million 
The boards of directors of both companies have beet 
enlarged, Among the new members of the Springtiel 
. Cc board are: Clyde W. Young, chairman of the boar 
ROCKY MOUNTAIN Fire Insurance Company frank S$. Vanderbrouk, president; James S, Bulkley: 
Great Fa Montana general counsel; Ravmond C. Swanson, agency vice 
president ; Gurdon W. Gordon, vice president ; Hl. 
Control Purchased land Graham, treasurer and John Hl. Miller, vice presi 
dent and senior actuary of the Monarch. Named to the 
Phe Mayflower Corporation of Seattle has purchased the Dwicht Parker. president 
controlling imterest i this company. The Grange In Herbert P..\lmgren, vice president and corporate ree 
surance \ssociation Owns the Mavflowe1 Corporation inte: Wikted view 
hange John FE. Dawson will remain as chairman ot vice president and H. Philip Chi in, Jr. vice pr 
Rocky Mounta dent of the Springtield 
: ROYAL-GLOBE Insurance Group THE TRAVELERS Group 
New York, New York Hartford, Connecticut 
Consolidation Auto Commissions Cut 
: he Virginia Fire and Marine Insurance Company The Travelers has revised its automobile commissior 
uid the Star Insurance Company of America were ab schedule countrywide (except for Massachusetts con 
pulsory coverage) by putting Class 2 private passenger 
autos in the same commission bracket with taxicabs 
and long-haul trucks. This move represents a reduc 
tion of 10 points on commissions on this class of busi 
Ness Phe new rate became etfective June loon new 
policies and will become effective August 1 on renewals, 
UNITED PACIFIC Insurance Company 
Tacoma, Washingt 
: Executive Vice President 


SAN Carl B. Dirkenmever has been elected executive vice 


president of this company. 
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UTICA MUTUAL 


Utica, New Yor 


Elected President 


ZURICH lr surance 


To Expand Facilities 


new directors 


American Title and Insurance Company (Miami, Florida): 


Farmers Insurance Exchange (Los Angeles, California): 


Fidelity and Casualty Company (New York, N. Y.): 


A ry 


New York Printers and Bookbinders Mutual Insurance 
Company (New York, N. Y.): Don N. Taylor, president of 


Transport Insurance Company (Dallas, Texas): 


A A 


iV 


Truck Insurance Exchange (Los Angeles, California): 


AA 
Merr 


rrit 
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SCHROEDER HOTELS 


HOTEL SCHROEDER 
Milwaukee, Wis 


HOTEL NORTHLAND 
Green Bay, Wis 


HOTEL WAUSAU 
Wausau, Wis 


HOTEL DULUTH 
Duluth, Minn 


HOTEL ASTOR 
Milwaukee, Wis 


HOTEL RETLAW 
Fond du Lac, Wis 


HOTEL LORAINE 
Madison, Wis 


HOTEL CALUMET 
Fond du Lac, Wis 


HOTEL VINCENT 
Benton Harbor, Mich 


WALTER SCHROEDER, PRES. 


We aim to serve our many insurance company 


friends, executives and agents. 


Do you know about 


two editions bring 

in rest concise autho 
week's legal decisions, policy chang 
and stock offerings tal intormatior oO 
ally from BEST'S WEEKLY NEWS DIGEST! 


tition Lit 


asualtvy, BEST'S WEEKLY NEWS DIGESI 


two separate 


for outstanding company exec 


looking agents 


\ subser iption to 


annually 


ALFRED M. BEST COMPANY, INC. 


75 Fulton Street, New York 38, New York 


| 
Joseph ( raug! er] executive vice pre sient | 
has | elected pre er of thre ti 
ie iy 
5 Mis 
4 
Theis: 
Her anal machine Trance It is planned t writ allt: 
Colu and to write elityv inthe District of ¢ 
ompanyv, Wht wtil ne de | 
WEEKLY NEWS DIGEST: 
on hg 
Published in and the Fir 
or ma neaa of Ine r Convoy Company 
rain oF R A Y ney or lant either edition cost fifteer lolla 
Arkansas-Best Freiaht Systen f t omitt Arka } a 
A. Woker rticld Trucking 
Company, Anaheim, California, has been elected i 
4 
membershit n the exe tive mm ittes 4 
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Do Something—from page 109 


underwriter on the idea, they'll be a 


ot more cooperative with the aims 
and objectives of the company. 

It seems as though these days 
there's a state of war like Thurber’s 
“War between the Sexes,” between 
the underwriters and agents. In too 
many agencies its almost a game 
to see if you can slip something 


over on the underwrite1 


It shouldn't 
be that way. The agent should know 


that if he has a reasonable case, the 
underwriter will be reasonable and 
will accept his risk. There aren't 
too many agents who feel that the 


company is unreasonable when they 


want to get off a bad risk—but you 
rea have an angry agent on your 
hands if you refuse to pay any at- 


tention to him when he ts willing 


to go to bat for a risk he knows is 
good. The result of this type of thing 
is the agent’s decision to let the 
company find out for itself on the 
next risk. 


steps that each com- 


pany can consider taking right now 
in the face of that’s happened 
to change direction. Don’t wait 
for inflation to cease: don't take 
down your sails, and try to “ride 
out’ the sto it may last too 
) et George do it.” 
(seorge might turn out to be the 
Legislature. Don't just stand there 
do something. Do something in 
the wa of reviewing rates on the 
basis ot a large number of risks, 
and do something to get companies 
to really believe in underwriting 


just give this art lip service. 


ARBITRATION 


NATIONWIDE Inter-Company 
\rbitration Agreement concluded a 
record high of 14,000 cases involv- 
ing claimed damages of $4,100,000 


Bernard L. 
the manager 
Association 
Surety Companies. 
There are now 280 signatory com- 
panies participating in the Agree- 
ment, Mr. Hines told the Pennsyl- 
Men’s 
hundred claim 
men serving on the ninety-four Ar- 


in 1957, according 

Hines, Jr., 

of the claims bure 
] 


of Casualty and 


to 


assistant 


au, 


vania Claim Association. 


There are over six 
bitration Committees established in 
their respective localities through- 
out the country 
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obituaries 


Train, president and gen 
the Utica Mutual Insur 
ance Company, died June 12th at the 
age of 74. Mr. Train was with the New 
York State Insurance Department) from 
1905 to 1914 when he resigned as an 
examiner to accept the position as vere ral 
manager of the Utica Mutual. He 
member of the Casualty Actuarial and 
Statistical Societv and a director of the 
First Bank and Trust Company of Utica 
New York 


Train: John I 
eral manager of 


Was a 


Sommers: Paul B. Sommers, retired presi 
dent of the American Insurance Company 


of Newark, died June 22nd following a 
long illness. He was 72. Mr. Sommers 
served as a field man tor the Scottish 


Union and National Insurance Company 
local agent in Cleveland prior to 
his affiliation with the American in 1920 as 
superintendent of agents. He 


Was a 


was elected 


a vice president of the company in 1923 
and president in 1935. He retired in 1950 
Mr. Sommers was a past president of the 


National Board of Fire 
a tellow of the 
America 


Underwriters and 
Insurance Institute of 


Long: George C. Long, Jr., retired presi 
dent of The Phoenix of Hartford In 
surance Companies, died July 15 at the 
age of 80 \fter practicing law for a 
period, Mr. Long entered the insurance 
field in Houston, Texas He acted as 
an agent for the Home Insurance Com- 


pany for three years before afhliating with 
the Phoenix in 1909 as a special agent in 
Louisiana and Mississippi Three 
later he was called to the home. office 
and made general agent in charge of the 
company s business in the Southern States 
In 1913 he was elected assistant 
in 1916, secretary; in 1923, vice president 
and in 1926, senior vice president. In 1937 
Mr. Long was elected president, a post he 
filled until his retirement in 195] 

At the time of his retirement Mr. Long 
director of the Harttord National 
and Trust Company, Phoenix 
Mutual Life Insurance Company and 
Holyoke Water Company He was a 
former president of the Southeastern Un 


years 


secretary 


Was a 


Bank 


derwriters Association and one of the 
organizers of the Inland Marine Under 
writers Association. He represented his 


companies on the National Board of Fire 
Underwriters, Fire Companies Adjustment 
Bureau; Western Adjustment and In 
spection Company and Underwriters Lab 
oratories. Mr. Long was on the City of 


Hartford Finance Board from 1923 to 
1925 and on the park board from 1933 
to 1939. He was appointed by the 
U. S. Atty. General to the Alien Enemy 
Hearing Board for Connecticut during 
World War II. His memberships included 
the Hartford Club, the Hartford Golf 


Club, the Farmington Club, the Daunt- 
less Club of Essex, and the Bankers Club 
of New York City 


McFall: John Monteith McFall, retired vice 
president and chief counsel of the United 
States Fidelity and Guaranty Company, 
died July 2nd at the age of 72. For several 
vears after obtaining his law degree Mr 
McFall taught at the George Washington 
University Law School and later practiced 


law in Atlanta. In 1920 he was appointed 
assistant to the chief attorney of the 
US.F. & G. becoming chief attorney in 
1928 and three years later vice president 
and chief counsel. He represented the 
Surety Association of America on the All 
Industry Committee and was) chairman 
of the All-Industry sub-committee on the 
Robinson-Patman Act. He also served as 


chairman of the casualty and surety group 
of the committee appointed by the Gover 


nor of Marvland to study the State's in 
surance regulations following the decision 
of the Supreme Court 1944 that) in 


surance is subject to all laws applicable to 


interstate commerce Mr. McFall retired 
from the U.S.F.& G. in 1950, after which 
he taught at the University. of South 
Carolina and served as counsel to the law 


firm of Roberts, Jennings Thomas & 
Lumpkin at Columbia. He 
ot the South 
Marsland Bars and of the 
Association. For several 
the faculty of the I 
Law School and in 
the Marvland 
Fducation and the 
ning 
the 


was a member 


Georgia Carolina and 
on 
Maryland 


affairs served 


American 
vears he was 
niversity of 
on 
on Higher 
County Plan 
member of 
Wars, as well as a 
Cotillion 


Commission 
Baltimore 
He 
of Colonial 
the 


Commission 
Society 


Was a 


member of sachelors and 


the Elkridge Club, both of Baltimore 

Newell: Harry EF. Newell. consultant 
ind former assistant chief engineer of the 
National Board of Fire Underwriters, died 
June 10th following a long illness. He was 
70 vears old. Mr. Newell joined the Na 
tional Board in 1909. He was active in 
the development of various standards 
such as those having to do with flammable 
liquids, gasses, house piping for utility 
gas and installation requirements for 
liquefied petroleum gases He was an 
honorary life member of the American 
Society of Civil Engineers and a life mem 
ber of both the National Fire Protection 
Association and the Liquefied Petroleum 
Gas Association. Mr. Newell was awarded 
the Moorehead Medal tor Installation Re 
quirements for Acetylene Generators and 
cited by the Liquefied Petroleum Gas 
Association During World War 


headed the War Department’s Bureau of 


Fire Prevention and in World War Il 
assisted in the supervision of the Govern 
ment’s shipbuilding operations. He was 


at one 
Ne 


time 
Jersey 


Mayor of 


Bloomfield 


Mara: Francis X. Mara of Aviation Insur 
ance Underwriters, Inc. died June 28th 
after being stricken with a heart attack 
Mr. Mara, who was 58, was a pioneer in 
the aviation industry, having been con 
nected initially with the Stinson Aircraft 
Corporation and being associated with 


Stinson for a number of vears 


Felton: Leigh C. Felton, Kentucky special 
agent for the Grain Dealers Mutual In 
surance Co. died suddenly July 10th at 
the age of 62. Mr. Felton joined Grain 
Dealers at Indianapolis in 1927. He went 
to Louisville in 1932 as manager of the 
Mutual Fire Insurance Agency, a general 
agency, and held that post until the busi- 
ness was acquired by Grain Dealers in 
1952. Since that time he served as special 
agent for the state. He was an organizer of 
the Kentucky 1752 Club and member of 
the Mutual Agents Association of Kentucky 
and the National Mutual 
Insurance Agents 


Association of 


Best’s Fire and Casualty News 


Now ..... for 1958 
Complete 


Insurance Reports 


Fire and Casualty Edition 


Here is the complete coverage of the operations and financial condition of all 
FIRE AND CASUALTY INSURANCE institutions in the United States and all 
important Canadian Companies. Here are eriticeal analyses of financial eondi- 
tions and operations plus dependable. authoritative summary opinions and 


recommendations concerning Fire and Casualty Companies. Included are 


@ Latest Financial Statement @ Profit and Loss Exhibit 
@ Investment Exhibit 
@ Summary of Stocks and Bonds 


@ Stockholder’s Gains Owned 


@ Officers. Directors, Trustees @ Dividends Paid 


Your subscription to BEST'S INSURANCE REPORTS also includes the well 
known informative BESTS FIRE AND CASUALTY WEEKLY NEWS DIGEST. 


ALFRED M. BEST COMPANY, INC. 


Home Office Best Bldg. 
75 Fulton Street New York 38, N.Y. 
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READY FOR 


Immediate 


NEW, ENLARGED, UP-TO-DATE 


EDITION 


of 


SAFETY- MAINTENANCE 
DIRECTORY 


The greatest, most comprehensive coverage of 
SAFETY-MAINTENANCE PRODUCTS and EQUIPMENT 
yet offered. 


The only safety product reference work of its kind in 


existence. Gives authoritative, up-to-date information on: 


WHAT safety-maintenance products to use 
WHY... 


WHEN to use them... 
HOW to use them... 
WHERE to buy them... 


GREATLY EXPANDED mony more 


pages, hundreds of NEW photographs and drawings, entirely 
new Sections on such important information as railroad safety, 
mining and quarry safety, air pollution control equipment, 
portable power tools, civil defense, plus, greatly extended 
coverage of all essential safety-maintenance products, devices 
and equipment—for all industry. 


THE\ONLY WORK 
OF ITS KIND 
“AN EXISTENCE 


COMPLETE © CONCIS 
UNBIAS' © 
AUTHORITATIVE 


Your low cost private research staff for two full years 
. . at no increase in price! 


LEST. 
INC. 


FS FULTON STREET, NEW YORK 38, N.Y. 


ATLANTA BOSTON CHATTANOOGA CHICAGO 
CINCINNATI e DALLAS e LOS ANGELES 
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Insurance Company of N. A. Cos., Phila 
(Augments Homeowners Policy)..Jan. 123 
(Licensed in West Germany) ..Feb. 124 
(Puerto Rican Operations) .. Apr. 168 
(To File Independently in Wash 

Insurance Co. of the South, Jacksonville 
(Named Chairman) AF May 137 

Ins. Corp. of America, Indianapolis 
(Acquires Control) Jan. 12 

International Guaranty and Insurance Co., 

Tangier, Morroeco 


(Cease and Desist Order) : Mar. 138 
(Conservator Appointed) May 137 
a) ire Held Legal) Aug. 121 
Inter-Ocean Reinsurance Co., Cedar Rapids 
(Executive Appointments) July 132 
(Stock Dividend) July 1 
Interstate Fire & Casualty Co., Chicago 
(Dividend Declared) Jan. 123 
(Dividend Declared) Apr. 16S 
Interstate Indemnity Co., Los Angeles 
(Stock Purchased) Apr. 169 
Iowa National Mutual Ins. Co., Cedar Rapids 
(New President) June 134 
Kansas City Fire & Marine Ir Co 
Kansas Cit 
(Joins Company) Ju 132 


Kemper Group, Chicago 


(New Name) 


Mutual Fire Ins. Co. of Pa., 


hanged) 

Lehigh Valley Mutual Ins. Co 

New Title) 
Liberty Mutual Insurance Co., Boste 

(Named Vice President) : June 134 
Liovd's of London, London 

(Eleetions) Feb. 124 
The Long Island Casualty, Hempstead 

(New Company) Feb. 124 
Loyalty Group, Newark 

(Cooney Deceased) Mar. 138 


Marine Insurance Co., Portland 


(Status Clarified) .. Jan. 124 
Marquette Casualty Co., New Orleans 
(Control Purchased) ; .. Jan. 123 
Maryland Indemnity & Fire Ins. Exchang 
baltimore 


ro Move Home Office 
Merchants Fire Group, New York 

(New President) .. ‘ Mar. 138 
Merchants Indemnity Corp., New York 

(Fire Rate Deviation Approved) ..Feb. 124 
Merchants Mutual Insurance Co., Buffalo 


(Executive Appointments) Mar. 138 
The Mich, Fire & Marine Ins. Co., Detroit 

(To Be Dissolved) June 134 
Michigan Millers Mutual, Lansing 

(New Location) .. ee May 139 
Michigan Mutual Liability Co., Detroit 

(Elevated to Chairman) ; May 139 

Nt Department) Aug. 121 
Mohawk Insurance Co., New York 

(To Form Company) .. Mar. 138 
Motorist Mutual Insurance Co., Columbus 

(New President) Mar. 138 
Mount Joy Mutual Insurance Co., Mt. Joy 

(Reinsures City Mutual) May 132 
Mutual Boiler and Mach., Waltham 

(New President) Feb. 122 


The Mutual Fire Insurance Co. of Covington 
Ky., Ine., Covington 

(Changes Name) June 134 

Officers Appointed 


Mutual Fire Insurance ¢ i 
County, Hummelstown 
(Dissolved) 
National Fire Ins. Co. of Ha ) 
(Iixecutive Vice President 
National of Hartford Companie 
(Executive romotions 

National Life sur. Co. of Ca 
(Intere chased 

Natl. Mutual Ins. Co., Washing 
(Change in Management) 

The Nationwide Corporation, ¢ 
(Proxy Battle) 

Nationwide Gen, Ins. ¢ Montz 
(New Name 

Nationwide Ir 
Manager of Operatiot 

Nationwide Mutual Insurance ¢ 
(New Auto Policy 

New Zealand insurance Co., San 
(Named U. S. Manager) 

Northern Assurance Ltd 
(Assistant U.S 

Northwestern Fire M 
(Offer to Buy) 
(Offer Extended) 

Ohio Casualty Insurance Co., H 
(Increased Dividend) 

Ohio Farmers Companies, LeRo 
(Executive Appointments) 
lacifie Indemnity ¢ Los Ang 

(Operations Ke ed) 
ha i 
Pre 
I hire San 
Southwest Genera 
\ k Group, Ne 
Ir ns 
Keene 
(Merger 
Peninsular In ce ¢ 
(New Company) 
Penn State Mu il, Johnst 
(New Loca I 
Peoples Protective Life, Jacksor 
(Dental Insurance) 
Phoenix As I 
(Elected ar 
Phoenix of Hartford ¢ p, | 
(Enters A. & HI. 
Phoenix of L jon Gr I Ne 
(Executive Election 
Preferred Accident Ir ince ¢ 
(Dividend to Creditors) 
Providence m Ir ( 
(Merged) 
Queen City In ( s I’ 
(Additior 
Reliance Insurance Group, | 
(Merger Complete 
Resolute Insurance Co., I 
(New Loecati 
Rhode Ista il In Ir 
(Reduces Div 1 
Riverside Ins. Co Amer 
(Acquired by Se | 
Rocky Mt. Ins. ¢ ‘ 
Cant 
Roval Exehange Group, New \¥ 
(Named Assistant U.S. M 
(Merger) 
Royal-Globe I Irance Gi 
(Named Se y 
(tor 
Salem M e lr ( 
(Merg 
Seaboard Mutual Casualty ¢ 
(Polievholders As 
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"The above discriminating list of clients recognize that an advertisement in BEST'S 
INSURANCE NEWS is a mark of distinction as only those insurance companies 4 
which receive our recommendation are permitted to advertise in its columns." 
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(for agents and brokers 


This is a doorbell. 
Rung often enough, it's worth real money to you. 


When you are selling the best—The Home— 
you ll get the best new business! 


Why not ask for it—now. 


only) 


j 
J 


At INA, nothing blocks your way. The doory 


wide. For Service Offices stand behi 
this country and Canada. Forty me 


the future 


: 
4 
2 
to success are opel 
A 
verseas. All to help you build for 
with =multiple-line Fire-Marine-Casualty-Life sales. 
" ‘one-stop’ insurance selling! Ask your INA Fieldman for the full story : 
* 


